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Sparks 


State of the Nation’s Economy: 
Up 
Reta Sates—Set a _ record of | 
$86.3 billion in first half this year, 
nearly 7 percent more than last 
year, according to Commerce De- 
partment. June sales totaled $14.7 
billion, almost the same as in May, 
but 6 percent above June, 1952. 
Bumpine Awarps — Heavy con- 
struction contracts last weekj 
amounted to $253 million, wae 8 
ing the total for the first 30 weeks 
of the year to $8,937,000,000, or/ 12 
percent higher than 1952, _/ 
Rai. Loapincs—Totaled last week 


791,414 cars, an increase of 69,960 


above the preceding week. 


Store Sates — Department stores 


last week sold 2 percent more than 
during the like week in 1952, ac- 
cording to Federal Reserve Board. 
However, the increase did not match 
the 11 percent gain reported the 
preceding week. 

Primary Prices— Advanced 0.5 
percent over the week ended July 
21 to 111 points over the base 
index, according to Bureau of 
Labor Statistics, mainly due to 
an increase in farm products and 
foods. 

Russer Consumption — During 
June totaled 120,462 long tons, com- 
pared with 119,171 in May, accord- 
ing to Rubber Manufacturers Assn. 
Natural rubber use totaled 48,958 
tons, while synthetic rubber con- 
sumption was 71,504 tons. 

Ore MovemMentTs—Iron ore ship- 
ments last week totaled 3,342,127 
gross tons, setting a July record 
for the third consecutive week. 
Street Propuction—Operating rate 
last week was 94.4 percent of ca- 
pacity, compared with 91.8 percent 
a month earlier. Steel product ex- 
ports in 1952 were 4,160,000 tons, or 
27 percent above the 1951 level. 
AUTOMOTIVE Ov Tp vw T—Increased 
from 161,319 units to 163,181 last 
week, according to Automotive NEws 
estimates, a rise of 1,862 vehicles. 

* * * 


Down 


Ou Stocks — Totaled last week 
279,629,000 barrels, a decrease of 
184,000 from the preceding week. 

EMPLOY MENT—Since the start of 
this year, employment has leveled 
off, except for seasonal changes, ac- 


Merger of Dealer Bodies 
Begun by Kaiser, Willys 








25,000th Chrysler-Built Tank Leaves Detroit— 


Among these tanks ready for shipment is the 25,000th M-47 manufactured by 
Chrysler Corp. at the Detroit tank arsenal. The plant was built by Chrysler in 1941 
and operated by the firm during World War Il. After the war it was turned over to 
Army Ordnance, which ran it until Chrysler was asked to resume manufacturing a 
year ago. With the truce in Korea, it is expected that the arsenal will close down 


gradually during, the rest of 1953. 








July Output Near ’53 Peak; 
Chrysler Shuts for Week 


HE U. S. auto industry cele- 
brated the Korean armistice 
last week by turning out almost 
2,000 more cars and trucks than in 
the previous week, according to 
AvTomoTIvE News’ estimates. 
Output consisted of 136,616 cars 
and' 26,565 trucks, a total of 163,- 
181 vehicles. In the preceding 
week, 161,319 units were turned 
out — 134,344 cars and 26,975 
trucks. 
The Big Three continued last 
week to garner better than 93 per- 
cent of the total. General Motors 


U. C. Price Index 
Falls Again, but 
Late Models Gain 





cording to Bureau of Labor Statis- | 


tics. The number of Federal em- 
ployes was 2,500,000 in June, or 6 
percent below a year earlier. 


Top Cars 
New-car registrations for five 
months, plus 27 states for June. 


1953 Pos. Make 1952 Pos. 
1—604,339 Chev. 403,679— 1 
2—439,893 Ford 321,831— 2 
3—273,333 Plym. 211,970— 3 
4—215,213 Buick 147,233— 4 
5—183,435 Pontiac 121,612— 5 
6—151,553 Olds. 103,529— 7 
i—146,276 Dodge 116,066— 6 
8—110,633 Mercury 81,484— 9 
9— 80,466 Nash 64,186—10 
10— 75,099 Stude. $1,544— 8 
ll— 75,095 Chrys. 55,764—11 
12— 57,298 DeSoto 43,286—12 
18— 51,786 Cadillac 38,383—13 
14— 41,092 Packard 31,694—15 
15— 35,475 Hudson 36,581—14 
16— 25,575 Willys 15,600—17 
17— 19,367 Lincoln 11,113—19 
18— 14,042 Kaiser 17,870—16 
19— 6,534 Henry J 15,452—18 
20— 3,575 MG 2,710—20 
21— 1,777 Austin 2,261—21 
22— 356 Allstate 614—22 
Total All Makes 
2,622,773 1,933,416 


For further details, see page 


4 38, today’s issue. 


By Sam Sampson 
Staff Writer 


continued to drop last week, 
according to AuToMoTIVE News’ used- 
car index, but the market looked 
healthier as the prices of late-model 
|offerings climbed upward. 


The index showed that last 
week’s $14 loss was due entirely 
to weak prices on ’50 models and 
older, because ’51s, ’52s and ’53s 
were higher by an average of $13. 
Auction operators have reported 
for the last two weeks that bid- 
ding is more active on clean, 
sharp late cars. 

Retail sales are also higher, deal- 
ers in most sections of the country 
say, as concerted drives are being 
made to cut down big used-car 
stocks. 

* * * 

T CLEVELAND, the second 

highest used-car week of the 
year was registered for the period 
lended July 26. Dealers moved out 
/1,913 units, and it is now predicted 
|that July may be the best used-car 
{month of the year. The Federal 
|Reserve Bank in Cleveland said that 
|the week’s volume was 3 percent 
|above the average for the last five 
weeks. 

Used-car sales are said to be 
continuing strong in the Detroit 

(Continued on Page 47, Col. 3) 





HOLESALE used-car prices| 


already this year has built more 
cars than in all of last year. From 
Jan. 1 to Aug. 1, its divisions turned 
out an estimated 1,816,190 cars, 
compared with 1,801,457 in all of 


1952. 
7 industry wound up July with 
a grand total of 699,572 cars 
and trucks, highest month since 
April when 730,231 units were rolled 
out. The July total consisted of 
588,928 cars and 110,644 trucks. 
Output this week will decline 
considerably. Today (Aug. 3) 
Packard and Chrysler Corp. 


« ” * 


plants will be shut down at least | 


a week for inventories. 


Both car and truck production so 
far this year are way ahead of 
1952. From Jan. 1 to Aug. 1, Ameri- 
can factories produced 3,858,889 
icars and 749,621 trucks, according 
| to AUTOMOTIVE News’ compilations. 

* * * 


yo the like period of last year, 
the figures are 2,362,504 and 
673,539, respectively. At that time 
the industry was suffering from a 
long steel strike and government 
restrictions. 

Labor troubles failed to hamper 
auto makers last week, although 
Plymouth was down for five 

(Continued on Page 47, Col. 1) 





.| Discounts Made 
More Competitive 


Broader Line of Cars, 
Financial Aid for 
Retailers Are Planned 


By Bernie Thomas 
Associate Editor 

—— Edgar F. Kaiser, pres- 

ident of Kaiser Motors and 
Willys Motors, last week announced 
plans to unite the dealer bodies of 
both firms into one sales team— 
and aimed that team at 4 percent 
of the total domestic car and truck 
market. 

At a press conference here, it was 
also revealed: 

1. Roy Abernethy, who left 
Packard in May to join Kaiser 
Motors, has been named sales 
vice - president of the Kaiser- 
Willys Sales division, a new or- 
ganization set up to handle sales 
of all Kaiser and Willys vehicles 
and parts and accessories. 

(Gerry E. Lyons, sales vice-presi- 
‘dent at Willys, is no longer with 


the company.) 
* 
2 KAISER-WILLYS dealers have 

° already been offered “more 
competitive discounts” on Willys 
cars, and dealer margins will be re- 
viewed prior to 1954 models on all 
Kaiser and Willys vehicles, with 
the prospect of further liberaliza- 
tion. 

3. Kaiser-Willys Sales division 
plans to offer financial aid to new 
and present dealers through a 
program similar to that admin- 
istered by General Motors’ Motors 
Holding division. 


4. A bigger price spread has been 
put into effect between Henry J 
(Continued on Page 46, Col. 1) 


* * 
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Production 
Automotive News Estimates: 
U. 8. Cars, Trucks 
163,181 


i ils & 


ll Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, Page 47. 


161,319 








ROY ABERNETHY 
- heads Kaiser-Willys sales 


GM Quarter Sets 
Sales Record of 
$2,894 Million 


N EW YORK. — Second-quarter 
dollar sales of all General Mo- 
tors products rose 39 percent over 
the comparable 1952 period and to- 
taled a record $2,894 million, it was 
announced last week by President 
Harlow H. Curtice and Board Chair- 
man Alfred P, Sloan jr. 

Second-quarter unit sales of 
GM cars and trucks reached the 
highest level for any quarter in 
the company’s history. The U. 8S. 
total of 982,558 vehicles consisted 
of 848,383 cars and 134,175 com- 
mercial units. GM’s Canadian to- 
tal was 69,6385. 

Reporting to the corporation’s 
491,000 shareholders, Curtice and 
Sloan said net income amounted to 
$162 million, or 5.6 percent of sales. 

7. +. * 


os earnings were after pro- 
vision of $418 million in the 
second quarter for U. S. and foreign 
income and excess profits taxes. 
Earnings on the common stock, 
after deduction of dividends on the 
preferred stocks, were equivalent 
to $1.81 per share. 


For the first six months of 
1953, net sales amounted to $5,441 
million and net income was $313 
million, or 5.8 percent of sales. 
Earnings on the common stock 
were equivalent to $3.51 per share. 


A total of $764 million was pro- 
vided for U. S. and foreign income 
and excess profits taxes in the first 
half of 1953. 

Unit sales of vehicles showed 
substantial increases over 1952. 
Sales of GM cars produced in the 
U. S. in the second quarter of 1953 

(See GM SALES, Page 48, Col. 1) 
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‘23 Chicago Dealer Mortality Is 3.7% 


HICAGO.—There were 23 fewer 

dealer franchises in Cook Coun- 
ty on July 1 than on Jan. 1, figures 
of the Chicago Automoible Trade 
Assn. reveal. 

The Jan. 1 total of 628 declined 
on July 1 to 605, a drop of 3.7 per- 
cent. On Apr. 1 there were 609 
franchises. 

Biggest declines in the six-month 
period were registered by Ford, 
which lost four; Kaiser, which lost 
nine, and Willys, which lost seven. 


In This Issue 


Registrations, Prices 
Used-Car Auctions ......... 
Production by Makes 











Nash, which added three, made 
the biggest gain. 

The number of actual dealer 
establishments, some of which 
handle more than one make, totaled 
507 on Jan. 1, 491 on Apr. 1 and 488 
on July 1, 


* * x 


BREAKDOWN for Cook County 
as of July 1, compared with the 
number on Apr. 1 and Jan. 1 (in 
that order) in parentheses, follows: 
Buick, 35 (35-35); Cadillac, 14 
(14-14); Chevrolet, 52 (52-52); 
Chrysler, 36 (37-37); Crosley, 3 
(3-3); DeSoto, 36 (36-37); Dodge, 41 
(40-42); Ford, 57 (59-61); Hudson, 
20 (20-22); Kaiser, 20 (26- 29). 
Lincoln - - Mercury, 25 


Nash, 28 (25-25); Oldsmobile, 
(34-33); Packard, 20 (19-19); Plym- 
outh, 113 (113-116); Pontiac, 31 
(31-31); Studebaker, 29 (29-29), and 
Willys, 12 (12-19). 

Franchises in Chicago totaled 
373 on July 1 and the number of 
dealer establishments 299. Out- 
side the city, the figures were 232 
and 189, respectively. 

In Chicago itself, Buick had 20 
outlets; Cadillac, 7; Chevrolet, 31; 
Chrysler, 24; Crosley, 2; DeSoto, 
21; Dodge, 28; Ford, 31; Hudson, 10; 
Kaiser, 10; Lincoln-Mercury, 18; 
Nash, 16; Oldsmobile, 21; Packard, 
13; Plymouth, 73; Pontiac, 22; 


33 


(24 - 24); | Studebaker, 18, and Willys, 8, 
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AUTOMOTIVE NEWS, AUGUST 3, 1953 


Only 2.8% of Month’s Car Output Sent Abroad .. . 





Auto Exports Hit Low for Year ES 


N A DOWNWARD trend since; than in any previous month this |trucks for January through June 


the start of the year, sales of | year, AMA compilations show. 


U. S.-made vehicles to buyers 


in| 


As a result, U. S. franchised deal- 


foreign countries are still in a tail-|ers are continuing to get a bigger 


spin, according to the Automobile 
Manufacturers Assn. 

A smaller proportion of U, S. 
car and truck output was shipped 
to overseas markets during June 


Studebaker Nets 
$3,390,827 After | 
Quarter in Red 


SOUTH BEND.—Studebaker and 
its subsidiary companies in the 
quarter ended June 30 earned a 
consolidated net income of $3,350,- 
827, equivalent to $1.41 a share, it 
was disclosed last week. 

This compares with income in the 
second quarter of 1952 of $3,925,074, 
or $1.67 a share. 

The board of directors declared a 
dividend of 75 cents per share on 
its common stock, to be paid Sept. 
2 to stockholders of record at the 
close of business Aug. 14. 

In the quarter ended March 31, 
Studebaker reported a loss of $984,- 





489, so that in the six months ended 
June 30 consolidated net income 
was $2,366,338, equivalent to $1.00 
a share. on 2,361,458 shares of 
common sotck. In the same period 
a year ago, a net income of $8,- 
787,223 was earned, or $3.73 a share. 

Studebaker’s working capital of 
$51,952,111 on June 30, compared 
with $49,274,275 on March 31 and 
$54,537,005 on Dec. 31. 





oe 


5,000th Ford for Short i 


share of total car and truck out- 
put to sell to buyers in this coun- 
try. 
* + + 

‘ARS shipped to foreign markets 
4 in June amounted to but 2.8 
percent of total production, as com- 
pared to 3.8 percent of total produc- 
tion shipped overseas in June, 1952. 

For the first six months of this 
year, car shipments overseas 
amounted to only. 4.6 percent of 
production, as compared with 7 
percent in the first half of 1952. 

Exports of commercial vehicles 
during June approximated 10.8 per- 
cent of U. S. output, as against 13.9 
percent in June, 1952. 

* * * 
OR the first half of 1953, truck 
exports were off to 10.6 percent, 

from 14.8 percent in the same 1952 
period. 

The ratio of overseas shipments 
to total production for cars and 





Prompt Payments Save 
Air Force $2 Million 


DAYTON, O.—The Air Force 
saved slightly more than $2 mil- 
lien during fiscal 1953 by promptly 
paying its bills and thus receiving 
discounts offered by contractors. 

The Air Force received dis- 
counts on 99.25 percent of its 
bills, according to officials at the 
Wright-Patterson Air Force Base 
here. 








n 30 Years— 


Receiving his 5,000th car as a Ford dealer in Bellefontaine, O., Harold Short is 
congratulated by E. C. Miller (right), manager of the Ford division's Dearborn as- 
sembly plant. Short, who picked up his first car 30 years ago at the Highland Park 
(Mich.) plant, decided also to pick up No. 5,000. Looking on are Mrs. Short and 
Herman Haga, car distributor for the Detroit district. 





Safety 


Call to Businesses 


Leaders Help Eisenhower Map ’54 Road Campaign; 
Curtice Is Placed at Helm 


By William Ullman 
Washington Correspondent 


ASHINGTON. — Leaders of the 

automotive industry, along 
with top businessmen in other 
fields, met here last week with 
President Eisen- 
hower and Secre- 
tary of Commerce 
Sinclair Weeks to 
develop plans for 
a 1954 traffic 
safety campaign 
to save thousands 
of lives. 

The morning 
conference Tues- 
day was at the 
White House and 
the afternoon 





H. H. Curtice 
session at the Department of Com- 


merce. 
Paul Hoffman, Studebaker board 


chairman, led off as temporary 


Plymouth Brings 
Dietz to Detroit 


DETROIT.—A ppointment of 
Robert E. Dietz as assistant to the 
director of regions at Detroit for 
Plymouth has been announced by 
William J. Bird, general sales 
manager. 

Dietz succeeds J. J. Sieffert, who 
recently was appointed regional 
manager at Pittsburgh. Dietz joined 
Plymouth in 1948 and since 1949 
had been Los Angeles district man- 


ager. 


chairman of the group. Harlow H. 
Curtice, President of General 
Motors, later was named permanent 
chairman. Light B. Yost, director 
of field operations for GM, was 
elected secretary. 

* * 7 


R. EISENHOWER had called 

the 28 business leaders to the 
White House to enlist their aid in 
arranging for a highway safety 
conference in about six months 
with 2,000 to 3,000 delegates from 
throughout the nation. 

The businessmen pledged their 
cooperation in planning for a 
White House safety drive which 
would include participation by 
national representatives of labor, 
agriculture, public officials, and 
business, civic, service, pro- 
fessional and women’s organi- 
zations, 

Addressing the group at the De- 
partment of Commerce, Secretary 
Weeks said: 

“What the aim of this con- 
ference comes down to is to induce 

the great mass of citizens by factual 
persuasion to take an enlightened 
self-interest in getting their traffic 
problems solved. 
Bs * ” 
“TXHERE is no question in my 
mind that if businessmen in our 
towns and cities take hold we can 
get an effective safety organization 
in every community from coast to 
coast.” 

In addition to Curtice and Hoff- 

man, other top-level automotive 
(Continued on Page 8, Col. 1) 
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this year has been as follows: 
Cars: January, 4.0 percent; Feb- 
ruary, 3.8 percent; March, 3.6 per- 
cent; April, 3.1 percent; May, 3.3 
percent, and June, 2.8 percent, 
Trucks: January, 12.3 percent; 


February, 10.9 percent; March, 9.0 


percent; April, 9.4 percent; May, 
11.8 percent, and June, 10.8 percent. 


Ford Is Named 
To UN Post 
By Eisenhower 


WASHINGTON.—Henry Ford II, 
president of Ford Motor Co. was 
nominated last week by President 
Eisenhower as an 
alternate U. S. 
delegate to the 
United Nations 
Assembly. 

Confirmation of 
the appointment 
by the Senate was 
expected to be 
routine. Ford, who 
has agreed to 
serve, will be tak- 
ing his first major 
Government posi- 











5 Ts 
Henry Ford II 


tion. 

The General Assembly convenes 
Sept. 16. Ford will be one of five 
alternates for the four permanent 
representatives. 

The permanent delegates are 
former Senator Henry Cabot Lodge 
jr., of Massachusetts; Gov. James 
F. Byrnes, of South Carolina; Rep. 
Frances P. Bolton, Ohio Republi- 
can, and Rep. James P. Richards, 
South Carolina Democrat. 

Besides Ford, alternates are 
Archibald J. Carey jr, African 
Methodist Episcopal minister of 
Chicago; James D. Zellerbach, 
chairman of Fibre Board Products 
Co., San Francisco; Dr. Charles W. 
Mayo of the Mayo Clinic, Roches- 
ter, Minn., and Mrs. Oswald B. 
Lord, of New York. 


Ky. Parts Man 


Sent to Prison 


LOUISVILLE. — George W. 
Rubsch, former head of the parts 
department of L. J. Hannah & Co. 
(Dodge-Plymouth), last week was 
sentenced to a year and a day on 
charges of falsifying bills tendered 
to the U. S. Army at Fort Knox. 
He had pleaded guilty of conspiracy 
to defraud the Government. 

Rubsch drew the sentence fol- 
lowing a plea by the U. S. District 
Attorney Charles Wood that the 
prison term be suspended and that 
the sentence be limited to a $1,000 
fine because of the defendant’s co- 
operation in trials stemming from 
the alleged fraud. District Judge 
Roy M. Shelbourne, however, said 
“previous trials have no bearing on 
this case.” 


Mercy for Hate 
Dealer-Baiting Burglar Gets 


Break in Court 


PROVIDENCE. — A 23-year-old 
burglar, who specialized in auto- 
mobile salesrooms because of “a 
dislike for automobile dealers,” re- 
ceived a deferred sentence in Su- 
perior Court here last week after 
pleading no contest to eight charges 
of breaking and entering in Paw- 
tucket, Central Falls and Provi- 
dence. 

Pawtucket police trapped Paul 
T. Cooper in the Rowse Motors 
building, Pawtucket, on May 27. 

Subsequent questioning, during 
which Cooper told police, “I only 
break into automobile places be- 
cause I dislike automobile dealers,” 
linked him with at least six sales- 
room break-ins in Pawtucket, as 
well as burglaries in Providence 
and Central Falls. 


Reward Posted in Theft 


LUMBERTON, N. C.—O. C. Nor- 
men, president of Modern Motors, 
is offering a reward of $250 for the 
arrest and conviction of thieves 
who broke into his dealership, stole 
a green four-door Mercury, drove 
through a plate glass window and 
headed south on Highway 301. 
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R. I. Dealers Hold Annual Outing— 






More than 300 members of the Rhode Island Automobile Dealers Assn. attended 
the 43rd annual outing, which included golf in the morning, softball and horseshoe 
pitching in the afternoon and a banquet in the evening. Shown (from left) are the 
following officers and executive committee members: Col. Thomas A. Clarke; Frank J. 
Kohl; Romeo D. Asselin, president; Phil A. Desrochers; John M. Dunne, outing chair- 
man; Leo B. Carey, vice-president, and Wallace A. Sefsick. 


Packard Resale Value Up, 
Nance Finds in Survey 


DETROIT. — Despite a _ general 
downward price trend for all used 
cars, there is a stronger demand 


priced cars selling 
between $2,500 
and $4,500, than 
there was a year 
ago, according to 
a Packard survey. 

A nationwide 
study just com- 

pleted by the com- 
pany shows that 
depreciation of its 
two-year-old cars 
is now 9.5 percent less than it was 
for two-year-old cars a year ago, 
President James J. Nance disclosed 
last week. 

The average depreciation on 1951 
cars is 23.7 percent, while a year 
ago used-car lots were discounting 
1950 Packards an average of 33.2 
percent, he said. 

Although the industry gener- 
ally recognizes that medium and 

high-priced cars bring a rela- 
tively lower price when sold as 
used cars, Nance said this market 
condition had been reversed by 
increased interest in Packard re- 
sulting from its re-entry into the 
luxury market and a growth in 
public acceptance of its current 
styling. 

The study among Packard deal- 
ers has been continuing for several 
weeks, Nance said, but the informa- 
tion now released to the company’s 
dealers coincides with similar fig- 
ures on used cars of all makes dis- 
closed last month by the NADA 
Used Car Guide Book. 

NADA reported that depreciation 
on 1951 Packards ranged from 19.3 
percent to 31.7 percent and that all 
manufacturers had some models 
showing greater depreciation. 

Nance said studies of this type 
had been made annually since the 
war and previous to this year had 
invariably shown medium and 
upper-priced cars to have a con- 


J. 3, Nance 





Beauty on Trail— 


Arlene Wesley, a Yakima Tribe Indian, 
was named “Miss Indian America” in a 
nationwide contest held last week in 
Sheridan, Wyo. She won out over 52 
entrants representing 27 tribes, and re- 
ceived an all-expense tour to the Pacific 
coast from the Rocky Mountain Ford 
Dealers Assn. While in San Francisco, she 
was greeted by Arthur S. Hatch (right), 
Ford western regional sales manager, and 
following a tour of the city and a tele- 
vision appearance, left for Hollywood, 
where she was a guest of movie studios. 


| 





siderably higher depreciation fac- 
tor than low-priced cars. 


While the narrowing of this per- 


for some models| centage difference in depreciation 
among higher -| indicates sharper shopping practices 


in a highly competitive market, he 
said, it also is a reflection of the 
narrowing gap in new-car selling 
prices between the lowest and high- 
est-priced production cars. 

“Because Packard’s sales have 
increased by more than 80 per- 
cent during 1953, our dealers’ aver- 
age supply of large used cars is 
somewhat above a year ago,” Nance 
declared. “There is no doubt that 
the new Packard program, which 
has brought new prestige to the 
name, is to a great degree respon- 
sible for the demand that keeps the 
prices up. 

“A year ago, a large percentage 
of higher-priced used automobiles 
were sold to used-car dealers. To- 
day, more than 80 percent of 
Packard’s dealers have adequate 
facilities to recondition and sell 
all their own cars procured in 
trades for new models. 

“In addition to this change in 
basic marketing practices, Packard 
dealers have been encouraged to 
recondition cars so that they can 
be sold under an_ unconditional 
guarantee,” he said. 


Nash-Kelvinator’s 
Net Up Sharply 
For Nine Months 


DETROIT. Nash - Kelvinator 
Corp. last week reported net earn- 
ings of $15,127,605, or $3.48 per 
share of capital stock, for the nine 
months ended June 30. 

This compares with net earnings 
of $8,744,829, or $2.01 per share, for 
the like period a year ago. 

Net sales for the nine months 
this year were $387,868,205, com- 
pared with $268,886,304 last year. 

Net earnings for the quarter 
ended June 30 were $3,419,279, or 
79 cents per share, compared with 
$7,156,811, or $1.64 per share, in the 
June quarter last year. 

Net sales for the quarter were 
$128,178,329 this year, against $124,- 
682,547 a year ago. 


Weckler to Guide 


Clevite Operations 


CLEVELAND.—Election of Her- 
man L. Weckler as operations vice- 
Corp. was an- 


president of Clevite 
nounced last week 
by James L. My- 
ers, president. 

Weckler retired 
Apr. 30 from 
Chrysler Corp., of 
which he was 
vice - president, 
general manager 
and a director. 

In his new post, 
he will direct op- 
erations of Cle- 
vite’s manufactur- H. L. Weekler 
ing and selling units, including 
Cleveland Graphite Bronze Co., 
Brush Electronics Co., Harris Prod- 
ucts Co., Clevite Service, Inc., and 
Clevite, Ltd. (Canada). 
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AUTOMOTIVE NEWS, AUGUST 3, 1953 





i HAS been more than 44 years 
since I began to associate with 
automobile dealers. With each pass- 
ing day I have additional reasons 
to admire and respect them. 

The early dealers were pioneers. 
They beat out a pathway that had 
never before been tread. They laid 
the foundation by which those who 
were to continue and those who 
followed them would have some 
guide posts and direction signals 
to follow. 

It is true that the profit in the 
early years came entirely from 
new-car sales. It is also true that 
for a great many years the big 
money was made, in this field, by 
distributors, many of whom 
netted as much as one-half mil- 
lion dollars a year before the 
factories took over wholesale 
operations. 

But the job of running an auto- 
mobile dealership now is a com- 
plicated affair as compared with 
management in other lines of en- 
deavor or management of dealer- 
ships in the early days. Now, few 
jobs on earth require more kinds 
of first-hand knowledge. Even the 
most highly skilled professional 
man does not need more infor- 
mation. It is true that all dealers 
don’t have it, but they all need it 
if they are to handle their job to 
the best advantage. 

* * * 


Walking Encyclopedia 

HESE skills include mechanical 

knowledge, salesmanship, ad- 
vertising, accounting, office detail, 
taxes, shop organization, personnel 
problems, sales management and 
the art of getting along with the 
factory, the principles of building 


Indiana Dealers 
Waging War on 


Unsafe Cars 


INDIANAPOLIS. — A voluntary 
car inspection program is being 
conducted by the Automobile 
Dealers Assn. of Indiana, according 
to Walter C. Hiser, chairman of 
the group’s traffic safety commit- 
tee. 

This drive is being supported by 
law-enforcement agencies. In a 
letter to Hiser, Gov. George N. 
Craig stated that, “if carried out 
thoroughly and effectively, a cam- 
paign of this type is a step in the 
right direction in improving our 
terrible record of slaughter on 
Hoosier highways.” 

After inspection, dealers are 
issuing courtesy windshield stickers 
considered by police as a guarantee 
that the car is in safe condition. 











Graduates Hear Hunt 
Mitchell Hunt, Ford dealer in 
Buhl, Id., gave the commencement 
address for the graduating class of 
the Declo (Id.) high school. 


Index 


Advertising News 
Auto Forum 

Auto Market Page 
Auto Row 

Court Decisions 

Dealer Business Counsel 
Dealer Doings 

Editorial 

Financial 

FOB Factory 

Jordan (Ned) 

Letterbox 

New Products 
Obituaries 

Personnel (Factory) 
Prices, New Car 
Prices, Used-Car, Averages 
Production by Makes 
Registrations, Cars, Trucks 
Safety News 

Used-Car Notes 
Washington Column 





| Dealers toll me 


By John O. Munn 









| construction, interior arrangements, 
lighting and decoration. 


Knowledge in these categories 
and many more make a dealer 
almost a walking encyclopedia if 
he is to handle his work with full 
efficiency. 

Top men with the factories 
don’t need so many kinds of in- 
formation. What they don’t know 
they can always find out from 
some assistant who does know. 
The dealer needs to be the 
highest authority in his outfit on 
all of these subjects. I agree with 
the well-known and _ respected 
commentator in this field, Bert- 
ram Lewis, that the automobile 
dealer who is completely master 
of his operations is just about 
the most versatile businessman 
imaginable. 

Many dealers have done well 
without being experts in all these 
things. They entered the field as 
experts in a single line of en- 
deavor—mechanics, for instance, or 
salesmen—but those who have de- 
veloped had the gift of selecting a 
good man to handle the work with 


which they were not too familiar. 
* * * 


And Then Some 


HEY also had the gift of 

common sense to capitalize on 
the ideas, suggestions and experi- 
ence of others. Progress in any line 
comes from the interchange of 
ideas. A dealer who is willing and 
enthusiastic learns something new 
every day. 

There is no more inspiring field 
than automobile retailing. No man 
enters it with all the equipment he 
can use to advantage. Each day, 
almost each hour, brings up some 
question for which he must find th 
answer. 

Such occurrences are a challenge 
to ambitious men. Dealers who 

grow accept such challenges and 
overcome the problems that have 
temporarily stumped them, This 
is what makes work in this field 
so interesting and gives a dealer’s 
job the zest that cannot be found 
in any other business. 

A dealer must be a leader. He 
must know more about selling than 
anyone of his salesmen, more about 
service than anyone in his shop. He 
should know as much about ac- 
counting as anybody on his payroll. 
He must be an expert on handling 
people. 

Of course, I am setting speci- 
fications that exist only for a few, 
but the dealers who come the 
closest to the combination of these 
assets are the ones who make the 


best financial showing. 
* * + 


Growing Each Day 

VERY dealer is hard - pressed 

every day with necessary work, 
so personal development comes 
naturally because he grows each 
day from experience. He constantly 
needs to expand his knowledge of 
the art of salesmanship. This is 
that kind of a business. 

He needs to increase his familiar- 
ity with the product he sells. He 
needs to know all competing 
products to improve his own skill 
in leading his sales force. There is 
always an opportunity in his every- 
day work to master his service de- 
partment. He needs special skill 
and determination in the manage- 
ment of his finance problems. 

Many a dealer in the past few 
years has gotten along without 
these qualifications. Such men, I 


| am sure, realize the necessity of 


growing every day. They must 
develop or pay a heavy price for 
their indifference. 

My unusual and long experience 
in this field leads me to believe 
that an automobile dealer is a most 
fortunate individual. At his best, 
he is one of the most versatile 
executives in any line of business, 
large or small. 

At every stage of his career he 
has opportunity to grow. He is 
always in a position to increase his 
mastery of the job and get both 
more pleasure and more profit from 
his work. 








| 
| 


Experts Scan Nation's Credit Picture 





NADA Hosts Finance Men at Washington Meeting— 


No cause for alarm was found in the nation's credit picture in an appraisal made by NADA, finance companies and Federal 
Reserve Board officials who met in Washington. Participating in the conference (seated, from left) were Harold J. Moye, NADA 
director; Alton M. Costley, NADA regional vice-president; J. M. Sanders, NADA treasurer; Robert S. Armacost, NADA president; 
Frederick J. Bell, NADA executive vice-president; James C. Moore, NADA general counsel, and Foster W. Talbott, NADA director. 

Second row: Scott Lucas, legislative counsel of the American Finance Conference; Robert L. Oare, board chairman of As- 


sociates Investment Co.; Arthur Dietz, board chairman of Universal 
General Credit, Inc., William L. Wilson, vice-president of Universal C.I.T.; L. 


C.1.T. Credit 


Corp.; 
Walter Lundell, president of Universal C.I.T.; 





A. Burks Summers, president of 


E. C. Wareheim, president of Commercial Credit Corp.; George Omacht, general counsel of Associates Investment, and G. Ardee 
Ames, vice-president of General Motors Acceptance Corp. 

Third row: Charles H. Elmendorf, executive secretary of the Motor Car Dealers Assn. of Southern California; Paul M. Welch, 
chairman of the Installment credit commission of the American Bankers Assn.; George A. Bigley, executive vice-president of the 
Pacific Finance Conference; Edward P. Latimer, president of the American Finance Conference; Thomas Rogers, executive vice- 
president of the American Finance Conference; John L. Schumann jr., president of GMAC; Lloyd Mazzera, vice-president of the 


Bank of America, and William W. McCarthy, vice-president of the National Shawmut Bank. 





Leaders at Finance Conference— 

Among those who played a prominent role at the finance conference in Washington 
were (from left) Robert S. Armacost, NADA president; William M. Martin jr., board 
chairman of the Federal Reserve System; Frederick J. Bell, NADA executive vice- 
e| president, and James C. Moore NADA general counsel. 





Stocks Too High? 


North Dakota Dealer Survey Shows Inventories 
Out of Line, Association Says 


FARGO, N. D..— Based ona 
survey of 8 percent of its member- 
ship, the Automobile Dealers Assn. 
of North Dakota has concluded 
that car inventories are out of line 
for the dollar volume of business 
in sight. 

In a special bulletin, the as- 
sociation gave the results of its 
survey, then passed along sales 
advice based on the results of the 
canvass. 

The survey showed that dealers 
in small towns, as well as large 
ones, had heavy stocks. The aver- 
age inventory for dealers in towns 
of less than 1,000 population was 
$26,304. It ranged upward to $89,- 
875 for dealers in towns of 10,000 
and more population. 

Total inventory for the 502 
members of the association, based 
on reporting dealers, was estimated 
at $18,831,321. 

One part of the survey dealt 
with the gain of new and used- 
vehicle inventories from 1949 to 
1953. The gain in new-vehicle in- 
ventory ranged from 38 to 139 
percent, The gain in used-vehicle 
inventory ranged from 50 to 328 
percent. The total new and used- 
car and truck inventory of 42 
reporting dealers was $2,597,- 
361.27. 

“It is conceded,” the association 


Silver Lure 
Cleveland Dealers Offering 


Cash for Courtesy 


CLEVELAND.— The Cleveland 
Automobile Dealers Assn. is paying 
drivers for being courteous. 

Working with the Mayor’s Traf- 
fic Safety Committee, CADA is pro- 
viding silver dollars for motorists 
listed by motorcycle policemen and 
accident prevention patrolmen, who 
record the names and addresses of 
drivers courteous “beyond the nor- 
mal call of duty.” 

The campaign, which opened Sat- 
urday (Aug. 1), will last through 
Sept. 15. 





said in its bulletin, “that there are 
not enough buyers to take your 
used cars off your lots unless you 
trade down gradually. That means 
making two or three sales where a 
few years ago you made one, and 
you have got to find a buyer in 
your locality to buy them.” 
Warning against price cutting 
and overallowances on new cars, 
the association said: “Remember it 
is many times more profitable to 
say ‘no’ than it is to say ‘yes.’” 


Clambake Held in N. H. 


KEENE, N. H.— (UTPS) — The 
annual clambake of the Monad- 
nock Region Automobile Dealers 
Assn. was held last week at the 
West Keene home of Dealer Ellis 
Robertson. Robertson and Ray 
Moore, of East Jaffrey, were co- 
chairmen of the event. 


On the House . 





Complaints on maldistribution of new cars still coming in; even 
some large-city dealers say competing used-car lots are featuring cut- 
price new models (obtained cheaply from overstocked dealers in 
other areas), while they themselves can’t fill orders 
. . . NADA President Bob Armacost declares that, 
in his travels around the nation, the used-car busi- 
ness seems to be in better shape... 

ATAM, which held one of its most successful 
meetings in Detroit the other week, conferred hon- 
orary life memberships on C. W. Coons, former 
Illinois manager; John Raine, ex-Virginia man- 
ager, and Cap Williamson, retired Texas man- 
ager. Interesting to note the large number of 
factory sales chiefs who turned out for the dinner 
honoring ATAM members ... 

Nearly 5,000 orphans will enjoy the 49th annual 
outing, Aug. 19, sponsored by Chicago auto dealers 
. . . Virginia association has added four new members. . 
Craycroft is Illinois’ new NADA director, succeeding the late B. B. 
Charles Jenkins and Leo Harvey have been named to 
the North Carolina Board of Conservation and Development .. . 
Your columnist is off on a little vacation; see ya later. 





Wemhoff 


Burns... 


N.Y. Association, 
Ala. Wholesalers 


Receive Awards 


ATLANTIC CITY. — Two state 
automotive associations received 
awards from the American Trade 
Assn. Executives at its 34th annual 
convention here. 

The annual award of merit in the 
state and local associations di- 
vision went to the New York State 
Automobile Dealers Assn. for “a 10- 
year reorganization which has 
made it one of the nation’s leaders 
among state associations.” 

The Automotive Wholesalers 
Assn. of Alabama, Inc., was pre- 
sented the annual grand award in 
the state and local associations 
classification “for services to its 
membership of auto parts and 
equipment wholesalers and to the 
public on a wide front.” 

Nathan M. Roberts, of Mont- 
gomery, received the scroll on be- 
half of AWAA. 

Certificates were presented to 
winners by Undersecretary of Com- 
merce Walter Williams, guest of 
honor at the convention. 


Gotham Dealer Elected 


By U. S. Tuna Anglers 

HALIFAX, N. S.—Joe Gale, presi- 
dent of Monarch Buick Co., New 
York, has been elected captain of 
the U. S. anglers’ team which will 
compete Sept. 9-11 in the 10th Inter- 
national Tuna Cup Match at Wedge- 
port, N. S. 

Gale, who was a member of the 
U. S. team in 1951 and 1952, was the 
unanimous choice of the six other 
members of the squad. 

A long-time fisherman, he has 
taken swordfish off Montauk, N., Y., 
and Nova Scotia; tuna at Wedge- 
port, the Rhode Island grounds and 
in the Bahamas, and blue marlin 
off Jamaica and the Bahamas. He 
is a specialist in handling the big 
ones with light tackle. 





. Harry 


—Pere Wemuorr, Editor, 
Automotive News 
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Fair and equitable ‘contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
overnments applied to the building and maintenance of highways. 
4. The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more ll the ome mae of - than anywhere else in the world. 


C oti C wereneid 


What effect will signing of the Korean truce have on the 
U. S. economic life, on the automotive industry in particular? | 
Very little, veteran observers believe, since material is 
already plentiful for civilian production and since huge 
defense spending will continue indefinitely to pour untold 
millions of dollars into consumers’ pocketbooks. 


* a * 


AUTOMOTIVE 








Dealers in various sections of the country report an im- 
provement in used-car sales following July 4, according to 
an AUTOMOTIVE NEws survey. Ordinarily, the used-car busi- | 
ness slumps off after Independence Day. 

Could be that the sales efforts, inspired by a dull market 
prior to July 4, are beginning to pay off. 
* *% * 


Few will rise to challenge the contention of Frederick J. 
Bell, NADA executive vice-president, that there is no need 
for the Government to clamp regulations on credit buying. | 


There are no better watchdogs of credit than finance 
companies—and dealers can help them. 


* * * 


American buyers are better-heeled financially and in a | 
buying mood this year, according to a survey by the Federal 
Reserve Board. | 


Now, all that’s to be done is sell them. 
* * * 


An improved sealed-beam headlamp for autos, designed to | 
provide light more effectively in critical areas, is in the final 
stages of development, reports the Automobile Manufac- |, 
turers Assn. 

For a moment, perhaps, we can adjourn the discussions | 
about the auto industry’s alleged horsepower race. | 


* * * 


Community relations programs are an excellent means of | 
building prestige and business for auto dealerships in a sell- 
er’s market, says Fred J. Walters, Packard’s marketing | 
vice-president. 


Amen! | 











Want a Phobia? 

Here is a new phobia for 
you--Suturolysophobia. Enpiror 
AND PUBLISHER says it means 
“the fear of some men that the 
seams in the ‘seat of their 
pants will suddenly give way.” 

* * * 
Gift of Prophecy 

The gift of prophecy has never 
loomed large in the endowment 
of economists. Nevertheless, it is 

essential that to the best of our 
abilities we plan for the future. 

Alfred F. Burns, chief eco- 

nomic adviser to the President. 
* * * 


To Serve Customer 


“Good service can only be 
built upon a sincere desire to 
serve the customer’s needs at 
the lowest possible cost.”— 
Charles Laverty, service man- 
ager for Deaton Motors, Bev- 
erly Hills, Calif., a winner in a 
contest of Lincoln - Mercury 
service managers in 11 states. 

* * + 


Dependent on Dealers 

Fifty-three million people in 
America now own cars. They are 
dependent upon automobile 
dealers to obtain full and satis- 
factory use of them.—John O. 
Munn, Automotive News 
columnist. 

* ok * 


Earn by Trade, Not Aid 


Tariffs must be _ reduced, 
customs procedures must be 
simplified and the Buy Ameri- 
can Act must be repealed so 
that the free world may earn 
the dollars by trade which, in 
the past, we have supplied by 
aid.—John S. Coleman, presi- 
dent, Burroughs Adding Ma- 


chine Co. 
© * * 


Most for the Best 


The object of Federal Anti- 
Trust Laws should be the pres- 
ervation of competition, not for 
the sake of restricting profits, 
but to retain a socially useful 
profit pattern—in which the 
more efficient and progressive 
firms will receive substantial 
profits, the mediocre firms 
moderate profits and the ineffi- 
cient firms no profits at all.—Dr. 
Clare E. Griffin. 


* * * 


Shoot for the Top 


There is no reason whatso- 
ever why the retail franchised 
automobile dealer should rate 
far down the list of retail 
merchants in the estimation 
and regard of those in his 
community. — George H. Ben- 
jamin, manager, Arkansas 
Automobile Dealers Assn. 


* * * 


Keep On Your Toes 


You can learn something from 
penguins. They can’t fly, so they 
are as pedestrian as we are. But 
nature insisted that when they 
went walking they stay up on 
their toes. If people would only 
keep on their toes when in 
traffic we wouldn’t pile up such 
grisly death tolls—Public Safety 
Magazine. 
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| Cost of Warranties 

Have just read your story on 

Warranties Cost to Dealers. There 
is something wrong with the final 
| assembly lines. The sub-assemblys 
| come through in fair condition and 
| the design and engineering is fine, 
| but if the factory did not have a 
|dealer service organization, the 
product would fall to pieces. 

And we think your price of $28 is 
| conservative for it’s hard to get a 
claim through and they chisel us 
down to where we get only a small 
part of the cost. 

Another thing that has grown on 
the franchise dealer are the items 
we have to charge to advertising 
account; This begins with a new 
model introduction, which costs the 
100-car dealer approximately $500, 
|and then the direct mail starts on 
|trucks and truck service, cars and 
‘ear service, independent garages, 





The Big Story 


Declaring “I'd have to run if I felt any better,” Henry Ford passed 
his 80th birthday aboard a freighter carrying him to a vacation at his 


home in Michigan’s Upper Peninsula . 


. OPA last week took action 


which will permit dealers, who have used tires in stock, to use them 
as replacements for worn-out tires on used automobiles which they 
have not been able to sell because of a lack of suitable tires .. . 
Packard last week announced the establishment of a Toledo division 
and its take-over of one of Toledo’s newest and largest war plants, 


which was formerly occupied by Aviation Corp... . 


Synthetic tires 


are still rolling after more than two years of hard use, is the essence 


of a report by Firestone Tire & Rubber Co... 


. With the total of 


new cars left as of July 1 numbering a meager 131,108 throughout 
the U. S., a survey indicates that the remaining supply should last 


another 4.64 months, on a state-by-state average . . 


. One American 


company, operating in Australia, employs a method of starting cars 
operated by producer gas without the use of gasoline. One end of a 
hose is attached to a sunken pipeline and the other is coupled to the 


cleaner exit of the producer unit. 


—From the files of Automotive News. 











FOURTH QUARTER 


“CALL A RELENTLESS 


VW AF 


AGAINST SELFISHNESS, 
DISCOURTESY 
AND STUPIDITY.... 
IN SENSELESS AND 
DESTRUCTIVE SPEEDS” 


AND THAT 
MEANS YQU 
AND YoU AND 
ME—ALL OF US 





‘Only Half the Story... / 


This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. 
| letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, 


No attention is given to unsigned 


Mich. 





genuine parts. Local space ads, 


Classified ads. 

Factory newspapers and monthly 
window display service that usually 
goes out with the junk. Last, but 
not least, contests that the dealer 
has to pay for and the winner is 
the one who can keep the crooked- 
est set of books and still keep his 
financial statement to the company 
straight enough to pass. 

These items, as outlined above, 
will run a 100-car dealer about $30 
per car. This cost should be held 
to around $10 per car now as the 
profit per unit is dropping by leaps 
and bounds.—Texas DEALER. 

* * = 


No Account 


We are interested in locating a 
worthless check operator and we 
hope this letter will serve as a 
warning to other car dealers. On 
Tuesday, July 14, a party using the 
name of Robert Warren bought a 
1949 Ford V-8 Deluxe, tudor, black 
car. This car had an English kilo- 
meter speedometer which regis- 
tered 160 miles an hour. 


Robert Warren appeared as an 
ordinary used-car buyer; checking 
the car, he bought very carefully 
and took a test drive. He gave $100 
cash deposit, stating he would 
bring in the remainder of the 
money in the afternoon as his wife 
handled the account. He picked up 
the car at 4:30 p.m. and gave us a 
check drawn on a local bank 
signed by his wife, Wanda Warren. 

Upon leaving, he said he would be 
in again to have a radio installed 
in his car. The motor number of 
the 1949 Ford is 98BA727499. There 
were dealer’s plates on the car: 
327M4, Indiana. 

We will appreciate any informa- 
tion on this person.—Boyp LeMLey, 
(Ford-Mercury), Highway 831, 
North, Franklin, Ind. 
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thats why it pays 
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Are C seiniliinans on Way to Guaranteed Wage? . 


Mechanics to Get Layoff Pay 


By Bob Lienert 
Staff Writer 
NEW labor contract, which may 
well chart a course toward the 


unions’ announced goal of a guar- 
anteed wage, was disclosed last 
week. 


Auto mechanics belonging to the 
AFL Machinists Lodge 1120 at Fort 
William and Port Arthur, Ont., won 
layoff pay in a new contract with 
the Thunder Bay Automobile Deal- 
ers Assn. The mechanics also got 
a 15-cent hourly raise in pay. 

The union and the dealers 
agreed to a lay off procedure, 
which guarantees 38 hours’ pay a 
week to every mechanic no mat- 
ter how many hours he has actu- 
ally worked during the week of 
the layoff. 

This, to all practical purposes, 
amounts to guaranteeing an annual 
income for mechanics covered in 
the contract. 

The hourly rate is $1.65, with 
time and a half over 44 hours. 

M. E. Daniel, Lodge 1120 presi- 
dent, admits that the agreement 
is “one of the best in Canada.” 

bk * * 

THER sections of the new con- 

tract provide for eight paid 
holidays annually, two weeks’ vaca- 
tion after one year and a week’s 
vacation after four months, a bonus 
of 25 cents an hour on out-of-town 
work and traveling time up to 
eight hours a day, 50-50 split by 
employes and management on the 


Davis to Direct 
3 Ford Units as 


Group Executive 


DEARBORN.—Appointment of J. 
R. Davis as vice-president of group 
activities in charge of several di- 
visions of Ford 
Motor Co. was 
announced last 
week by Henry 
Ford II, president. 

In his new as- 
signment, Davis 
will supervise the 
international di- 
vision, tractor di- 
vision and special 
products division. 

A member of 

J. R. Davis the board of di- 
rectors and the executive and ad- 
ministrative committees, Davis had 
been chairman of product plan- 
ning. Last year he headed the 50th 
anniversary committee. He joined 
Ford in 1919 and has served in 
virtually all positions of the sales 
department. 

At the same time, it was an- 
nounced that Gerald J. Lynch, di- 
rector of the Ford Washington 
office, has been named executive as- 
sistant to Davis. Lynch will con- 
tinue to supervise the Washington 
office. 

Lynch joined the firm in 1946 as 
director of the contract adminis- 
tration department. From 1947 to 
1950, he was executive assistant to 
the firm’s controller. After a year 
as assistant director of defense 
products, he was appointed to the 
Washington post in 1951. 








cost of overalls, and a dues check- 
off. 

“We won everything we asked 
for,” Daniel said. 

Fort William and Port Arthur 
lie in a relatively wild area on 
the northwest shore of Lake Su- 
perior, about 50 miles above the 
Minnesota border. 

Whether a trend in garage con- 
tracts has been started in the north 
remains to be seen. And unions 
have given no indication as to 
whether success in attaining lay- 
off pay in Canada will encourage 
them to seek the same provision in 
bargaining with dealerships or 
other industries in the U. S. 

While layoffs of mechanics are 
rare in dealerships, such a provi- 
sion in labor contracts with factory 
workers would revolutionize the 
auto industry’s pay policies. 

7” + + 


N THE other side of the labor 

picture, an attempt by the 
UAW-CIO at citywide organization 
and bargaining with dealership 
mechanics has fizzled at Minot, 
N. D. 

Picking Minot as a target for 
an example in broad-basis bar- 
gaining, the UAW won represen- 
tative rights at 11 dealerships and 
garages, then called a strike 
May 4. 

Sought by the union were better 
working conditions and a 60-40 split 
of the shop take. 

According to the Automobile 
Dealers Assn. of North Dakota, 
none of the dealerships involved 
were completely closed down at any 
time, but service problems were 
serious. As the strike wore on, bit- 
terness grew on both sides. 

of ad * 


EALERS hired outside, unor- 

ganized mechanics to handle 
their shop business. The UAW filed 
unfair-labor charges against some 
of the dealers. Then, late in May, 
the local newspaper in Minot car- 
ried a news story which quoted the 
dealers as saying the strike was 
illegal. The UAW promptly slapped 
a $150,000 suit on the dealers, charg- 
ing they had caused publication of 
untrue facts. 

In all negotiations, the dealers 
countered union demands with a 
flat “no,” and the union refused 
to altar any of its original pro- 
posals. Federal mediators as- 
signed to the case were unable 
to make progress. 

As the dispute stretched into 
June and July, some of the 100-odd 
striking mechanics began trickling 
back to work. The strike lost mo- 


Mich. Boosters Set 
Outing for Aug. 17 


DETROIT.—Michigan jobbers 
and Automotive Boosters will hold 
their B-19 annual outing Aug. 17 at 
the Hawthorne Valley Country 
Club. 

Outing Chairman Dick McCon- 
nell, of Federal-Mogul Corp., has 
set up a program that includes 
golf, horseshoes; softball, cards and 
other games. Prizes will be offered, 
and a_ steak dinner has. been 
arranged. 


Traffic Signs Also Follow Plastic Trend— 


General Tire & Rubber Co. is now producing plastic traffic signs of glass rein- 
which are designed for great reflectability. Their advantages are 
said to be greater toughness and flexibility as well as easier maintenance. They 
are being produced at the company's Marion (ind.) plant, the former Crosley assembly 


forced ‘Sy-loy,” 


facility. 


1953 





mentum, and the dealerships gained 
it. By last week, the association 
was able to report that service op- 
erations in Minot were “normal.” 

While shop work has been re- 
sumed, the situation remains tense. 
Some of the mechanics have lost 
their old jobs to outsiders who were 
hired during the strike. And legal 
action is pending on the unfair- 
labor charges and damage suit. 

* + o 


-s A Detroit labor dispute, George 
Romney, Nash-Kelvinator execu- 
tive vice-president, made a unique 
approach to the problem of defining 
the issues. Romney offered to de- 
bate the strike with Matthew Smith, 
secretary of the independent Mech- 
anics Educational Society of Amer- 
ica, which closed Nash-Kelvinator’s 
Detroit plant July 27. 

Smith said he would accept 
the challenge to a public debate 
if Nash directors would attend. 

“I would have to talk in front of 
my bosses,” Smith said, “so I think 
Romney should talk in front of 
his.” 

Smith said the strike was called 

(See LABOR, Page 43, Col. 3) 


Packard Winds Up 
Invitation Month 
With 28 Winners 


DETROIT.—Twenty-eight persons 
in Various parts of the U. S. last 
week were declared winners of new 
cars in the Invitation Month com- 
petition sponsored by Packard and 
its dealers. 

The top prizes went to Indianapo- 
lis, where each of the winners will 
receive a Caribbean, the Packard 
custom sports convertible. 

Winning salesman was Edward 
E. Stevens, of Packard Indianapolis 
Co., Inc., who has been with the 
firm for 29 years. Stevens won the 
top prize, because it was his dem- 
onstration that led Ernest Fr. Sims, 
a 26-year-old life insurance sales- 
man, to write the prize-winning 
essay about the car’s features that 
appealed to him most. Sims also 
won a Caribbean. 

More than 250,000 visitors visited 
dealer showrooms across the nation, 
and more than 125,000 entries were 
submitted. 

Other prize-winning salesmen 
were Owen Loftis, of McNey-Kel- 
baugh, Inc., Washington, who re- 
ceived a Clipper, and John Holtorp, 
of Packard West Philadelphia Co., 
Philadelphia, a Packard. 

Dealerships through which the 
winners entered the competition 
were: Packard Miami Co.; Tupelo 
Packard Co., Tupelo, Miss.; Rogers 
Motors Co., Parkersburg, W. Va.; 
Packard Motor Car Co., New York; 
Packard-LaBrea, Los Angeles; 
Packard Norfolk, Inc., Norfolk, Va.; 

Packard Louisville Motor Co.; 
Badger Packard, Madison, Wis.; 
Loop Motor, Minneapolis; Packard- 
Joliet, Inc., Joliet, Ill.; Byard Law- 
rence Motor Co., Montgomery, Ala.; 
Grand Avenue Motors, Springfield, 
Ill.; McCoy Sales & Service, Inc., 
Norwalk, O.; Lane-Sigrist Co. Pack- 
ard, Lincoln Park, N. J. 

Archer-Deyo Motor Co., Mercedes, 
Tex.; Packard Rochester, Inc., Ro- 
chester, N. Y.; State Motors, Inc., 
Salem, Ore.; Packard Lackawanna 
Automobile Co., Kingston, Pa.; Roy 
Prince Motor Co., Manchester, 
N. H.; Zell Packard, Baltimore, and 
Albert J. Meek, Inc., Fort Worth. 





Bendix Power Steering 


Factory-Installed Only 


SOUTH BEND.—The Bendix 
products division of Bendix Avi- 
ation Corp. will not produce a kit 
for field installation of its power 
steering mechanism, according to 
Allan C. Chambers, director of 
automotive sales. 

The sale of Bendix steering will 
be confined to those cars for 
which the product has been engi- 
neered. 

A Cleveland firm has brought 
out a kit which does permit in- 
stallation of Bendix power brakes 
on any car in the field. This 
package deal applies only to 
power brakes, and not to power 
steering, says Chambers. 











Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


July 29 
(Clean cars bringing good prices. 
Sold 114 cars out of 142 offerings.) 
BUICK—’52 Special 4-dr., $1,425. '50 
Special 2- dr., 765. '48 Super 4-dr., 
$500, $485. '47 Special 2-dr., $350. 
CADILLAC "52 (62) 4-dr., $3,205*. 
’51 (61) 4-dr., $2,180* 
CHEVROLET—’53 (210) 4-dr., 
’52 SL Deluxe 2-dr., $1,265. '51 SL 
Deluxe 4-dr., $1,000; 2-dr., $1,025; 
conv., $1,150*. '50 SL Deluxe 2-dr., 
$810*. °49 SL Deluxe 2-dr., $700, 
$600. 
DeSOTO—'47 Deluxe 4-dr., 
$215. °46 Deluxe 4-dr., 


DODGE — '52 Coronet 
Wayfarer 2-dr., $910. 
025; Coronet 4-dr., 
$900. '50 Coronet 4-dr., 

FORD—’53 Custom (6) 2-dr., 
575. °52 Main (6) 2-dr., $1,150, $955; 
Custom (8) 4-dr., $1,475; 2-dr., $1,- 
475. '51 Custom (8) 2-dr., $970*; 
conv., 2 at $1,170*; 4-dr., $1,060*. 
’50 Custom (8) 2-dr., $635; Custom 
(6) 2-dr., $650, $660, $685. '49 Cus- 
tom (8) 2-dr., $575, $440, $610, $520; 
4-dr., $480, $525. °47 SD (8) 4-dr., 
$285. °46 SD (8) 2-dr., $175. 

HUDSON—'49 PM 2-dr., $500. 

KAISER — ’51 4-dr., $830. '48 4-dr., 
$175. 

LINCOLN—’'49 4-dr., 

MERCURY — ’51 4-dr., $1,035*; club 
coupe, $1,200*. '49 2-dr., $595; conv., 
$800. '47 club coupe, $410. 

NASH—’52 Rambler station wagon, $1,- 
050. '51 Statesman 4-dr., $710. °49 
2-dr., $385. 

OLDSMOBILE — '50 (76) club coupe, 
$1,070*. °49 (76) club coupe, $665*. 
"48 (66) 4-dr., $350. 

PACKARD — '49 4-dr., 
$450. 

PLYMOUTH— 52 Cambridge club coupe, 
$1,070. °51 Cambridge 4-dr., $845. '50 
SD 4-dr., $805. ‘49 SD club coupe, 
$710. 

PONTIAC—’51 Catalina, $1,350*. °50 
SL (8) 2-dr., $1,020. '49 conv., $800*. 
'48 Chieftain (8) 4-dr., $450. 

STUDEBAKER — ’52 Champion 4-dr., 
$1,000*, ’51 Champion club coupe, 
$690; Commander (8) 4-dr., 2 at 
$790, $800. '50 Champion 2-dr., $585. 

$1,450*. 


$1,750. 


$320, $300, 
$130. 


4-dr., $1,270; 
"51 conv., $1,- 
$975, $1,055°, 
$700*, 

2 at $1,- 


$580. 


$420; conv., 


WILLYS—’53 4-dr., 


July 22 

(Prices rising again. 

good. Sold 101 cars out of 
offerings.) 

BUICK—’51 RM 4-dr., $1,450*, $1,385°. 
50 Super 2-dr., $1,025*; 4-dr., $1,- 
040°. °47 RM 2-dr., $450. '42 RM 
Tepas. sedan, $195. 

CADILLAO—’47 (62) 4-dr., $715°. 

CHEVROLET—’51 Bel Air, $1,250*; SL 
Deluxe club coupe, $1,085, °50 conv., 
$1,080; SL Deluxe 2-dr., $730*; 4-dr., 
$900. '49 SL Deluxe 2-dr., $675, $720, 
$670, $730. '48 FL aerosedan, $375. 

DeSOTO — '50 conv., $975. °49 Custom 
4-dr., 2 at $660, 2 at $725. '48 Cus- 
tom 4-dr., $420. 

DODGE — '52 Coronet club coupe, $1,- 
270*. °51 Coronet club coupe, $1,000; 

-dr., $1,050, $930. '50 Coronet 4-dr., 
$850, $845. 

FORD — ’52 Custom (6) 2-dr., $1,175, 
$1,100; Custom (8) 4-dr., $1,415*. °51 
Custom (8) 2-dr., $1,060%, $1,075*; 
conv., $1,250%; Custom (6) 2-dr., 
$830. '50 Custom (8) sedan, $925, 
$890, $820. °49 Custom (8) 2-dr., 
$600, $375. '48 SD (6) 4-dr., $275. 
'47 SD (8) 4-dr., $360, $200. 

HUDSON — '51 Commodore (8) 4-dr., 
$700. ‘49 Super (6) 4-dr., $470. 

KAISER — '51 4-dr., $790, $725. 
4-dr., $505. 

MEROURY —'51 4-dr., $1,300°. 
2-dr., $875*, $885. '47 4-dr., $350. 
NASH—’52 Rambler station wagon, $1,- 
175. ’51 Rambler station wagon, $700. 

"48 Ambassador sedan, $345. 

OLDSMOBILE — '53 Super (88) 4-dr., 
$2,725*°. °49 (98) 4-dr., $775*. °48 
(98) 2-dr., $480°; (78) 4-dr., $205; 
(76) sedan, $380*%, $405*; (68) club 
coupe, $450°*. 

PACKARD—’51 (200 4-dr., $1,305*. °49 
2-dr., $560. 

PLYMOUTH—’52 Belvedere, $1,415. '51 
Cambridge club coupe, $1,020, $990. 
’49 SD 4-dr., $500. '47 Deluxe 2-dr., 
$220. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
615*. °51 Catalina, $1,410; Chieftain 
(8) 4-dr., $1,340. 50 SL (8) sedan, 
$955*. '48 Chieftain (8) sedan, $340, 


$425. 

STUDEBAKER — ’52 Champion 4-dr., 
$1,000, ’51 Champion sedan, $820. ’50 
Commander (8) 4-dr., $810; Cham- 
pion 4-dr., $680, $530, $540. 


Sale very 
132 


"49 
50 


“Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 35-36-37 





WYANDOTTE, Mich. —A visitor 
to McCord Corp.’s gasket division 
plant in this suburb of Detroit soon 
learns that the auto industry places 
great emphasis on the manufacture 
of gaskets, especially when they are 
to be used in high-compression en- 
gines. 

“A gasket,” says William Im- 
hoff, McCord vice-president, “used 
to be something everybody took 
for granted. But that attitude be- 
came history with the advent of 
today’s high-compression engines.” 

A gasket, it seems, can mean the 
difference between owner satisfac- 
tion and disgust. The gasket must 
be able to withstand terrific heat 
pressure and the chemical beating 
it is likely to get from some anti- 
freezes. 

McCord people admit that much 
remains to be done as regards man- 
ufacture of the ideal gasket for a 
high-compression engine. 

“Gaskets used to be tailored to 
engines,” says Imhoff. “Today, when 





Surprise! A Prize!— 


Ernest F. Sims (left), an Indianapolis life 
insurance salesman, and Edward Stevens, 
salesman for Packard Indianapolis Co., 
Inc., are reading a telegram from James 
J. Nance, president of Packard, inform- 
ing them that they have been chosen as 
top winners in the company’s Invitation 
Month competition. Each will receive a 
Packard Caribbean. Stevens’ demonstration 
led to Sims’ prize-winning essay. Twenty- 
six other persons in the nation won 
Packards or Clippers. 


Gasket Importance Grows 


High-Compression Engines Now Are Tailored 
To Once-Lowly Item, Maker Says 








high compression is involved, the 
engine is tailored to the gasket.” 

McCord people concede that it 
is not unusual today for a dealer 
to have to replace gaskets three 
and four times during a new car’s 
warranty period. 

However, McCord is proud that 
it has solved enough of the prob- 
lems involved so that only McCord 
gaskets to date have won the ap- 
proval of those makers who install 
high-compression power plants in 
their cars, it is claimed. 

The McCord plant in Wyandotte 
devotes 147,000 square feet of man- 
ufacturing space almost exclusively 
to the making of all types of 
gaskets. 

As far as materials are concerned, 
the work process achieves the same 
success as the housewife who 
stretches a roast out over several 
meals. Nothing is wasted. 

Larger gaskets are cut or slit 
from various size stocks of mate- 
rials. What’s left provides the 
material for smalled gaskets. Any 
material left after that is used 
for making washers. 

Today’s high-compression engines 
are using all-steel embossed gas- 
kets, and making them often re- 
quires as many as 40 different 
operations. 

They must be blanked, flanged 
and assembled, and certain types of 
gaskets require annealing and de- 
greasing. 

Near the end of the manufactur- 
ing process, the gaskets load auto- 
matically into a machine that car- 
ries them elevator-fashion down 
into a liquid coating solution, and 
then brings them back up into and 
through a drying oven. 

This coating—after the gasket 
has been installed in a motor— 


| is melted by the engine’s heat. 


Thereupon, it spreads, acting as a 
sealer and rust-preventative. 
McCord has a special department 
at its plant in Wyandotte in which 
gaskets are turned out by handi- 
craft for auto makers who have 
new engines under development. 
Last week, McCord’s handicra/t 
department was busy on gasket 
projects for at least three of the i - 
dustry’s major auto manufacturer .. 
—BernieE THOMAS 
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Whats the dream car of the future 


(And who'll build the tires for it?) 


Everybody knows you have to be on your toes to meet 
today’s tough competition in the automotive industry. 


In the tire business, for example, we not only have to 
stay ahead of other tire manufacturers—we have to antici- 
pate tomorrow’s needs in automobile design as well. 


Think of the dreams that have come rolling off the draw- 
ing boards in just the last few years, bringing you so much 
added safety and comfort! 


Automatic gear shifts . . . air conditioning . . . power 
steering! Higher and higher horsepower! Power brakes that 
can stop today’s heavier cars on a dime! Such advances put 
an extra burden on tires. And who can tell what new de- 
mands will be made on tires tomorrow? 


So, here at Goodyear, we’re justifiably proud of keeping 
ahead in the fast-moving, fast-changing automotive indus- 


De Luxe Steer cushion by 


GoopsyY 





try. In spite of the extra demands made on them, today’s 
De Luxe Super-Cushion tires are giving motorists more 
trouble-free miles than ever before. 


It’s a fact that the cost of driving a thousand miles on 
Goodyears today is less than one-half what it was in 1926! 


Car makers are putting more Goodyear De Luxe Super- 
Cushions on their new cars than any other make of tire. 
Car owners, too, are buying more Super-Cushions than 
any other low-pressure tire! 


Yes, again this year as for the last 38 years—more people 
ride on Goodyear tires than on any other kind. 


Such national preference for Goodyear speaks for 
itself. It assures customer confidence when new cars are 
delivered on De Luxe Super-Cushions by Goodyear. Good- 
year, Akron 16, Ohio. 





Super-Cus..or, T. M.— 
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urtice Heads Traffic Campaign .. . 





Ike Calls Businesses 
Into Safety Drive 


(Continued from Page 2) 
| Harvester; Eugene Holman, presi- | 


officials present were Albert Brad- 
ley, executive vice-president of 
GM; Henry Ford II, president of 


Ford Motor Co.; L, L. (Tex) Col- 
bert, president of Chrysler Corp.; 
Walter Carey, president of the | 
American Trucking Assns., and 
Arthur Hill, executive chairman 
of Greyhound. 

Also in the group were John Mc- 
Caffrey, president International 


Dodge V-8 Wins | 


California Race 


GARDENA, Calif.—A 1953 Dodge 
V-8, driven by Dick Meyer, topped 








| dent, Standard Oil of New Jersey; 
| William S, Richardson, executive 
vice-president, B. F. Goodrich Co.; 
T. S. Petersen, president, Standard 
Oil of California; John D. Biggers, 
president, Libby-Owens-Ford Glass 
Co.; C. R. Cox, president, Kenne- 
cott Copper Corp., and Adm, Ben 
Moreell, board chairman, Jones & 
Laughlin Steel Corp. 

Frank White, president, National 
Broadcasting Co. participated as 
did Earl Gammons, vice-president, 
Columbia Broadcasting Co. 

* * + 
os companies were 
represented by S. Bruce Black, 


a field of 36 in a stock-car race at| president, Liberty Mutual; Robert 


Carrell Speedway July 25. 


Dodge entries won first in the| Leroy Lincoln, 


Aetna Casualty Co., and 
board chairman, 


Catlin, 


100-lap event, first and second in| Metropolitan Life. 


a 10-lap heat and first in the trophy 
dash. 


TRUE SUCCESS STORY 


CURIOSITY STUNG A 


The newspaper world was repre- 
sented by John Cowles, president, 





A wayward bee... 500 turkeys...a big city bank. 
Mix them all together, add a pinch of curiosity, 
and you know why Pete couldn't help being 
a successful automobile dealer. 


Reading time: 1 minute, 39 seconds 


P.. has a restless 


curiosity. It led him from the farm 


to the big city and ultimately back to the farm. It carried 
him from honey to turkeys to bank accounts te cars. 


And wherever his 


curiosity took him, Pete’s drive 


and ambition made him successful. His Dodge-Plymouth 
Dealership is one of the most prosperous in his area. 

In 1920, Pete’s sales career was launched by a bump 
of curiosity that was red, angry, and itchy. It was a bee 
sting. On Dad’s farm, Pete, 14, scratched reflectively. 


“IT decided then that all I knew about bees was that 


they stung,” Pete said, 
With characteristic 


“I wanted to know more.” 
energy, Pete developed an apiary. 


| Charles F. McCahill, president, the 








Minneapolis Star and Tribune; | 
Cleveland News; Richard Slocum, 
publisher of the Philadelphia 
Evening Bulletin, and Lyle Wilson, 
vice-president of the United Press. 
Also present were Robert Wood- | 
ruff, executive chairman, Coca- 
Cola Co.; William Grede, presi- 
dent, Grede Foundries, Mil- 
waukee; C. McDowell Davis, | 
president, Atlantic Coast Line 
Railroad, and Lou Holland, past 
president of the American Auto- 


mobile Assn. 

Robert B. Murray, Jr., under-| 
secretary of commerce for trans- | 
portation, and his assistant, Paul F. 
Royster, also participated. 

The Automotive Safety Foun- 
dation was represented by Man- 
aging Director Norman Damon; 
John W. Gibbons, public relations 
chief, and C. Reynolds Weaver. 


plant in Detroit last week in this two-way 





+ * . 
Congress Acts to Save chief opponent of funds necessary 
ICC Truck Authority | for the ICC’s field safety work, 


withdrew his objections and per- 
mitted a revision of the House- 
Senate conferees report recom- 
mending that such funds be used 
for “other work of greater im- 
portance.” 

The Senate refused to go along 


WASHINGTON. — The Interstate 
Commerce Commission may be en- 
abled to continue its regulation of 
interstate trucking, something that 
seemed doubtful a few days ago. 

Rep. John Phillips, California 

Republican, who had been the 











Within a short time, he was bottling honey under his own 
label and selling it door to door. Pete was impressed by 
his success. He turned his attention to larger livestock— 








—turkeys. Again he did 
things in a big way. He 
svon was chaperoning a 
flock of 500 gobblers, 
which he killed, dressed 
and delivered to a hungry 
clientele. 

“T had discovered,” he 
said, “‘a sales secret which 
still is paying off. You've 
got to believe in what you 
are selling. You can’t 
be negative, because it 
reaches the customer. 
Transmit enthusiasm. and 
remember a good deal 


isn’t a good deal unless it’s good for both parties.” 

But all wasn’t honey and white meat for Pete. 

“T wanted to know how people other than farmers lived,” 
he declared. “I could hardly wait to tackle the big city.” 


As soon as he was graduated from high school, he 
headed for a big city bank. He attended night school to 
learn more about banking. Soon he was soliciting savings 
and commercial accounts and working as a teller. 


“Tt gave me a chance,” he reported. “to meet people 


and to know I could be 


friendly with them.” One customer 


was so impressed with the friendliness which Pete radiated 
through the teller’s window, she married him. 


But Pete’s curiosity 


began to itch again. 


“Ever since I had bought a Chrysler 72 Roadster with 
my farm money,” he pointed out, “I had concluded that 
the automobile was the core of our economy. I decided 
to give my theory a whirl.” 

He approached a dealer suffering from financial mal- 
nutrition during the early depression days. In exchange 
for a partnership, 25-year-old Pete offered his sales ability 
and banking experience. The offer was accepted. 


Two years later, Pete became a Dodge-Plymouth Dealer, 
opening his showroom on Jan. 1, 1933, a gloomy depression 


CHRYSLER CORPORATION 


holiday. If he was aware of the dark predictions made 
for new businesses that year, he didn’t show it. He sold 
202 cars in nine months in a town of 6500. His organiza- 
tion—now numbering 40 persons—has prospered since. 





“To start big.” Pete recalled, “I advertised as much as 
possible and set up a plan of personal contact and tele- 
phone calls which still is part of our daily routine.” 


Pete’s hobby is a beautiful 1100-acre farm. The curi- 
osity which led him off the farm led him back again. 


“I love and respect the soil,” he explained. “You never 
really own the soil—you’re just the custodian of it. I 
wanted to see what I could do about conservation for the 
sake of future generations.” 


Future generations never had such an energetic friend. 
Write for our free booklet of true stories 


about enterprising men. Chrysler Corporation, 
Highland Park 3, Michigan. 
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DEALERS in Chrysler Corporation 
products are selected for their 
integrity and merchandising skill 
...to serve expertly the ever- 
growing preference for the superior 
cars and trucks that are products 
of Chrysler Engineering 
Leadership. 














PLYMOUTH « DODGE « DE SOTO « CHRYSLER & IMPERIAL CARS ¢ DODGE “JOB-RATED" TRUCKS 


FINE CARS OF GREAT VALUE 


| Two-Way Car on One-Way Street to U. S. Bonds— 


Bennie Blaushild, Cleveland, Dodge-Plymouth dealer, arrived at the Dodge main 


car. He was in the Motor City to negotiate 


a boatload of 175 new cars with R. C. Somerville (left), Dodge sales vice-president. 
| The two-way car, painted red, white and blue, is being used in Cleveland to spur the 
| sale of U. S. bonds. It consists of two 1940 Dodge bodies welded together. 


with the report and sent it back to 
the joint conferees. The House con- 
ferees agreed to strike out the di- 
rective in exchange for a provision 
that the Wolf report—a reorgani- 
zation plan for ICC—be put into 
effect. 


Late last week it appeared that 
the Bureau of Motor Carriers 
would be allowed to go ahead with 
its truck regulatory efforts, which 
have the support of most of the 
nation’s big automotive organi- 
zations, 


Ford to Expand 
Its Farm Line 


Under Farrell 


DEARBORN.—Exnpansion of Ford 
Motor Co. into the agricultural field 
with a machinerv line, including 
more than 100 major implements, 
and election of Thomas A. Farrell 
as vice-president and general man- 
ager of the Ford tractor division, 
were announced last week by Hen- 
ty Ford II, president. 


Farrell, formerlv president of 
Dearborn Motors Corp., national 
distributor for Ford tractors. be- 
comes general manager of the ex- 
nanded tractor operation, which 
will function as a separate division 
under J. R. Davis, group executive. 

The implement line, which will 
carry the trade name Dearborn, 
includes ground-breaking im ple- 
ments, vlanters. cultivators, com- 
hines, corn pickers and cotton har- 
vesters. 
| At the same time. it was an- 
}nounced that R. S. McNamara has 
|been avnointed assistant general 
manager of the Ford division, and 
A. R. Miller has been elected com- 
| vanv controller. 

McNamara had previously been 
|controller, while Miller formerly 
| was assistant controller. 


Seattle’s Anderson 
Splits with Buick 


SEATT! E.—M. O. Anderson, who 
had been the Buick distributor here 
for 20 years, has broken with Buick 

Anderson’s distributor selling 
agreement expired July 1 when th- 
division set up northwest zone of- 
fices. The former president of 
NADA was offered a dealer fran- 
chise but refused to sign, leaving 
Seattle without a Buick outlet. 


U. C. Dealer Gets 


‘Year in Tax Case 


SAN FRANCISCO. —A year in 
prison and a fine of $10,000 were 
imposed in Federal Court here last 
week against George C. Molander. 
| 33, president of Molander Motors. 
a used-car firm, on a charge of in- 
come tax evasion. 

Molander had pleaded guiltv to 
one eonnt of an indictment charg- 
ing him with evading pavment of 
$51.860 in taxes in 1946-48. 

He still faces a civil suit by the 
Government to recover more than 
$100.000 in taxes, nenalties and in- 
terest allegedly owed by him. 


Krieger-Daulton Launched 

Krieger Motor Co., of Dayton, hes 
been dissolved and Krieger-Dau'- 
|ton, Inc., has been formed to take 
over its DeSoto-Plymouth franchise. 
Richard F. Daulton is president ard 
G. W. Krieger is vice-president. 
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Teaching the fundamentals of fine car care has been our business for 

over twenty-five years. Today, millions of our well-groomed “grad- 
vates” attribute their beauty and brilliance to regular TWO-WAY 

BLUE CORAL TREATMENTS. Yes, the BLUE CORAL LIQUID and the 
BLUE CORAL PRESERVATIVE SEALER were created to work together and 
by any yard stick there is no finer way to enhance, restore and prolong the 


life of finely-engineered car finishes. 


Teach your customers the enduring value of periodic BLUE CORAL TREAT- 
MENTS. It’s the best way to make any car’s future BRIGHT AND MORE 


BEAUTIFUL! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 
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. WHITE PLAINS, NEW YORK 
COPYRIGHT H. D. T. COMPANY FACTORS, INC. 1953 
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Manhattan Truck Registrations Distort Picture . . . 
A  — ——  ————————————— 


Figures Don’t Lie--Or Do They? 


By Ed Brown 


Staff Correspondent 


NEW YORK.—New York City 


has always been considered a major 
truck market on the basis of regis- 
tration reports from the Motor Ve- 
hicle Bureau and R. L. Polk & Co. 
statistics. 

But dealers here point to errors 
in interpreting the figures, saying 
that enlarged calculations do not 
present a true picture of the mar- 
ket. The raw statistics, they say, 
can be seriously distorted. 

As an example, the 1952 figures 
show 50,566 commercial vehicles 
were registered in Manhattan. These 
figures do not mean that these ve- 
hicles were garaged and maintained 
in Manhattan. On the contrary, 
thousands of truck owners register 
their vehicles in Manhattan when 
they are housed and used elsewhere. 

A check of fleets operating in the 
New York area indicates that prob- 


ably half of the total vehicles regis- 





EATON 


Engine Parts 


|tered in Manhattan are headquar- 
tered elsewhere. 

One oil company, with a big 
fleet, registers all its trucks in 
Manhattan, although they are 
used and headquartered in all 
parts of the state. Yet, because 
of the Manhattan registration 
figures, all these trucks are in- 


White Introduces 


Time Payments 


CLEVELAND. — A budget 
payment plan for the purchase of 
truck replacement engines and re- 
pair service has been announced by 





White Motor Co. 

The plan covers purchases of 
replacement units such as engines, 
axles and transmissions and repair 
service that cost $250 or more. 
Payments for 12 months are 
permitted. 

The plan also includes trading 
in any make of engine on any one 
in the White Mustang line. 





| sift figures to get a true picture. 





cluded in the vehicle count for 
New York City. 

United Parcel Service, which reg- 
isters its 2,000 trucks in Manhattan, 
uses and garages only a small per- 
centage of them there. 

Since each company recognizes 
only one man’s signature as valid 


main offices of most firms are in 
downtown Manhattan, the most ef- 


registrations. 

Until recently, the R. L. Polk 
figures included dealer-to-dealer 
trades, In a typical 1952 month, 
78 of the 1,229 truck registrations 
involved dealer-to-dealer trades. 





Polk statistics now allow for this, | 


but the old figures retain these 
trades as direct registrations, 
which they are not. 

Dealers say anyone interested in 
commercial 
metropolitan area should carefully 


on a registration, and since the} 


ficient method of registering the} 
trucks is used, That accounts for | 


the high number of Manhattan | 
|| Dear Son: 


registrations for the} 


| Kurtis Introduces 


| Tubular Chassis 

LOS ANGELES. — Frank Kurtis, 
designer and builder of racing and 
| sports cars, has introduced a tubu- 
|lar chassis for sports-car and hot- 

rod builders. 

Kurtis said the new chassis, 
|called the 500KK, is adaptable to 
| metal or plastic bodies. It has basic 
{tubular frame rails, an X-channel 





|cross member and torsion susper - 


sion front and rear. Wheelbase s 


| 100 inches and length is 158 inche;,. 


The chassis carries a straight frort 
axle and the rear axle is adaptab!> 
to quick-change gears. Spindle 
hubs, drums, brakes and wheel; 
are standard Ford parts, while th 
custom radiator has outlets mad 
to the customer’s order. The steer 
ing gear is supplied by Gemmer. 

List price of the chassis, FOIE 
Los Angeles, is $1,290. 





Letter to 


MOTOR CARS, like all 
other merchandise, have an 
intrinsic value. The manu- 

facturer bases 


= - his price on cost, 
series Plus profit. Com- 


petition keeps 
profit low. Autos are sold 
through a dealer who is al- 
lowed a discount. The 








PML TLL 
trade-in 


AXLE DIVISION 





ANUFACTURING 
CLEVELAND, 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Rotor Pumps + Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 


Springtites « Spring Washers *Cold Drawn Steel *Stampings * Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 





Salesmen 


By John O. Munn 


amount of this discount } 
has not been changed for 
years, which is proof of the 
fact that it is needed for 
operation and modest 
profit. 

If a car is competitively 
priced and possessed of 
merit, its intrinsic value is 
recognized, and people ac- 
cept both the car and the 
price. When a dealer de- 
mands a full retail price, 
he evidences to the public 
that he believes the car is 
worth the money. 

If he is willing to sell it be- 
low the factory suggested 
price, he admits that he him- 
self, is not sold on the car he 
handles and feels that he must 
make a price concession before 
the public will accept it. 

This type of competition 
should not prove serious, if 
one stops to analyze it. If a 
car is not worth its local 
delivery price, certainly a 
buyer does not want it. If 
the dealer, himself, does 
not feel the car is worth 
the delivery price and is 
willing to cut it, he openly 
admits two things, both of 
vital interest to the buyer. 

* * * 

EITHER THE ear is 
overpriced or the dealer 
does not intend to stand 
back of it. In either case 
the buyer surely does not 
want it. 

It is an established fact 
that automobiles are satis- 
factory in accordance with 
the responsibility of the 
local dealer who sells them. 
To insure satisfaction in 
the use of a car, dealers 
have invested much more 
money than have the facto- 
ries in building cars. No 
matter how wonderfully 
designed and built an auto- 
mobile is, it is still a piece 
of machinery and as such 
it needs attention. It will 
cost any owner many times 
the amount he saves on a 
used-car allowance, when 
the car he purchased is 
orphaned by the inat- 
tention of a price-cutting 
dealer. 

Price-cutting is not new. It 
existed in the first markets in 
Egypt. Price-cutting on a spe- 
cialty like an automobile is 
ruinous not only to the dealer, 

but seldom is the purchase 


from such operators satisfac- 
tory to the buyer. 


Over - allowance is just 
another form of price cut- 
ting. If the new-car buyer 
wants satisfaction in the 
use of a car, it does make a 
difference where he buys. 

Unless you, as a sales- 
man, acquaint the buyer 
with these facts, it will 
prove costly to both you 
and the buyer. 


Cordially yours, 


Dad 
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A Fine Car and a Fine Dealer Organization 


prove that 


‘Teamwork 
Builds Success! 





Success in the automotive industry is related directly to 
teamwork between factory and dealer. The best car in the 
world is doomed to limited success without it. However, 
when close and willing cooperation exists between factory 
and dealers, and the product is good, success is practically 
assured. This is precisely the case at Pontiac. 


We at Pontiac do our bit by building the kind of car the 
public wants. Pontiac is a big, roomy, luxuriously beautiful 
car. It is built for the discriminating owner who demands 
the very best yet who prefers to limit his investment. As 


such, Pontiac serves the needs of a very large number of 
car owners and serves that need dependably and faithfully. 


Pontiac dealers serve the public equally as well. They have 
shared in Pontiac’s great success and have contributed to 
it by fair dealing in their own communities. They main- 
tain complete, modern facilities to serve their customers. 


Yes, there’s teamwork between Pontiac and its dealers. 
And it has proved outstandingly successful because it is 
reflected in public confidence—confidence in an excellent 
product and in the man who sells that product! 


Dollar for Dollar you can’t beat a 


Pontiac 


A GENERAL 


MOTORS 





MASTERPIECE 
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AUTOMOTIVE WASHINGTON 
Hoovers New Agency 


To Promote Efficiency 


By William Ullman 


Washington Correspondent 
N A FEW weeks the newly framed commission on Federal 
organization will be ready to go to work. Headed by 
former President Herbert Hoover, the new group will take 
up where the former Hoover Commission left off. 

Titled the Commission on Organization of the Executive 
Branch of the Government, ®*,;.. and functions of a_ similar 
its job will be to promote | nature. 
economy, efficiency and im-| 4. Abolishing services, activities 
proved service in the transaction |and functions not necessary to the 
of public business through: | efficient conduct of government 

1. Recommending methods and| 5. Eliminating nonessential serv- 
procedures for reducing expendi- | ices, functions and activities which 


tures to the lowest amount con- compete with private enterprise. 
sistent with efficiency 6. Defining the responsibilities of 


; officials. 
2. Eliminating duplication and 


: , . ol 7. Relocating agencies now re- 
overlapping of services, activities | sponsible directly to the President. 
and functions. 


The new commission will have 
3. Consolidating services, activi- 


|greater authority than any of its 


PHILADELPHIA CITY ZONE 


PHILADELPHIA 8-COUNTY 
METROPOLITAN AREA 


14-COUNTY 
TRADING AREA 


PHILADELPHIA 
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predecessors. It was cleared for 


action when President Eisenhower 
signed _ Public 
Law 108. Co- 
authors were Sen. 
Homer Ferguson, 
Michigan 
publican, andRep 
Clarence 3rown, 
Ohio Republican. 
Exploratory talks 
have been held. 
Now the largest 
streamlining task 
in history is 
about to begin. 


+ * € 
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William Ullman 


Truce to Bring Changes 

ET’S don’t forget that the Ko- 
4rean truce is bound to bring 
many changes. The national de- 


fense program itself won’t change. | 


It will go right on, but there’ll be 
less destruction of tanks, planes 
and other items. There will, of 
course, be fewer casualties and the 
draft quotas will be lower. And 
boys and girls of high school and 
college age will be able to plan 
with considerable less uncertainty 
for education, marriage and jobs. 
These latter are closer to the 
heart of the average citizen than 
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the economic problems that may 
lie ahead. 


* * > 


The Matter of Men 

PRESIDENT Eisenhower's recent 

designation of a new com- 
mission to study the prospect for 
Universal Military Training is ex- 
pected, according to Government 
observers, to bring public attention 
back to several increasingly serious 
problems of military manpower. 

It has been pointed out that 
while the civilian chiefs in the 
Pentagon are notably expert in 
production matters and related 
administrative affairs, they ap- 
parently have not yet had time to 
inform themselves solidly on 
personal requirements of the 
armed services. 

Thus, it has been reported, recent 
days have developed a surprising 
difference of views 
|fense Secretary C. E. Wilson and 
other authorities on the coming 
| draft requirements in the event of 
|a workable truce in Korea. 
| Wilson is relying in considerable 
degree on his manpower chief, Dr. 
John A, Hannah. Meanwhile, Wil- 
son has given assurances that his 
economies will be effected without 





PHILADELPHIA 


“Delaware Valley,’ ‘The Workshop of 
the World,” “The New Eastern Industrial 


Metropolis”... no matter what 
one fact is always the same: 


you call it, 


In the Greater Philadelphia Market 
The Evening Bulletin is the daily 
newspaper with the largest circulation 


In Philadelphia nearly everybody reads The Bulletin 


THE EVENING BULLETIN 
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Company in Detroit «+ 
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Advertising.Offices: Philadeiphia, Filbert & Juniper Sts.; New York, 285 Madison Ave.; 
520 North Michigan 


Ferguson Walker 


between De-} 












wolas 


X 
R 





“Lord Harold works on foreign 
makes.” 





a decrease in combat units’ effici 
ency. 
| * * * 


| Metals Allotted 


TEEL, copper and aluminum al- 
lotments for direct defense 
| programs during the fourth quarter 
|of 1953 were announced last week 
|by the Office of Defense Mobili- 
| zation. 

| The allotments, second under the 
| Defense Materials System, will 
|meet the Department of Defense 
and Atomic Energy Commission 
needs in full, it was said. 

Under DMS, allotments of con- 
trolled materials—steel, copper and 
aluminum—are limited to defense 
activities, ODM explained, and no 
Government control is exercised on 
civilian uses of the three metals 

” ” * 


By Any Name... 


JHAT has been known for many 
years as the Bureau of In- 
ternal Revenue henceforth is to be 
called the Internal Revenue Service, 
according to a formal order issued 
last week by Secretary of the 
Treasury George Humphrey. 
Humphrey said he was not chang- 
ing a name, but rather bestowing 
one, for the bureau actually never 
had a real name. Its monicker- 
Bureau of Internal Revenue—grew 
from a shortening of the name 
given the office by Congress in 1862, 


when it created an “Office of the 
Commissioner of Internal Reve- 
nue.” 

. * * 


20,000 to Go 


OTH the House and Senate have 

set a 475,000 ceiling on the 
number of classified workers that 
may be employed by the De- 
partment of Defense. 

Defense agencies now have about 
495,000 workers, which means about 
20,000 jobs will have to be elimi- 
nated by next July 1. 

Personnel officials say that regu- 
|lar turnover due to retirements, 
resignations and other reasons, and 
a restriction on filling some of 
these vacancies will enable the de- 
partment to cut down to 475,000 
without having to fire many em- 
ployes, if any. 

* * ” 


Will They Make It? 
wa Congress have adjourned 
as these words are printed? 

Members were hopefu! early last 
week. Night sessions and the possi- 
bility that the postal bill might be 
laid aside until next January would 
do the trick. It is usually pretty hot 
in Washington during August and 
many of the national legislators 
have important things to do back 
home. 

Always, when Congress con- 
venes for another annual session 
each Jan. 3, it is the custom to 
announce a drive for an early ad- 
journment. This usually means by 
the end of July. 

However, only twice since the 
end of World War II has Congress 
come anywhere near this goal. The 
| 81st Congress managed to adjourr 
}only hours before the convening of 
|the 82nd. 


| 


| Buick Payroll Totals 
| 28,404 for Record 


F LIN T. — Buick’s payroll has 
reached a peacetime peak of 23,- 
404 persons, Ivan L. Wiles, gen- 

eral manager, has reported. 

| The figure includes 27,211 em- 
ployed in Flint and approximately 
| 
| 





1,200 at the Buick jet-engine plant 
at Willow Springs, DL 
| Buick’s previous peacetime em- 
ployment peak was 25,693 in Sep- 
| tember, 1950. The wartime 
| employment record was 43,711 in 
| November, 1943. 
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erving the worlds constant demand 
Jor better transportation / 


HERE is ample testimony —on 
roads, on farms, in the air 
bak . and on waterways throughout the world — 
to the excellence that has made Auto-Lite 
en famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 


Stations around the corner from everywhere. 


This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’rRE ALways Ricur Wirn Auto-Lite.” 





BATTERIES * BUMPERS © FUEL PUMPS ® HORNS ® GENERATORS 
LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE * SWITCHES 
STARTING MOTORS © INSTRUMENTS & GAUGES * IGNITION UNITS 
MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 
MOVING MECHANISMS * HUB CAPS * WIRE & CABLE * SPARK PLUGS 
METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 


WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Announcing © the 
great new combination 
in motoring 
and the great new things 


it means... 


Kaiser-Willys...this is the name that proudly marks the 
birth of a great new automotive combination... but more 
important, to you...this is the name that heralds a great 
new automotive program. 


Great new program 

A bold and vigorous new program that will usher in 
dramatic new advances in automotive engineering ...set 
new trends in automotive design... establish new stand- 
ards in automotive value ...a program that will bring us 
years closer to the long-dreamed of “cars of tomorrow!” 

And Kaiser-Willys is already well on the way to accom- 
plishing this program. 

Just as General Motors grew... through the combina- 
tion of several companies... just as Chrysler grew... 
through the acquisition of Dodge ...so will Kaiser-Willys 
grow...through its new combination. 


Great new combination 

A better combination of two automobile manufacturers 
than Kaiser and Willys is hard to imagine. 

The wedding of the styling and engineering genius . 
Kaiser with the ruggedness and aerodynamic design ot 
Willys is destined to produce a brilliant new breed of 
American automobiles. 

They will continue to be built as two separate makes of 
cars...sharing one quality ... automotive leadership. 

They will be cars with sunlight in them and the sweep . 
of the wind. “Show” cars powered and engineered like 
“road” cars. And what you will pay to own them and run 
them will be a pleasure, too. 








Great new values 

For, by combining the research, planning, engineering, 
and manufacturing of two lines of automobiles — under 
one centralized management — Kaiser-Willys confidently 
expects to build their “cars of tomorrow” with greater 
value and economy in them than has ever been built in 
automobiles before. 

New in strength and resources... Kaiser-Willys is old 
and strong in experience—with over 50 years of automo- 
bile building ... over 40 years of industrial engineering 
know-how behind it. 

By itself, Kaiser-Willys now operates 11 domestic 
plants, 14 overseas. Its employees number 24,000. Its 
assets are approximately 200 million dollars. Its name- 
plates are on more than 2 million vehicles on the road. 

And through its new 62 million dollar expansion pro- 
gram, Kaiser-Willys is now an important new member of 
the great family of Kaiser Industries—a vast billion dol- 
lar industrial organization that operates over 100 plants 
across the nation...makes over 200 different products 
that meet an important part of America’s needs, includ- 
ing ... in addition to passenger cars and commercial vehi- 
icles...steel, aluminum, gypsum, metal products and 
cement. 





WILLY 


What this means to you 

It means you will not only be offered cars of superior | 
quality and value...manufactured by a combined com- 
pany with great new resources and a great new program 
... but you will also have one of the largest selection of 
passenger cars, commercial vehicles, and the famed, 
beloved Jeep to choose from — and at one of the widest 
ranges of prices in the entire automobile industry. 

Complete service facilities are naturally broadened on 
the same progressive scale...now available virtually 
everywhere you can travel by automobile. 

Your local dealer will show you why you can look for 
—and get—great new things from the great new combina- 
tion of Kaiser-Willys. 


EDGAR F. KAISER 
President, 

KAISER MOTORS CORPORATION 
WILLYS MOTORS, INC. 
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OPPORTUNITY 
KNOCKING 


In a limited number of markets, 
unusually profitable franchise op- 
portunities will be available to 
the automobile merchant who has 
the financial stature and the per- 
sonal enterprise to play a leader- 
ship part in his community under 
the great new Kaiser-Willys pro- 
gram. For details, about this great 
new Kaiser-Willys franchise for 
two complete lines of fine cars,in a 
range of prices that cover 94% of 


all new car sales, wire, write or call 


Roy Abernethy, 


Vice-President in charge of Sales, 


Kaiser-V illys Division, 
Toledo, Ohio. 
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FOB FACTORY 


Softening Steel Market 
Seen at End of Year 


oT the first time during the postwar period, there is| Sheets are still tight and heavy 


| postwar era. 


| 
| 


almost unanimous opinion in Detroit that most grades| 
of steel will be easy to obtain during the final quarter of this 
year. Steel sources, it is true, have oftened predicted an 
easier market for steel. Up to now their market guesses 


mostly have been wrong. ; 


Now steel buyers for 


several of the auto companies | 
have started to act like they antici- | 
pate an easy market. Instead of 
taking risks on forward commit- 
ments for steel, many buyers are 
cutting their lead time. It is doubt- 
ful if many Detroit commitments 
for steel now extend much past 
October, 
Steel suppliers are naturally 
showing a little anxiety about the 





mitments. Undoubtedly, the fact 
that a particularly critical fourth 
quarter is coming up has some- 
thing to do with the situation. 

Important facts in the situation 
seem to be these: Shutdowns for 
new model changes will be brief if 
the producer can see a market 
ahead. If cars are piling up in the 
field, it can be expected that the 
model change period will be ex- 
tended. 


situation, 
troit is 





complaining that De- 
now unduly cautious 
about making forward steel com- 


Changeover plans are always 
|up with the cleanup problem 
mind. While General 


wip oy e - 


The Thompson-engineered flexibility in the 
new center bearing hanger assembly eliminates 
the. need for precise positioning by shims and 
does away with adjustments with the two sim- 
ple snap rings which retain the bearing. These 
developments mean greater ease of installation 
and service. Complete assembly is available to 
manufacturers of all trucks. . . light, medium 
and heavy duty. 

In addition, the Thompson assembly per- 
mits, for the first time in truck-building his- 
tory, standardization of propeller shaft inven- 


-tories. Fewer lengths can now be stocked and 


used, again making assembly and service 
easier .. . drive more direct. 

Thompson has engineered ideal bearing 
operation into this new assembly with a com- 
bination of shaft seals and slingers. Free- 
swinging arms and rubber bushings eliminate 
cramping of the bearing due to frame twist 
and drive-line movement. And high frequency 
vibration is reduced through the use of four, 
widely-spread rubber bushings which act in 
tandem ... helping insulate the cab from drive 
line and frame noise. 

Investigate this Thompson truck develop- 
ment. Let us show you how it will cut produc- 
tion and distribution costs, improve “in serv- 
ice” operation. Write to Thompson Products, 
Inc., 7881 Conant Avenue, Detroit, Michigan, 
or telephone WA 1-5010. 


set 
in 


Motors and 


toed 


| are predicted by most suppliers. 
| Carbon bars 





with Thompson center bearing hangers 
for ALL trucks 


CTUALLY, the existing steel 
‘4% situation reflects little of the 
|rapidly changing auto market. 





Ford may race through change- 
lovers, it now seems possible that 
other introductions will be _ pro-| 


| longed over a more extended period 
|than has been customary in the 


* * * 


Sheet Supply Tight 


carryovers into the next quarter 
will undoubtedly be 
hard to get during the remainder | § 
of this year, steel firms report. 
The most noticeable break in 
the steel market in months oc- 
curred during July. Although not 
a reflection of domestic con- 
ditions, this changing demand for 
steel has injected a note of | 





| From Champion to Champion— 


Kid Gavilan (center), world's welterweight 
mobile Assn. trophy to Frank Mundy (right), 


champion, presents an American Auto- 
who piloted a 1953 Hudson Hornet to 
victory in a 150-mile stock-car race in Milwaukee. It was Mundy’s fifth triumph of 
caution into the thinking of many | the year in the AAA stock division. At left is his closest rival, Jack McGrath, whose 


Detroit purchasing agents. | Hornet set a world record of 47.9 seconds for one mile in the qualifying trials, but 


| who finished fourth in the race. Jn = Eins eee 


Easing of the alloy steel market 
is directly attributed to the failure 


of the military to pick up all June} 


set-asides. Some experts say about 
30 percent of the alloy steels set 


| 


of Army trucks and 
* * 


* 


| has been the cutback in production | noticeably, steel firms report, but 
tanks. 


the net affect has been to send steel 
salesmen into the field to drum up 
all available alloy business. Several 


| Alloy Bookings Firm 
OOKINGS for alloy steel 
civilian use have not slippe 


aside for defense has not been 
pickd up. Perhaps the largest single 
factor contributing to this situation 


for steel firms frankly admit that even 
a|? steel buyer who has made no 
previous purchases could readily 
get 200 to 300 tons of alloy steel 
for October delivery. 

The big question mark in the 
minds of steel-makers is whether 
today’s production rate of 130,000 
cars per week will continue 
through October. If production 
schedules are cut appreciably, 
steel inventories last longer. Steel 
delivery schedules are set back. 
If the production cuts are sub- 

|stantial and more than one re- 
duction is ordered, a month’s 
supply of steel may become two 
months’ supply. Where large auto 
producers as well as smaller pro- 
ducers order production cuts, the 
cumulative effect can build up with 
| amazing speed. 

| Up to the present time, steel 
|suppliers say that no substantial 
cancellations of steel orders have 
|occurred. They admit, however, 
|that some shipments have been 
held up. 


} * * * 
| 
| Yale Bulletin Describes 


|Narrow-Aisle Truck 
PHILADELPHIA. — The Ware- 
houser electric rider straddle truck, 
| designed for narrow-aisle tiering, is 
described in Bulletin 1535A, 
| published by the Yale materials 
handling division of Yale & Towne 
| Mfg. Co., Roosevelt Blvd., Philadel- 





Thompson 


light-medium hanger 





|phia 15, Pa. 
The four-page folder gives com- 
plete specifications for the two 


standard models, with 2,000 and 3,- 
000 pounds capacity respectively. 

Advantages claimed for the 
| Warehouser are that it is short 
and has a rounded rear end for 
right-angle tiering in five and six- 
foot aisles. 

The truck is said to stack loads 
as high as 133 feet and is made 
for individual pallet sizes in a 
range from 30 feet by 30 feet to 
48 feet by 48 feet. It has three 
speeds forward and three speeds 
|in reverse. 


BALL JOINT SUSPENSION — ‘+ + 


another Thompson Development | Eutectic Sets Seminar 


for automotive improvement. On Bonding vs. Brazing 

FLUSHING, N. Y.—What is be- 
lieved to be the first comparison 
seminar ever held on organic bond- 
|ing versus brazing and welding, 
|will start Oct. 6, it has been an- 
|nounced by Eutectic Welding Al- 
| loys Corp. 

Requests for enrollment blanks 
|may be sent to Eutectic at 172n4 
| St. and Northern Blvd., Flushing 58, 
|N. Y. 


Thompson 
heavy-duty hanger 








* * * 


Industrial Filtration 

SYRACUSE. — An eight - page 
brochure issued by U. S. Hoffman 
| Machinery Corp. describes features 
j}and applications of 10 basic types 
of industrial filtration equipment. 
Bulletin A-943 is available from the 
company’s industrial filtration di- 
| vision, Thompson Rd., Syracuse 6, 
N. ¥ 


Adeeb Promotes Bryan 


Peter Bryan, of Miami, Fla., has 
been promoted to truck manager of 
|Beach Chevrolet by Leo Adeeb, 
president. Bryan, formerly a sales- 
man, is the third Beach Chevrolet 
employe to be promoted since Adeeb 
|bought out his partner, Charles 
| Johnson, in July, 1952. 
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CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Other Plants: 


BATTLE CREEK AND JACKSON, MICHIGAN 
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Time was when an automotive axle was just an 

“axle”... Today it’s different: a Clark driv- 

ing axle is a special unit custom-designed 

to meet the functional needs of an indi- 
vidual machine. 


. - Have you a machine—automotive, 
agricultural or industrial . . . in the 
design stage or to be modernized? 
More than ever before it’s ex- 
ceedingly “good business” to 
“Work with Clark.” 


Turn and see reverse 
side for more about 
CLARK products 












CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 

Other Plants: Battle Creek and 

Jackson, Michigan 


e GEARS and FORGINGS - TRACTOR 
UNITS « FORK TRUCKS and TOWING TRACTORS «+ 
FRONT and REAR AXLES for TRUCKS and BUSSES 









i'wo regional managers have been 
named by Van Norman Co. William 
J. Kennedy was appointed manager 
of the Indianapolis automotive divi- 
sion. He has been with the firm 
since March. 

Peter Jaremko will be head of 
the Washington (D.C.) automotive 
division. He also has been with Van 
Norman since March. 

= * € 
Nash-Kelvinator Names 
Purdy Executive Aide 


Richard T. Purdy has been ap- 
pointed assistant to Howard A. 
Lewis, vice-president in charge of 
financial, export 
and subsidiary 
company activi- 
ties of Nash-Kel- 
vinator Corp. 

Purdy had been 
Government con- 
tact representa- 
tive for Nash- 
Kelvinator in 
Washington since 
joining the com- 
pany late in 1950. 


During the war R. T. Purdy 


= he was assistant to the director of 

















a 


* 


+ 


» city manager 


4 


the Automotive Council for War 
Production, and later manager of 
the motor truck division of the 
Automobile Manufacturers Assn. 
He was a Detroit sales representa- 


“tive of Budd Co. for several years 


before joining Nash-Kelvinator. 
. = «6 


Plymouth Names Eyer, 


Porter to New York Posts 


Appointment of D. J. Eyer jr. as 
in New York for 
Plymouth has been announced by 
William J. Bird, general sales man- 
ager. 

Bird also announced that Ken- 


*neth R. Porter has been named 
‘merchandising manager for the 


New York region. Eyer joined 
Plymouth in 1947, and Porter in 


™ 1948. 
| A 


s 2 * 
MacArthur New Director 


Of Federal-Mogul Corp. 


Samuel E. MacArthur, treas - 
urer and controller of Federal- 
Mogul Corp., has been elected a 
director. He succeeds Stafford C. 
Reynolds, who died Apr. 30. 

MacArthur joined Federal- 
Mogul in 1942 as assistant con- 
troller, and became controller in 
1945 and treasurer in 1952. Prior 
to joining the company, he served 
seven years with U. S. Gypsum 
Co., of Chicago. ‘ 

s 


Eaton Mfg. Appoints Kelly 
To Sales Engineering Post 


G. W. Veale, general manager of 
Eaton Mfg. Co.’s axle division, has 


} announced the appointment of 


4 


~4 ¥ 





William M. Kelly as sales engineer 
under John Bartholomew, assistant 
sales manager. 

Kelly’s office will be at 18001 
James Couzens Highway, Detroit. 
He formerly was with the truck 
engineering department of GMC 


Truck & Coach. 
a a a 


AMA Appoints Arvedson 


Advisory Patent Counsel 


George C, Arvedson, manager 
of the Automobile Manufacturers 








c-119 § 





wallows Trailmobile Photo Va 


Assn. patent department for 33 
years, has been appointed ad- 
visory patent counsel, according 
to William J. Cronin, AMA man- 
aging director. 

William L. Scherer, who joined 
AMA in 1952 after nine years 
with the Goodyear Tire & Rubber 
Company patent department, will 
become manager. The department 
acts as a clearing house for in- 
formation on matters affecting 
automotive patents, copyrights 


and trademarks. 
* * * 


Binkley Appoints Lucas 
Truck Body Representative 


E. J. Lucas jr. has been named 
representative of the commercial 
truck body division of Binkley Mfg. 
Co., Warrenton, Me., in a territory 
consisting of Ohio, Kentucky, Ten- 
nessee, West Virginia and Virginia, 
according to Frank A. Bornmann, 
sales manager. 

Lucas is the son of Luke Lucas, 
formerly of NPA’s trailer branch 
and now vice-president of Kingham 
Trailer Co., Louisville, Ky. 

* * * 


Borg-Warner Names Rose 
To West Coast Position 


Appointment of A. W. Rose as 
Pacific coast representative of 
Borg-Warner Corp., and his res- 
ignation as assistant general 
manager and vice-president of 
that corporation’s Warner gear 
division, have been announced. 

Rose’s headquarters will be in 
Los Angeles. He will serve Borg- 
Warner’s interests in financial 
and manufacturing circles in the 
west. Rose joined Warner gear in 
1931. 


* » * 
Highway Group Appoints 
Two Regional Aides 


E. E. Cox, former manager of the 
Wyoming Motor Club Division of 
the American Automobile Assn., 
has been appointed regional repre- 
sentative of the National Highway 
Users Conference for Washington, 
Oregon, Idaho and Montana. 

G. H. Buenger, regional repre- 
sentative in the northwestern states 
since 1949, has assumed similar 
duties in Texas, Arizona, New 


Mexico and Louisiana, 
~ s ” 


Hetherington to Manage 


Fruehauf Branch in Miss. 


Hugh Hetherington has been ap- 
pointed manager for Fruehauf 
Trailer Co. in Jackson, Miss. 

Hetherington began as a sales- 
man at the Fruehauf branch in 
Louisville in 1950 and has served as 
a salesman in Little Rock, Ark., 
and as sales manager of the Mem- 
phis branch. 

a * s 
Automotive Engineering 


Award Goes to Baster 

F. 8. Baster, engineering vice- 
president of White Motor Co., 
received the Case Institute of 
Technology citation in automo- 
tive engineering from Dr. T. 
Keith Glennan, at the school’s 
75th anniversary celebration. 

The citation was one of a group 
conferred by Case upon alumni 
and others in recognition of out- 
standing achievements. Baster 


— 





oo 


A specially built Trailmobile van, housing an Air Force photo reconnaissance labora- 


and has been prominent in auto- 





AUTOMOTIVE NEWS, AUGUST 3, 1953 






| Wilson Motor Donates Safety Car— 

This 1953 Ford Ranch Wagon was presented to the Columbia (S.C.) police by 
| Wilson Motor Co. for use as a traffic safety car. At far right is Robert F. Pulliam, 
| president of the dealership. 


was graduated from Case in 1918 


motive engineering. He has been | 
at White since 1936. 


Kingsley, Falberg Promoted 


In Bohn Research Division 

Dr. Gerald V, Kingsley has been 
named research supervisor and 
Edward O. Falberg has been ap- | 
pointed production metallurgy su- 
pervisor of Bohn Aluminum & 
Brass Corp.’s_ research division. 
Both will serve as assistants to W. 
E. McCullough, chief metallurgist. 

Dr. Kingsley has been associated 
with Bohn Aluminum for 12 years, 
and Falberg has been with the 
firm for four years. 

7 * + 


Crean to Assist President 


Of Ingersoll Products 
Appointment of R, B. Crean as 
administrative assistant to the 
president of the Ingersoll Prod- 
ucts division of Borg-Warner 
Corp., Chicago, has been an- 


nounced by Robert S. Ingersoll, | 


president. 


Crean resigned as vice-presi- 
dent for the Eddystone division 
of Baldwin Lima-Hamilton Corp. 
to assume the position, Previous- 
ly, he was comptroller of the 
National Electrical Manu- 
facturers Assn. 


Day, Delehaunty Shifted 
In U. S. Rubber Sales 


19 


am | Ford Consumer Research 


' 7 Headed by Sonnecken 
if 


Appointment of Edwin H, Son- 
necken as manager of consumer 
research has been announced by 
Chase Morsey jr., manager of 
product planning and program- 
ming for the Ford division, 

Sonnecken previously was as- 
sociated with B. F. Goodrich Co, in 
Akron, where he served as man- 
ager of marketing research and 
manager of tubeless tire sales. As 
manager of consumer research for 
Ford, he will supervise customer 
surveys and market studies on a 
nationwide basis. 





OVER 2,000 Shops 


ARE INCREASING PAINT SHOP PROFITS 


Edward T. Day has been named| © % hi 


manager of branch sales for the 
mechanical goods division of U. S. 
Rubber Co., it has been announced 
by Warren A. Tipton, assistant 
general sales manager for the di- 
vision. 

Appointed at the same time was 
Matthew J. Delehaunty, who be- 


comes manager of industrial sales. | 


Both men will be headquartered in 
the company’s New York offices. 
Day has been uffiliated with the 
sales department of the mechanical 
goods division since he joined U. S. | 
Rubber in 1934, and Delehaunty, 
former sales manager for the 
Pittsburgh branch of mechanical 
goods, has been with the company 








since 1922, Delehaunty’s successor 


in Pittsburgh will be H, A. Lund-| 


berg. 


Motor Products’ Stewart 


Gets New Engineering Post 

Motor Products Corp., Detroit, 
has announced the appointment 
of Leonard A. Stewart to the 
newly created position of di- 
rector of engineering in the 
automotive division. 

Stewart will head all engineer- 
ing activities, both automotive 
and defense, in the four plants 
that comprise the automotive di- 
vision of the seven-plant corpo- 
ration. He joined Motor Products 





in 1950 to establish a product 
design and development center. 
* * * 


San Francisco Zone 


Reshuffled by Pontiac 


Pontiac’s San Francisco zone has | 
been reorganized to provide five | 
districts instead of four, according | 
to Don R. Stuart, zone manager. | 

Districts and the managers are: 
San Francisco, Howard Williams; 
Santa Rosa, Harry Williams; Sac- 
ramento, Robert Links; Fresno, | 
Harold Marsh, and San Jose, Fred 
Foley. | 


Thurman in Truck Post 
Robert C. Thurman has been ap- 


tory, is shown being loaded on a C-119 cargo plane for a test flight. Rear axle and| pointed district manager in the 
wheels of the trailer have been removed and are shown at left. Part of the trailer | northeastern section of the U. S. by 
body is inside the plane and resting on the floor, which is covered with steel rollers. | Marmon-Herrington Co., Inc., Indi- 
Among those shown are William R. Hummel (second from right), executive engineer|anapolis, manufacturer of All- 
of Trailmobile, and John M. Zepf (right), government contract sales manager. 


Wheel-Drive trucks. 


Phow, ov Wie COLLECT 


FOR A DEMONSTRATION 
IN YOUR SHOP 


More Dry Quick baking equipment is in 
use in auto paint and body shops than all 
other makes combined, and the reason is 
not hard to find. It’s because Dry Quick 
Baking Panels bake both spot and all-over 
jobs faster, producing smoother, wrinkle- 
free finish with less operating cost and 
with no bulbs or sockets to replace. 





















Let us show you with an actual demonstra- 
tion right in your own shop with your own 
personnel how the Dry Quick Infra-red 
equipment will double your volume and 
profits with no increase in shop space 
or overhead. No claims; no prom- 
ises. You see what the Dry Quick 
Baking Panel will do before you 
buy it. Remember—you can do 
it for as little as $100 down. 


UL LTR AY 
TO BURN OUT 


OM ae 162.10 
2044) by: 


Crpnune EiarextOR 
/MFRA-RED BAKING EQUIPMENT 
GREENSBURG 

P a 

ay 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 
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Better Texas Drivers 


Aim of U. C. Dealers 


By Gerhardt Neumann 
Staff Writer 


EMBERS of the Texas Inde- | 
pendent Automobile Dealers 
Assn. are uniting this month in 


sponsoring a 
statewide safety 
campaign. 
According to 
Tom Blundell, 
general manager 
of the used-car 
dealer association, 
the drive was de- 
cided upon to 
further public relations with car 
buyers by giving them a few hints 
on good driving, sharpening their 
observance of highway signs and 
informing them on how to take 
care of their automobiles, 

In order to accomplish these 
aims, the association has pre- 
pared stickers which will be 


> 
OTS 





prominently displayed in all cars 
inspected by member dealers, 
pronouncing the car a safe one. 

The association also will dis- | 
tribute a quarter of a million safety | 
cards giving motorists helpful ad- | 
vice on the rules of the road, of 
the car and on driver behavior. 

A fourth card spells out a 10- 
point code of ethics to which the 
dealers promise to adhere. 

Texas used-car dealers hope that 
through this campaign, in their 
small way, they will be able to 
help cut down on traffic fatalities 
and property damage, which have 


assumed alarming proportions. 
+ + + 


Good Roads Cheaper 


HHOMAS H. MacDonald, former 
U. S. commissioner of public 
roads, once said: “We pay for good 
roads whether we have them or 
not—and we pay less if we _have 
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THE MOST TRUSTWORTHY NAME 


| said, 





them than if we do not.” 
Following this line of thought | 
was the recent testimony by James | 
Cope, vice-president of Chrysler | 
Corp., who appeared for the Auto- 
mobile Manufacturers Assn, before 


|the subcommittee on roads of the 
| House Committee on Public Works. 


Cope stressed that without the 
federal-aid road program, most 
states would lose ground in high- 
way development, and warned 
that a curtailment of federal aid 
would result in a chaos in high- 
way construction. He also urged 
that the federal-aid program 
should not be linked to any 
special federal taxes. 

It is the 
“that all the special federal 


automotive taxes — on motor fuel, 


vehicles, parts, lubricants and tires | 
are unfair taxes because they are | 


levied on a_ selective basis on 
products of high utility and es- 
sential character.” 

He further warned that failure 
to replace outworn roads “costs us 
far more today to tolerate unsafe 


land inadequate highways than it 


would cost to finance a road system 
which would eliminate the eco- 
nomic losses and accident penalities 
resulting from lack of needed road 


industry’s position, he| 





improvement. In other words, the 
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IN LUBRICATING EQUIPMENT 





Another Slap at Women 


E HAVEN'T sold safety to the 
American woman,” 


asserts an 











Discussing Texas Highway Safety Drive— 

The Texas Independent Automobile Dealers Assn. is conducting a safety campaign 
this month. Discussing plans are (from left) Tom Blundell, 
| used-car dealer group; Omar Hermsmeyer, state director; J. B. Patterson, state secre 
tary, and W. B. Park, a director of the National Used-Car Dealers Assn. 


general manager of the 


* * * 


|nation will save money, and save | editorial in Public Safety magazine 
lives, by building better roads.” 
* +. ea 


“Women are amazingly apathetic 
to safety appeals,” the editoria! 
points out. 

“They are more influential, 
smarter and more demanding 
than men, but they haven’t given 
safety a tumble.” 


The writer goes on to say that 
men are not “responsible” for the 
many gadgets in today’s carsy 
“Women’s voices are heard and 
heeded on the designing boards of 
industry,” it is declared, “They 
could change the accident picture 
in six months if they would.” 

® ok x 


Michigan Names Slaughter 


To Turnpike Commission 


William E,. Slaughter jr., presi- 
dent of Aurora Gasoline Co., is one 
of four men appointed by Gov. G. 
Mennen Williams 
to Michigan’s new 
Turnpike Com- 
mission. 

The board will 
direct con- 
struction of toll 
expressways in 
the state and su- 
pervise the multi- 
million _ dollar 
system of super- 
highways linking 
Detroit and Chi- 
cago, and Toledo with Bay City. 

Slaughter has long been active i 
community affairs and has held 
posts in the United Foundation and 
the Detroit chapter of the National 
Conference of Christians and Jews. 
During World War II, he served 
with the War Manpower Com- 
mission, representing the petroleum 
industry. 


Wm, Slaughter jr. 


* * 
Hoban Succeeds Newman 


In Highway Group Post 


Appointment of Joseph A. Hoban, 
vice-president for replacement sales 
of B. F. Goodrich Co., as one of the 
four representa- 
tives of the tire 
manufacturers to 
the Inter-In- 
dustry Highway 
Safety Committee, 
has been an- 
nounced by W. F. 
Hufstader, chair- 
man, 

Hoban replaces 
James J. Newman, 
Goodrich vice- 
president, who 
served as chairman of the national 
committee from December, 1947, to 
April, 1952. 

Other tire manufacturer repre- 
sentatives include L. A. McQueen, 
of General Tire & Rubber Co.; H. 
D. Tompkins, of Firestone Tire & 
Rubber Co., and R. S. Wilson, of 
Goodyear Tire & Rubber Co. 

Representatives of NADA are 
Robert Armacost, president; Walter 
B. Cooper, director; J. Saxton 
Lloyd, immediate past president, 
and Frederick M. Sutter, director. 





Joseph : A. Hoban 


Nordstrom Buys Firm 


Al Nordstrom, of Nordstrom- 
Mack Motor Co. (Ford), Newton 
Kans., has purchased the interes’ 
of his senior partner, H. H. Mack. 
Topeka, Kans. Nordstrom had beer 
resident manager of the firm 
which the men owned jointly fo: 
12 years. For the present, the 
Nordstrom-Mack name will be re- 
tained. 


» 








Get an eyeful of 
these prizes! 


9-Week Air Tour of Europe for Two! | 
10 Nash Ramblers Completely Equipped, any model! 
22 RCA DeLuxe TV-Radio-Phono Consoles! 


44 Prizes, $100 Each! 
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$50,000 WORTH OF PRIZES 
for U.S.I. PERMANENT ANTI-FREEZE 
DEALERS AND THEIR EMPLOYEES 


in U.S.I.’s great $50,000 Prize Contest! 
(Contest not open to the general public!) 












Here’s how you can win: Finish this sentence—following the Contest 
Rules—in 25 words or less: “Mr. Motorist, Get U.S.I. PERMANENT Anti- 
Freeze, and get it early because . . .” You just write what you think are the 
best reasons to give car owners for buying U.S.I. PERMANENT Anti- 
Freeze and for buying it early in Fall. 


Here’s how we help you: All U.S.I. dealers will receive the “U.S.I. 
PERMANENT Anti-Freeze Contest Book”. It gives valuable information, 
including Contest Rules, that can help you win a Contest Prize. If you 
have not received your copy of Contest Book and Contest Entry Blanks, 
ask your jobber for them! 


21 









The strongest selling-story behind any Anti-Freeze! U.S.I. 
PERMANENT is the world’s safest anti-freeze! Contains more ethylene 
glycol; plus Special Inhibitors, a top trade secret exclusive with U.S.I. 


The broadest National Advertising coverage in anti-freeze history! 
Big-space U.S.I. ads run in 17 big-time magazines—the longest list you 
ever laid eyes on! 


The heaviest Local Advertising barrage ever set off by U.S.I.! A 
hard-hitting combination of TV, Billboards and Radio will reach prac- 
tically every motorist in U.S.I. territory! 


Warning against re-use of old Anti-Freeze is featured in U.S.I. 
advertising, quoting U. S. Government scientists. This alone can increase 
your sales 40%, by recapturing the 40% of the market now lost through 
re-use! 


For the big anti-freeze season just 
ahead, now’s the time to order your 


new Inporet .S,], PE 














ogt Yours today 
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pont delay, 
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Intensive 2-month Billboard Campaign aims 
straight at the motorists in your town! 


RMANENT 


world’s safest 
anti-freeze 





U.S.INDUSTRIAL CHEMICALS COMPANY «+ DIVISION OF NATIONAL DISTILLERS PRODUCTS CORPORATION 
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5 Chicago Dealers Win Ford Plaques— 


Five-year plaques for outstanding achievements have been awarded to five Ford 
dealerships in the Chicago district. Presentations were made by J. P. Roberts (left, 
standing), Ford division's midwest regional sales manager, and O. F. Yando, (right, 
standing), Chicago district sales manager. Dealers receiving the awards were (from 
left, seated) L. W. Lockard, Lock's Auto Co., Canton, Ill.; Ralph Schmidt and Rhiney 
Voights, S & V Motor Sales, Watseka, Ill.; Robert Craner and Tom Chapman, Noble 
Motor Co., Danville, Ill.; Alvin Rosen and Louis Rosen of Alvin Motors, Inc., Chicago, 
and John Murphy sr., of Murphy Motors, Inc., Cicero, III. 


Jackson Buys Into Kokomo Packard Deal 


Dealer Business Counsel 
Used Cars Must Be Turned Over Rapidly 


To Defeat Depreciation Curse 


By J. B. Van Tassel 
Dealer Business Counsel 


T HAS been my experience, and|dise and, therefore, it should be 

it’s probably yours, too, that used | disposed of as soon as possible. 
cars depreciate a lot faster than ae 
they appreciate. |\To Stay in Business 

In normal times in this business | N THE exclusive used-car busi- 
(and that’s just about where we ness. it is a profitable piece of 
are now) used merchandise because it is usually 
cars never appre- purchased for resale at a distressed 
ciate over their purchase price or from a new-car 
resale value at dealer at cash value to be sold for 
the time they are a profit. 
taken in trade. In Therefore, a new-car dealer 
view of this de- must of necessity, in order to 
preciation factor stay in business, take in used 
in used-car values cars at the best possible price 
over a period of and sell them just about as fast 
years, I just can’t as they are taken in or they will 
understand some do at least two things to his 
dealers’ attitude financial situation: 











J. B. Van Tassel 





Harry A. Jackson, automobile 
salesman in Kokomo, Ind., has 


bought Don T. Trobaugh’s interest 
in the local Packard dealership. 
Known as Marquis-Jackson Pack- 


at 316 E. Sycamore St. Glenn Mar- 
quis is president, and Jackson is 
general manager and _ secretary- 
treasurer. Raymond J. Trobaugh is 
continuing with the dealership in 


in holding used cars for more 
profit. 


The only reason a used car gets| business. 





into a new-car dealer’s stock is as 


1. Freeze liquid working capital, 
which will put the dealer out of 


2. Depreciate in value to the point 





ard, Inc., it will continue business 


a sales capacity. 





1. Even the woman of the house expects a lot 
from the car that is paid for out of the family 
budget... 





3. But if you want to keep her happy as a 
a 


® 1953 Ethyl Corp., New York 17, N. Y. 


part of the sale of a new car. It is| where they will absorb most or all 
not a profitable piece of merchan-'of the profit realized on the new- 















2. And if she’s unhappy about the perform- 
ance it gives, you’ll wish she’d never crossed 
your path. 


f 





4. Stand right up and tell her to use “Ethyl” 


gasoline and get all the power the 
family paid for. (Of course, the timing 


should be set for ‘Ethyl’ gasoline.) lexis) 








|car sale, also putting the dealer out 
of business. 

It is my suggestion that every 
|dealer start now—unless he has; 
|jalready done so—and set up a 
control record system which will 
make it necessary for every use| 
car taken in trade to be sold a 
retail within 10 days from the da) 
it was taken in. 

. * 


| Workable Records 


| HERE are a couple of workabl 
control records for checking 
and helping to dispose of used-cai 
stocks. 

First is the weekly used-car 
check sheet. At least once a week 
a complete listing of used cars is 
made as to length of time in stock 
condition and appearance of each 
car, takein price and present re- 
tail price and manner in which 
each car is displayed and adver- 
tised. 

This list should be completed 
by the dealer or general man- 
ager right on the spot on a 
certain day each week. Reason 
for not moving the specific cars 
should be recorded and corrected 
immediately. 

There are usually only a certain 
number of reasons why used cars 
don’t move. Here are some of them: 
Priced too high, lack of display, 
lack of manpower, poorly condi- 
tioned, too many of one type, not 
advertised and poor appearance. 

Another good report is the daily 
inventory turnover and budget re- 

;}port of sales, which shows the 
| actual daily sales as compared with 
the required daily sales and the 
total amount of sales that are over 
or under the required sales volume 
on a cumulative month - to - date 
basis. 

t * . 


Can’t Sell in Shop 


T IS ALSO wise for the dealer to 
keep a reconditioning report, 
which should recapitulate the time 
used cars were sent in the shop for 
reconditioning and the time the job 
| was completed. In this way you can 
|always tell at a glance how long 
\the shop is holding used cars for 
| reconditioning. 
| This is important because used 
joo in the shop will not sell. They 
|must be on display in order to sell 
and every minute they are in the 
shop they cost money and probably 
an opportunity to dispose of them. 
(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AvuTomotTive News.) 


Mercury Output 


‘Holds Steady 
At Record Rate 


DETROIT. — Mercury production 
jis running at the highest rate in 
the history of the car, with output 
|records being set almost daily, ac- 
|cording to Benson Ford, general 
|manager of Lincoln-Mercury. 

First of the record-breaking days 
was July 8, when 1,533 cars were 
|turned out at the division’s four 
assembly plants. The old daily peak 
had been 1,498, established Sept. 6, 
1950. By July 15, Mercury output 
edged up to 1,635. 

“Plans call for a continuance of 
these high rates for the next sev- 
eral months,” Ford said. 


Idaho Dealers OK 


Insurance Stand 


McCALL, Id.— Approval of the 
NADA resolution against uniform 
insurance agents’ and brokers’ 
qualification licensing laws was 
voted at a meeting of the board of 
directors of the Idaho State Auto- 
mobile Dealers Assn. 

Idaho dealers attending included 
Charles C. Adams, association pres- 
ident, Lewiston; Lawrence Heagle, 
vice-president, Hailey; Olin Baker, 
Burley; Frank Bevington, Nampa; 
E. C. Dissault, Pocatello; Herman 
Evans, Payette; W. S. Freeland, 
Coeur d’Alene; Robert Gill, Priest 
River; Glenn Jenkins, Twin Falls; 
Kenneth Kouni, Orofino, and Fred 
Lillge, Boise. 

Other dealers were Malcolm Nee- 
ly, Moscow; Cole Reed, Jerome; 
Keith Rich, Montpelier; Jaso 
Smith, Caldwell; John White, Kel 
logs, and Norman Whittet, Grange 
ville. 
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Truekin’ 


..- by Jack Weed 


HE lack of cooperation given 

truck and body distributors by 
truck dealers, even under present 
conditions when truck dealers are 
complaining about the lack of 
profits in the truck end of the 
business, is hard to explain. 

Manufacturers of truck equip- 
ment, bodies and accessories 
could understand why many 
dealers would ignore trying to sell 
the things that the buyer of a 
truck chassis must have to make 
it a working piece of transpor- 
tation machinery, when all dealer 
profits were high, but everyone in 
the industry—including the truck 
factory sales heads—felt certain 
that dealers would be enthusiasti- 
cally inviting distributor aid once 
the industry got into a period of 
short profits on truck chassis. 

Unfortunately for both the dealer 
and the distributors of these es- 
sential products, truck dealers as a 
body have not stepped up to this 
cooperative program. Instead, they 
first cut the bottom out of their 
own vehicle profits by resorting to 
long trades and ruinous discounts, 
and then added injury to neglect 
by offering to give chiseling buyers 
their full normal profit on the 
bodies and other equipment that 
was needed to equip the truck they 
were dealing on. 

There has been so little selling 
of needed services in the service 
end of the business that this 
column has begun to shudder every 
time someone calls a service de- 
partment order writer in a 
franchised dealers shop a service 
salesman. Now we are beginning 
to wonder if the basic reason for 
a dealer in the truck retailing pic- 
ture has been entirely lost. 

* * . 


How Not to Do 


A UTOMOTIVE dealers have been 

credited with being the out- 
standing sales agencies of retailing 
by many people. Selling, however, 
seems to be headed toward being 
a lost art in the automotive in- 
dustry, judging from the number 
and breadth of complaints that 
continue to pour into this conning 
tower of news. 

Factory sales managers complain 
that dealers don’t make any effort 
to sell and, as a body, are not 
seemingly interested in learning 
how to go about building up a 
strong sales organization; truck 
body and equipment makers say 
their distributors claim that they 
are getting active cooperation from 
but a very small segment of the 





truck dealer body, while makers of 
specialty items claim that whereas 
they have no trouble in getting 
satisfactory returns from their ad- 
vertising and are reaping satis- 
factory sales from direct selling, 
they get no action from the dealers 
on whose vehicles the product must 
be mounted. 

We are carrying a story in 
this issue of Automotive News on 
the action taken by a number of 
major body and equipment 
builders to try to protect their 
distributors. 

We have before us a letter from 
the Cree Coach Co. This firm 
claims that even though its 
business is up over 100 percent from 
the first six months of last year, 
it is coming direct from its national 
advertising in farm and _ sports 
publications. The firm finds it dif- 
ficult to get any cooperation from 
dealers, although their product 
must be mounted on a pickup 


truck, 
s = * 


Dealer Must Help 


) genmernner need the equipment 
distributors, and the facilities 
and engineering knowledge of 
transportation which they provide 
the truck dealer and his salesmen. 
But for them to give wholehearted 


cooperation to the truck dealer and 
(See TRUCKIN’, Page 25, Col. 1) 


Top Tracks 


New-truck registrations for five 
months, plus 31 states for June: 
1953 Pos. Make 1952 Pos. 

1—157,714 Chev. 120,177— 1 
2—105,089 Ford 
3— 48,638 Int’L 
4— 43,178 Dodge 
5— 41,106 GMC 
6— 12,443 Stude. 
I— 9,016 Willys 
8— 5,741 White 
9— 3,183 Mack 
10— 1,773 Reo 
1i— 1,567 Diam. T 
1,073 Divco 
Brockway 
Autocar 
Federal 
Kenworth 
Pontiac 


FWD 
Peterbilt 
Crosley 
Total All Makes 
433,981 360,682 
For further details, see page 
38, today’s issue. 





Body, Equipment Pricing Altered ... 
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Makers Hit ‘Chiseling’ 


gram, is still aimed at producing| ucts, said Gar Wood is furnishing 


1 growing practice of truck 
dealers to not only give their 
entire allowable discount on truck 
bodies and equipment to the retail 
buyer, but to also let the customer 
know just what discount is allowed 
them on each product, is becoming 
so upsetting to the merchandising 
programs of many truck equipment 
and body makers that at least five 
major firms recently changed their 
pricing procedures to try to elimi- 
nate this evil. 

Both equipment and body mak- 
ers and their distributors realize 
it is none of their business what 
the truck dealer does with the 
profit he earns on the sales of 
such products, 

But they are upset over the prac- 
tice of telling the retail buyer the 
wholesale price of the equipment 
or body. This leads to endless con- 
fusion among distributors since 
the buyer who demands the dis- 
count is the type of shopper who 
spreads the word across territory 
lines. 

* . e 
—— of these major makers 
are completely changing their 
pricing structures to eliminate dis- 
counts as such and the other two 
are pricing their equipment 
“mounted” in the hope that the 
dealer will price the complete truck 
with the equipment to the buyer 
as he does on the chassis with add- 

ed factory equipment. 

While the changes are mostly 
psychological, the makers hope 
they will either eliminate or at 
least drastically reduce practices, 
which are doing much to upset 
the orderly merchandising of 
products and discouraging dis- 
tributors from putting forth the 
proper sales effort and service. 
Truckstell Mfg. Co. now is pric- 

ing its dual-drive axles mounted 
with a set retail price when the 
axles are mounted on the dealer’s 
chassis at the company’s mounting 
plants in Detroit and Chicago and 
at the manufacturing plant in the 
east. The discount to the dealer is 
given on the complete mounted 
price. 

By setting up prices on this basis, 
it is hoped that the dealer will 
merely add them to the net deliv- 
ered price of his chassis and quote 
the complete truck as one unit, as 
he would a similar unit if it were 
produced by the dealer’s own fac- 
muy * * . 


ETROIT AUTOMOTIVE has 
gone to a similar deal whereby 
it offers what it terms a “package 
deal,” also mounted at Detroit, 
which, while not embodying the 
same features of the Truckstell pro- 


practically the same results. 

Both companies hope that in 
their new method of pricing the 
tendency of the dealer to “foot- 
ball” the equipment to the detri- 
ment of both the truck dealer 
and the equipment distributor 
will be greatly lessened. 

Truck men with years of back- 
ground in selling under competitive 
conditions such as now exist real- 
ize that many present bad prac- 
tices are due to the fact that the 
industry has a large percentage of 
dealers who have never had any 
experience dealing under such con- 
ditions. Many of them are really 
at a loss to know how to meet pres- 
ent conditions except by resorting 
to “price” selling. 

* 


EY also realize, however, that 

the truck dealer needs the body 
and equipment distributor in both 
good and competitive periods. By 
having several good distributors 
within reach of his telephone, the 
truck dealer has at his command 
the best in engineering knowledge, 
good sound sales advice on virtu- 
ally every vocational need, and a 
source of service that would be im- 
possible to duplicate without the 
distributor. 

A Gar Wood Industries letter 
to distributors, announcing a new 
price basis on hoists, dump bod- 
ies, winches and other truck prod- 






By Tom Hewitt 
Staff Writer 

ILLIAM KELLY, truck sales 

manager of Gib Bergstrom 
Ford, Inc., Detroit, trains his men 
not only to be mere salesmen but 
to be transportation specialists. He 
teaches them to be advisers to pros- 
pective customers. 

“The ideal truck salesman,” 
Kelly said, “is the one who can go 
over a prospect’s hauling books 
and decide what type of equip- 
ment is needed. By giving him 
the proper equipment, the sales- 
man can become a helper to the 
buyer. This increases goodwill 
and repeat sales. Our men are 
trained to do just that.” 

Kelly decided to start training 
his salesmen more than a year ago 
because he felt that too few men 
were doing an adequate job. 

New salesmen are shown a series 
of truck-sales films, are lectured 
and then sent out with an experi- 





Big Three Boosts Its Share of Truck Market 


By Bernie Thomas 
Associate Editor 
DESPITE under-par per- 

formances at Dodge and GMC, 
combined Big Three operations are 
wrapping up substantially bigger 
shares of this year’s truck pro- 
duction and sales than they did 
during 1952. 

That’s the story so far for 1953 
in a truck market that is sharp- 
ly different from a year ago. This 
year has witnessed the keenest 
kind of competition and a strong 
trend to greater production of 
light trucks. 

So far in 1953, light trucks have 
accounted for 67.9 percent of total 
truck sales; mediums, 25.3 percent, 
and heavies, 6.8 percent. For all of 
i952, when the government was 
telling industry what sizes to build, 


the shares were 62.5 percent, 30.3|both the production and sales 
percent and 7.2 percent, respective- | fronts. 


ly. 
= ” 7 


CCORDING to the latest avail- 

able data, the aggregate efforts 
of Chevrolet, Ford, Dodge and GMC 
have accounted for 74 percent of 
this year’s. total truck output and 
a whopping 80.1 percent of total 
1953 truck sales. 

At the same point in 1952, those 
same makers were building 67.7 
percent of total U. S. truck out- 
put, and garnering 78 percent of 
total sales in the domestic 
market. 

The Big Three’s increased stature 
in this year’s truck market stems 
wholly from results achieved at 
Chevrolet and Ford. Dodge and 
GMC are off their 1952 paces on 


7 * - 


Y CONTRAST, Chevrolet and 

Ford are registering sharp 
gains in output and sales, and in 
all weight classes. 

Chevrolet has produced 32.3 
percent of this year’s truck out- 
put to date, as compared with 
25.8 percent in 1952. Moreover, 
Chevrolet’s truck production ef- 
fort is being supported by a sales 
volume that has won it a 36.4 
percent market penetration 
rating, as compared with 33.3 
percent at the same point last 
year. 

Slightly more than 41 percent of 
all the light trucks sold in the U. S. 
this year have been Chevrolets. In 
the medium field, Chevrolet’s 


market penetration rating is 31.2 
percent. 

Meanwhile, Ford has hurdled two 
major supplier strikes to account 
for 21.8 percent of all the trucks 
built in 1953. Ford was responsible 
for 19 percent of total truck output 
at the same point in 1952. 

* * - 
ORD’S 1953 sales performance 
has been even more impressive. 
It is accounting for 24.3 percent of 
total truck sales, as compared with 
23.2 percent in 1952. 


Ford dealers have retailed 24.8 
(Continued on Page 28, Col. 1) 


New Products 
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Knowledge Sells Trucks 


Dealer Bergstrom Trains His Staff to Specialize 
In Buyer’s Equipment Needs 


the distributor with price sheets 
showing his net price f.o.b, fac- 


ory. 

In addition, the company fur- 
nishes the distributor with unit 
price sheets showing suggested 
“truck dealer’s net price” and the 
suggested “retail price.” This, it 
is felt, will simplify quoting prices 
both to the truck dealer and re- 
tail buyer and get away from the 
discount “chiseling” tactics to 
which the distributor has been sub- 
jected. 

* = * 


[LCOrrMENT, body makers and 
distributors alike are complain- 
ing that the “chiseling” tactics of 
far too many dealers are doing the 
same thing to their distributors 
that the lack of selling on the part 
of the truck dealer and the chiseling 
tactics of the retail buyer is doing 
to the retail truck business—mak- 
ing it unprofitable. 

And when a business becomes 
unprofitable to those in it, good 
businessmen will get out and 
leave the business to the chislers 
and price cutters. 

The result can be a holocaust to 
the franchised dealers of this coun- 
try, particularly to those whose 
franchise includes trucks as a part 
of their selling obligation. 

While it is recognized that many 
dealers drifted into the present dis- 

(Continued on Page 24, Col. 1) 






enced salesment to get the feel of 
the job. Later they go out on their 
own. Kelly makes sure they bring 
any sales problem to him. They dis- 
cuss it and find a solution. 

oJ ca * 


OF THIS first group of six train- 
ees, three are still with the firm. 
Another is truck sales manager of 
another dealership. 


Three of the most recent grad- 
uates are Jim Nankervis, Bill 
Saile and Bud Truitt. “They’re all 
doing well,” Kelly said. 

The Bergstrom truck outlet is lo- 
cated on a main artery which car- 
ries much crosstown truck traffic. 
It is a convenient location for truck 
service. The service section has 
high ceiling and doors to handle 
any unit which meets Interstate 
Commerce Commission regulations, 
Kelly said. It stays open until mid- 
night, sometimes later, to give over- 
night service. 

One of the used trucks on its lot 
now is credited with pulling in 
prospects. It is a 1931 Ford truck 
with a wooden cargo box. It runs 
and is for sale. A sign on its wind- 
shield reads: “Ford Trucks Last 
Longer.” 

* * ~ 

euce sales, although still tight, 

have picked up in the last two 
weeks, Kelly said. Sales at present 
are better than they have been 
since the new Ford truck models 
were introduced in March, he 
added. 

“Nevertheless, we still have to 
hustle and trade hard,” he com- 
mented. 

Kelly credits the gain with the 
beginning of harvesting in the 
south, North - to- south haulers are 
buying more trucks here, he said. 

Kelly doesn’t wait for the busi- 
ness to come to him. He has six 
demonstrators on the road. These 
sales units drive around town and 
stop at all sorts of businesses. 








Body, Equipment Pricing Methods Changed . . . 





Makers Act to Halt ‘Chiseling’ |, 


(Continued from Page 23) 
counting situation because truck 


pipelines filled earlier than car pipe- 
lines, and thus the dealers were 


not too concerned with truck prof- | 


| 


its as such as long as they con- 
tinued to enjoy fair profits on their 
other lines, many dealers today are 
beginning to wonder where their | 
normal truck profits have gone and | 
how they can get them back. 
* * * 
ANY are excluding the forest | 
that surrounds them and -are| 
looking to the factories to cut pro- 
duction as the only means of re-| 
establishing trucks as a profitable | 
item in their line. 
Perhaps it is about time that | 
many dealers counsel with broth- 
er dealers who still are making 
satisfactory gross profits on their 
trucks and find out just what is 
their responsibility in a highly | 
competitive market such as cur- 
rently exists. 
Perhaps if they would realize not 





2501 BLAKE 
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Wagner Electri 





only what is happening to a good|a working piece of transportation | 
percentage of truck merchants in| machinery, they would more clearly | 
their zone of influence, but to the| understand that their own sales 
supplier market upon which they| tactics 
should be dependent for bodies and | or 
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or lack of selling endeav-| 





Fay Mofors 





Opens Truck Service Center— 


In conjunction with the 15th anniversary of the firm, Perry Fay Motors, Inc., Colum 
may be one of the principal) bus, O., has opened a $150,000 truck service center on N. Park St. with 23,000 square 


other equipment to make the truck/| reasons for the condition that is| feet of floor space. The building features a driver's lounge with showers, kitchenette 
now existing in their own market.| and hot coffee at all hours. Fay has been associated with White Motor Co. products 





California to Investigate 


Regulation of Hauling 


SAN FRANCISCO.—A compre- 
hensive investigation into the reg- 
ulation of freight transportation 
throughout California has been 
ordered by the State Public Utili- 
ties Commission. 

Commission President R. E. 
Mittelstaedt said the study would 


* 


ERHAPS these 


+ * 


very dealers 


for 36 years. 


would come to realize that the| lessening of gross profits for every 


long trading and discount habits 


/one in the industry that partici- 


into which they have fallen are a/ pates. 


major contribution toward the gen- | 


| eral breakdown of established prof- 
| its and procedures of merchandis- 


enable the commission “to adopt | 


such procedures and policies nec- | 


essary to obtain the most effective 
and equitable regulation possible.” 

Hearings on the findings of the 
investigation will be opened by 
the commission Sept. 16 in San 
Francisco. 





| 
| 
| 
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ing in their area. 


The maker - to - distributor - to - 
dealer-to-retail-buyer chain of 
merchandising has at times been 
drastically threatened by depar- 
ture from the normal channels of 
distribution in the truck industry 
by both truck dealers and equip- 
ment distributors. 

Every time this happens in a 
given area the ultimate result is 


| disastrous competition and drastic | breakdown occurred in both retail 
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Very sincerely yours, 


p. Vv. Radke 


General Operations Technician 
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Time and again, fleet operators like Mr. Radke have 
proven for themselves that Wagner Air Brake Sys- 


During the years of truck short- 
|ages, all factors in this chain of 
|merchandising, in the main, were 
holding firm to established practice 
and all outlets were showing good 
gross and net profits. 
. * 

UT the minute trucks became 

plentiful, the weaker links in 
the chain began to show their weak- 
ness in not establishing the sales 


flow of products going through their 
hands at reasonable profits. This 





| 
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| 





tems keep costly maintenance expenses at a mini- 
mum and help meet on-the-road schedules which 


mean increased profits at the 


end of the year. Many 


agree that even after years of service, units equipped 


with Wagner Air Brake Systems never have com- 


pressor failure or require need for exchange. This 


outstanding record of proven dependability and 


service is largely due to the Wagner Rotary Air 
Compressor—the compressor that assures you an 
adequate supply of air at all times because it has a 


faster air recovery. 


It will pay you in more profitable hauling to have 
your present vehicles equipped with reliable Wagner 
Air Brakes. When ordering new units be sure you 


specify Wagner Air Brakes. Y 
mation concerning Wagner A 


ou can have full infor- 
ir Brakes and Wagner 


Rotary Air Compressors by sending for your free 
201A, today. 


copy of Wagner Bulletin KU- 
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manpower that would keep their | 


|truck outlets and among equip- 
ment distributors. 

Because truck dealers did not give 
|them the amount of sales coopera- 
| tion they deemed fitting, many dis- 
| tributors took the attitude that they 
didn’t need the truck dealer in their 
|sales picture and ignored him in 
| their selling program. Or worse, 
| went behind the dealer’s back and 
|started giving the dealer’s sales- 
|men a small commission for “tips.” 

In many cases, they used the 
difference between what they paid 
the salesmen and what they paid 
the truck dealer as a trading sum 
to fight competition. 

Fortunately, most distributors of 
any reputation stood behind the es- 
tablished policy of working with 
the truck dealers in their areas. 
Some felt, however, that they 
couldn’t continue to cooperate with 
| the truck dealers. They overlooked 
|the fact that by getting close co- 
|operation of the truck dealers in 
| their area, they were able to multi- 
ply their own sales force many fold. 

* * * 

— far too many 
distributors who take the de- 
featist attitude resort to a “price” 
basis of getting their products on 
the market. Not only does this put 
their bodies and equipment on a 
“cut-price” basis to the retail buy- 
|er and make it practicaally impossi- 
ble for them to enjoy friendly re- 
| lations with the truck dealers in 
| their area, but it also embarrasses 

| their factories. 

Suppliers to the truck industry, 
|like Gar Wood, St. Paul Hydraulic 
Hoist, National Lift, Truckstell and 
| Detroit Automotive, can’t afford to 
have one distributor in an area 
quoting one price and the distribu- 
tor in an adjoining area quoting a 
different price to the retail buyer. 

That is the reason for the shift 
in terms of all of these firms. 

This shift in the manner of pric- 

ing their products no doubt will 

be followed by many others in the 
body and equipment field if their 





| exploration is successful. 


Although far too many truck 


| dealers don’t seem to realize it yet, 


they need the profit from equip- 
ment and bodies to maintain a sat- 
isfactory gross on truck sales. Ex- 
perienced and sound dealers realize 
that, like a department store, they 
must make every department of 
their business shrow a profit or 
they are guilty of poor management. 

To get this additional revenue, 
the truck dealer needs the coopera- 
tion of the body and equipment 
distributor. But to get their coop- 
eration it must be a two-way road. 
They must give the distributors 
who play fair with them, and help 
them in their sales, as much sales 
aid as possible. 


Trailmobile Boasts 


Engineer Section 


CINCINNATI.—For the first time 
since its founding decades ago, 
Trailmobile, Inc., has an engineer- 
ing department which is housed in 
modern, efficient quarters, the com- 
pany said last week. 

After months of remodeling, 
engineering at Trailmobile now oc- 
cupies more than half of the fourth 
floor of the large building here. 

Newly decorated offices are pro- 
vided for executives. Draftsmen 
work in a brilliantly illuminated 


area. 


One part of the department is 
devoted to a display of new engi- 
neering developments. Another new 
feature is the blueprint room. 


Helvey Chosen 


Frank Helvey, vice-president of 
Don MeMillion, Inc. (Ford), Ama- 
rillo, Tex., was named chairman of 
the executive committee of the 
Henry Ford International Highway 
Assn. at a meeting in Colorado 
Springs, Colo. 
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st: v in business, the dealer and his 
sa esmen must aid them in selling 
th ir products, 

J ealers also need the extra profits 
which these distributors and their 
products provide. 

But distributors cannot be 
asked to do all of the selling and 
siill pay truck dealers for aid 
that is not given, The discounts 
they pay are based on this sales 
aid, in the main, Once in a while 
the dealer is able also to help by 
putting through the complete deal 
on one financing, particularly 
where the equipment or body is 
attached to the truck in such a 

manner that it becomes a part of 
the truck. 

It is to be hoped that the truck 
factory sales forces will be able to 
help point out to the truck dealers 
of this nation the important place 
that the equipment and body dis- 
tributors play in the overall 
merchandising scheme in the truck 
end of the business. Perhaps, the 
truck equipment and body show, 
being planned for Miami during the 
next NADA convention, may focus 

some worthwhile attention on this 
phase of the business. 
© ~ + 


To Aid Retailers 


o is taking advantage of the 
widespread similarity of many 
basic items in truck assembly to 
aid their dealers in improving their 
contacts and profits. A recent mail- 
ing piece reads: “Look! The biggest 
stock of genuine Reo truck parts in 
town!” 

The mailer goes on to enumerate 
the clutch, brake, axle, bearings, 
steering gear, wheel and other 
parts that Reo dealers carry in 
stock that are common to many 
trucks. 

B-19 Booster Club of Michigan is 
going to hold its annual jobber- 
booster get together at the Haw- 
thorne Valley Country Club on 
Monday, Aug. 17. In addition to 
the usual attraction of golf and | 
refreshments, this year are added 
the “bait” of %-pound steaks. Visit- 
ing firemen and manufacturers are 
cordially invited, say the commit- 
tee, if they have enough cash to 


pay for the dinner. 
* = * 


| 


Standardization 


A RECENT survey by the Nation- 
al Highway Users Conference 
discloses that ten additional states 
have joined Minnesota, New Hamp- 
shire, New York, and North Dakota | 
in requiring new vehicles to be 
equipped with turn signals. 


New laws were enacted in 
Towa, Nebraska, New Mexico, 


South Dakota, Washington, New | 





Truck Operators 


Ask Pa. to Hike 
Weight Limits 


WASHINGTON. — A strong plea | 
for increased truck weight limits in | 
Pennsylvania has been made by the | 
National Council of Private Motor | 
Truck Owners, whose members own 
and operate highway equipment as | 
essential elements of their own 
business activities. 

In letters to Gov. John Fine and | 
the leaders of both parties in the | 
General Assembly, A. B. Gorman, | 
president of the council, referred to 
a resolution which was adopted at | 
the summer meeting of the associ- | 
ation’s board of directors on July | 
10 asking “for relief from the op- 
pressive truck weight restrictions 
now existing in the Commonwealth 
of Pennsylvania.” 

The council represents 650 manu- 
facturers, wholesalers and retailers 
who own and operate their own 
trucks. 

The resolution called for the “en- 
acting of more liberal restrictions 
which would place Pennsylvania in- | 
dustry and commerce on a more 
equitable competitive basis with! 
manufacturers and businesses in 
the adjoining states and to facili- 
tate the free flow of commerce be- 
tween the great Commonwealth of 
Pennsylvania and its neighbors.” 

Pennsylvania’s House of Repre- | 
sentatives earlier rejected a pre- | 
liminary proposal for an increase 
in truck weights. | 


Jersey, Idaho, Vermont, Delaware 
and North Carolina, Similiar 
measures are pending in Illinois, 
Ohio, Pennsylvania, and Wiscon- 
sin. Legislation to require turn 
signals was considered in Con- 
necticut, Maine, Maryland, Mis- 
souri and Montana, but was 
turned down. 

In other action to further uni- 
formity and safety on the nation’s 
highways, hand and arm signal re- 
quirements have been made sub- 
stantially uniform in at least 37 
states. The latest states to adjust 
their laws more closely to the Uni- 
form Vehicle Code are Kansas, 
New York, New Mexico and Wash- 
ington. 

Another move on the safety front 
that should be of interest to every 
truck dealer is the drive against the 
safety and field work section of 
the ICC’s Bureau of Motor 
Carriers, spearheaded in the House 
by Rep. John Phillips, (R.-Calif.) 
who maintained that the program 


NOW! SIX-WHEELERS 


largely duplicates work the states|large to justify the discontinuance 


do or should do. 
* + * 


This and That 

RUCKING associations claim 

that, prior to the beginning of 
| Federal supervision and regulation 
|of motor carriers, a labyrinth of 
confusion prevailed throughout the 
|country. John Hulse, manager of 
| TTMA, recently cited a report by 
the National Safety Council which 
reveals that in 1952 over 38,000 
persons were killed and 1,350,000 in- 
|jured in motor vehicle accidents. 
| These figures, he claims, are far too 


Elston Quotes New Prices 


For Its Cargo Coolers 


ST. PAUL.—A new price list for 
Elston cargo coolers has been 
issued by Rue R. Elston Co., manu- 
facturer of cargo space heaters and 
coolers for trucks, 


The list prices Models M-300 and 
M-450 cargo coolers and _ such 
optional equipment as a standby 
control cabinet and temperature 
control units. Specifications are 
|available from Rue R. Elston Co., 
Department KP, 2397 University 
Ave., St. Paul 4, Minn. 





of the safety and field work, with- 
out which the accident figures 
would have been much greater, he 
believes. 


Chek-Chart’s 5th edition of the 
Approved Lubrication Guide for 
trucks is now off the press and 
available to truck dealers and oper- 
ators. 


The enormous losses suffered 
by livestock producers and pro- 
cessors due to bruising, crippling 
and death of livestock are severe, 
costly and should merit consider- 
able study by body and truck 
makers to develop better bodies 
and methods of truck transpor- 
tation. During the last period of 
record 1950-51 alone, losses 
totaled $50 million, or enough to 
feed a city of 500,000 population. 


George K. Tomes, treasurer and 
general manager of the Bourbon 
Stockyard Co., Louisville, is au- 
thority for the statement that 
major causes for these losses are 
lack of proper loading chutes at 
the farms, overloading and crowd- 
ing in trucks and hauling mixed 
loads of livestock in the same truck 
without proper partition. The first 
and third causes certainly show the 
need for improvement. 


offers you 


We will personally discuss 
with you the problems of 


your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, havin: 

the highest known standar 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 


1112 South Wabash Avenue 
Dept. AN-56, Chicago 5, Illinois 





FACTORY-ASSEMBLED BY TRUCKSTELL! 





NEW TRUCKSTELL DRIVEAWAY 


PROGRAM 


GIVES YOU LOWER 


PRICES, BIGGER MARGINS! 


Now you can quote your trucks as complete six- 
wheelers . . . at prices that will get you the orders... 
and earn full profits on trucks and tandems combined. 

For Truckstell now assembles your trucks into 
six-wheelers in special plants in Detroit, Chicago and 
Townsend, Mass. Driveaway from the one nearest 
you assures prompt, low-cost delivery. 

Two assembly options are available, and in each 
case your Truckstell Distributor will handle all order 





Truckstell 





TRUCKSTELL MANUFACTURING COMPANY 


Union Commerce Building ° 


Cleveland 14, Ohio 


details: (1) you can instruct your factory to deliver 
a chassis to the nearest Truckstell assembly plant, 
(2) your Truckstell Distributor can assemble six- 
wheelers locally on trucks you may have on hand. 

Get into this EXTRA truck sales market now. 


Phone or write for your 
six-wheeler specifications, 
suggested prices, complete 
sales information, and 
the name of your nearby 
Truckstell Distributor 
today. 


WN eee 
Firm pain 
Make of Truck 
Address__ 


-—--- 7} 


Truckstell Manufacturing Company 
Union Commerce Building, Cleveland 14, Ohio 






To help you sell 
MORE TRUCKS 








Send me my Truckstell Factory-Driveaway Sales Plan and the 
name of my nearest Truckstell Distributor. 


FLASH-A-CALL 
STC HA) 


UU OPA \ittea ler 


SERVICE CONTROL SYSTEM 











The most important 
merchandising package 
in retailing history 


THE SATURDAY EVENING POST’S 
NEW FREE MERCHANDISING KIT 
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Here’s a new way to capitalize on the proved selling power 
of the Post. Here is a free merchandising kit designed for 
your store and based on the sales-producing Post Recog- 
nized Value seal. It can increase sales of all the Post-adver- 
tised products you sell! Fill out the coupon today—we’ll 
send this colorful kit containing... 


dipoios IN 


Wirt rahe 


lod 


® Window posters ® Post product stickers 


®@ Easel-backed display 


| ®@ Post logot f 
sania ost logotypes for 


reproduction 
® Post Recognized Value 
stickers @Tested ad-merchan- 


dising ideas 


| 
+ 





@ String tags 


Post window posters will show passers-by that your store is head- 
@ quarters for the famous brands they’ve seen in the pages of the Post. 





> 
NEW OF Fant Betces braardon 8 Straam 
VO Cooler al} sumeney long ! 





Easel-backed display cards are an important part of every merchan- Large Post Recognized Value stickers offer you an easy way of show- 
@ dising kit. Paste Post ads on them to create excitement at point of sale. @ ing customers you carry the fine products they can buy with confidence. 


tf 
ae Saturday eae 
ng 


IST 





4 Handy string tags tell customers at a glance: Here is a Post Recognized Post product stickers give you still another opportunity to capitalize 
@ Value. A tried-and-true method for producing extra impulse sales. @ on national advertising. Be sure to use them on packages and displays. 





America’s greatest merchandising magazine 


The Saturday sehen —gets to the 
| i 0). i} heart of America 


A CURTIS PUBLICATION 


ail coup on 
. today! 


Don’t miss out. Just 
send us your name and 
address. We’ll send you 





Merchandising Department, Dept. B-2 
The Saturday Evening Post, Philadelphia 5, Pa. 


Please send my FREE Post merchandising kit for the 
promotion of Post-advertised products. 


Name 
Title 


Store Name 





LL | 


J a. al A your free sales-making 
a Post logotypes for your ads and tested ad-merchandising ideas com- Post merchandising kit Address 
@ plete the all-new kit. And a variety of mats is also available on request. immediately ! City ’ State 
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Despite Dodge, GMC Declines. . . 
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Big 3 Boosts Share 
Of Truck Market 


(Continued from Page 23) 


percent of all the light trucks this 
year, as compared with 21.1 percent 
in 1952. In the medium class, Ford 
dealers are doing 25.4 percent of 
the total business, slightly less than 
they did in 1952. 

Dodge and GMC have yielded 
important production and sales 
ground this year in both the light 
and medium truck markets. 

Dodge’s share of total truck out- 
put has slipped to 9.2 percent from 
13.7 percent in 1952, Dodge ac- 
counted for 11.8 percent of total 
1952 truck sales, but has had to 
settle for 10 percent this year. 

s . o 


1 bulk of Dodge’s sales losses 
have occurred on light trucks. 
It received 13.8 percent of that 
market last year, as compared with 
9.9 percent so far this year. How- 
ever, Dodge has managed to hold 
its own saleswise on medium 
trucks. 

Indicating that a comparable 
production job could be expected, 
GMC set up its 1953 sales goal at 
12 percent of the industry total. 

To date, GMC has been doing 
somewhat better productionwise 
than saleswise, but is below the 
12 percent mark in both categories. 

GMC is accounting for 10.7 per- 
cent of total 1953 truck output and 
9.4 percent of total sales, as against 
ratings of 9.2 percent and 9.8 per- 
cent, respectively, in 1952. 

* * *. 


At THE beginning of this month, 
1953 truck production in U. S. 
plants was running 10 percent of 
last year, and 1953 sales showed a 
gain of nearly 18 percent. 

However, the prosperity in those 
figures is enjoyed almost entirely 
by Chevrolet and Ford. The 
former’s 1953 truck production is 
running more than 30 percent 
ahead of last year, while Ford can 
boast a gain of 25 percent. 

Modest gains over their com- 
parable 1952 output paces are 
shown by Diamond T, Federal, 
Mack, Reo and Divco, Off-pace 
performances are being registered 
by Dodge, Willys, International 
and Studebaker. 

Among the larger independents, 
Studebaker has suffered the 
greatest loss of truck business. 
Hampered by a supplier strike for 
the past two months, Studebaker is 
building only 3.7 percent of this 
year’s trucks, as against 4.9 percent 
during 1952. 

* ° + 
TUDEBAKER’S market pene- 
tration for 1953 is 2.9 percent, 

as compared with 3.5 percent last 
vear. The explanation for Stude- 
baker’s production losses being 
greater than its sales losses this 
year is that, until recently, a 
greater portion of Studebaker truck 
output was going to the armed 
forces. 

International’s efforts to market 
a new line of trucks this year 

were seriously hampered by high 
field stocks of 1952 models. And, 

International also has just shed 
the effects of a long supplier 

strike. 


As a_ result, International is 


Dealer Delivers 


24-Truck Fleet 


CHICAGO. — Completing one of 
the largest truck sales of its kind 
ever made here, Z. Frank, Inc. 
(Chevrolet), last week delivered 24 
utility-bodied trucks to the Cham- 
pion Laundry. 

The trucks were driven in parade 
formation from the Frank dealer- 
ship to the laundry building. 

The new trucks replace tiie en- 
tire fleet of the laundry, according 
to H. A. Heany, Champion presi- 
dent. Painted horizon blue with 
white lettering, the trucks are %- 
ton models with safety glass and 
aluminum crash rails. 


V. J. Motors Gets Deal 
V. J. Motors has been named 
Buick dealer in International Falls, 
Minn. V. J. Jones is the dealer. 


making but 10 percent of this year’s 
total truck production, as compared 
with 11.6 percent in 1952. 
International’s market pene- 
tration has dropped slightly to 11.2 
percent this year. It was 11.4 per- 
cent in 1952. 
* + * 
NOTHER maker to suffer from 
a decline in: military orders is 


Sell 





| 1952. 





Willys. Domestic sales in postwar 
have never been the principal sup- 
port of Willys’ commercial vehicle 
production, 

Willys has been building 6.4 per- 
cent of this year’s total truck pro- 
duction, as against 9.7 percent in 
On the _ sales scoreboard, 
Willys has a market penetration 
rating of 2.1 percent this year, 
down slightly from the 2.3 percent 
it had in 1952. 

Other truck producers, of 
smaller stature, are for the most 
part holding their own this year 
on both production and sales. 

That is, their production and 
sales volume on a unit basis is| 
holding close to 1952 levels, Being 
smaller, they do not strive much 
for market expansion. 





Faster, 


-, 
« 





1. New, LOW-LEVEL LOADING speeds 
up collection schedules. Crew 
works at faster, steadier pace—all 
day long—with less fatigue and 
increased efficiency since less 
physical effort is required. 


2. New, WIDER LOADING HOPPERS 
provide greater effective loading 
area. Crew loads simultaneously 
from both sides of truck without 
interference . . . and without acci- 
dental spillage. 





5. New, LEAKPROOF TAILGATE SEAL 
AND LOCK eliminates seepage of 
residual liquids pressed from ref- 
use compacted into body. Seal is 
of double-contact tubular type for 
maximum efficiency and long life. 





more than 2,000 American cities from coast to coast. 


6. New, TAPERED BODY DESIGN 
with smooth interior surface as- 
sures fast, complete load discharge 
—prevents load hanging within 
body. Clean-lined exterior cannot 
catch on low-hanging trees. 


3. New, FULLY-AUTOMATIC HYDRAU- 
LIC RAM compacts all refuse into 
full-capacity load of maximum 
density. Single, finger-tip hydraulic 
control automatically completes 
loading and compacting cycle. 





7. New, LARGER RIDING STEPS, con- 
veniently located on each side of 
body, provide increased standing 
area for greater safety. Steps are 
low-mounted for greatest conven- 
ience and accessibility. 





Swedes Visit U. S. Rubber in Detroit— 
Graduates from the mechanical engineering school of Chalmers University of 
Technology in Gothenburg, Sweden, examine a Con-trak-tor tire at the Detroit plant 

of U. S. Rubber Co. The group of 22 was on a study tour of the U. S. 


More Economical Refuse 


4. New, HYDRAULICALLY-OPERATED 
RETAINING PANEL AND POSITIVE 
LOCK insures positive retention of 
all refuse compacted into body. 
Retaining panel keeps load under 
constant compression. 





8. New, INCREASED LOAD CAPACI- 
TIES, made possible by Gar Wood 
advanced engineering, mean larger 
loads per trip and fewer trips to 
point of disposal—resulting in sub- 
stantially-reduced operating costs. 


Here's another first added to Gar Wood's long list of engineering achieve- 
ments—the new, 1953 Gar Wood LOAD-PACKER. 


More than 30 design and engineering improvements add up to faster 
refuse collection schedules and lower operating costs. Increased capacity 
means fewer trips to disposal point. Improved, direct-line ram actuation 
exerts greater compacting force . . . insures denser compaction of refuse 
and extra capacity per cubic content of body. 


And, since body and hoist are a “Packaged Unit’, installation is quick 
and easy. Changing LOAD-PACKER body from one chassis to another is also simplified. 


Yes, you profit most when you sell the best—sell the new Gar Wood LOAD-PACKER, used and preferred by 





: 


i 
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ltheir youth . . . the fascinating, yet | 9% 
|undefinable, Maude Adams, who| F 
dominated the American stage dur- | } =" 





large startled eyes, and a pert nose. 
Her charm was so natural, so en- 
tirely unaffected that it was beyond 


ing its richest period . . . contem-| , 
|porary of Ellen Terry, Mrs. Fiske, | 
Mrs. Patrick Campbell and Julia | 


Marlowe, but surpassing them all 
with the extent of her following 
and the almost hysterical acclaim 
that she was somehow able to in- 





ordinary understanding. 

In her greatest triumphs, in the 
plays of Sir James M. Barrie, such 
as “Peter Pan” and as Lady Babbie 
in “The Little Minister,” she dis- 
played a curiously elfin, elusive, 
and virginal personality that en- 
dowed her performances with an 
















spire, seemingly without a consci- Ee 
ous effort ... never an autograph ‘ ‘ aura of tremulous sweetness, im- 
. . . mever a visible press agent,| ,. e ossible t sist. 
ie: ie Sienna with a| First Hudson Jet Fleet Delivered— : 7 a: ie 
REATHES there a man (on the | "@WSpaperman ... and never a line} Frank Eigbrecht (center), Barrington, Ill., is the nation's first Hudson dealer to fill a Preserved An Illusion 

hady side of 60), with soul so | of publicity which she read. 4 | Jet fleet order. The flec! was bought by Howard Industries, Chicago, whose president, 5 ‘ 
de ‘A ain never to cieeneht has | Maude Adams died recently in | E. J. Hansen (left) takes delivery. Also present is Lt. Gill Garrett, a jet pilot of the . ta en o ae 
said: “Gosh, if I were only 21 again!” | aaa a a N. Y., at the - | 62nd Fighter Interceptor Squadron. cynicism, characteristic of youth 

a a ‘ i | eighty. star at 24, an a PP ee a oe ee a ee ee iecten 

this is a nostalgic reminiscence | richest and most admired actress | saloons . . . and in President |ing only that remarkable beauty of ote ae ok oy litre — 
for those boys and girls, now teet-| in America at the age of 34, her | Taft’s study in the White House. |character which can never be de- whe bent inte foal r a = he 
ering on the brink of age, who read! photographs were displayed in | Maude Adams was no beauty in| fined ... an almost frail, diminutive mother pointed out Maude pv meg 
of the passing of that rare vision of thousands : of homes . « . and |the conventional sense s% - Possess- figure . . . face quite plain, with as her muffled figure slipped 


through the throng of hundreds of 
admiring women, gathered around 
the stage door of the old Empire 
Theater, while the star hurried 
across the sidewalk, got into a new- 
fangled electric hansom and drove 
off down Broadway. 

After seeing the crestfallen 
face of that boy, who had dis- 
covered that Peter Pan was “only 
an actress,” the star never left 
the theater again through a 
crowd. She resolved never again 
to disillusion a child. 

I saw her first as Lady Babbie 
in “The Little Minister” at the 
Fuller Opera House, in Madison, 
Wis., when I was a freshman in 
college . . . then, over the years 
from 1905 to 1918—in Milwaukee, 
Chicago, Cleveland and New York— 
during which she played Peter Pan 
1,500 times. Whenever opportunity 
offered, I never failed to join the 
eager audience which seemed so 
happy to join Peter Pan in his 
journey to Never-Never Land. 











- Collection For Your Community 





5. 


Leakproof In 1906, at the age of 23, when 
Tailgate I was graduated from the police 
Seal and beat to the dramatic trick on the 
4 Lock Cleveland Press, I soon discovered 
: e / that the star of Peter Pan could 
Hydraulically- not be interviewed. “Here,” said I 
i Operated to myself, “is a most intelligent 
Retaining person. At least I can write her a 
Panel and letter, telling her why I think so.” 
* * * 


Positive Lock 
; Letter to a Star 
HIS is what I wrote: “My dear 


" 3. 


a Peter Pan ... You may put 
| Automatic 4 
| Hydraulic me on your list as an ordinary guy 
Ram who believes in fairies. What a 





drab world this would be without 
boys and girls like Tinker Bell. 
Sir James Barrie has created a 
character that lives close to every 
honest person’s heart. What a piece 
of good fortune that he found the 
one person in the world, capable of 
making all people—of all ages—feel 
and understand the magic of Peter 
Pan. You may not live to be over 
100 . . . but that idea will live for- 

And ... I got an answer, 
perhaps dictated to her manager. 
It read, “Many thanks for your 
understanding,” signed Peter 
Pan. 

Maude Adams was born in Salt 
Lake City Nov. 11, 1872. Her 
parents were James and Annie 
Adams .Kiskadden. Her mother 
used her maiden name as the lead- 
ing woman in a stock company. 
Maude Adams never married. She 
was not a Catholic, but after her 
first retirement she gave her 300- 
acre estate at Lake Ronkonkoma, 
L. I., to the Roman Catholic Sister- 
hood of Our Lady of Cenacle. 

She made the gift out of a deep- 
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Low-level 
ae Loading cnarogend comeer seated and continuing gratitude, 
Ho = one s ne because of the memory of having 
” Cupasilice wee found a haven and restoration with 





the nuns at a convent in Tours, 
France. 


Iowa Truck Law 
Halted by Judge 

DES MOINES. —The State of 
Iowa has been enjoined temporarily 
from enforcing a new truck and 
bus regulatory law passed by the 
1953 legislature. 

Federal Judge William F. Riley, 
Des Moines, granted Dohrn Trans- 
fer Co., Rock Island, Ill, a stay 
order pending a hearing Aug. 3 on 
its petition challenging the consti- 
tutionality of the new act. 

The law Dohrn Transfer opposes 
became effective July 4. It requires 
that a truck or bus firm hauling 
freight or passengers between Iowa 
points shall be subject to Iowa 
truck and bus taxes and regula- 


tions of the Iowa State Commerce 
Commission. 






GAR WOOD 
=. es 


INDUSTRIES Gar Wood Industries, Inc. 
36107 Main St., Wayne, Mich. 


GAR WOOD INDUSTRIES, INC. Attn. Customer Service Dept. 


WAYNE, MICHIGAN t selling the new, 1953 


e complete information abou 


end m - 
Please s community. 


Gar Wood LOAD-PACKER in my © 


———_— 


——— SS 





Fill out and mail this coupon now for complete 
facts about how you can profit by selling the new, 
1953 Gar Wood LOAD-PACKER. 
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Pittsburgh Dealers Initiate Telecast— 


“Sportsman's Club" is the name of a television show inaugurated by the Metropolitan 
Pontiac Dealers of Pittsburgh. Shown (from left) are John Sacco, of Ingram Garage, 
Ingram, Pa.; S. Alpern, of Downtown Motors of Pittsburgh, Inc.; Arthur Rosewell, sports 
announcer, and George Sisler, of the Pirates. The boy player in the foreground is 
Wilmer Lucas, grand-nephew of the big-league baseball pitcher, Red Lucas. The 
show is being televised every Saturday at 6 p. m. over WDTV. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








Dealer 


Utzinger Chevrolet Co. (Chevro- 
let - Oldsmobile - Cadillac), Rock 
Springs, Wyo., has let a contract 
for a new 16,000-square-foot build- 
ing. 

R. L. Utzinger, owner, said the 
building will be built of concrete 
block and faced with light gold 
Roman brick and redwood plank. 
The 27-year-old firm expects the 
new building to be completed by 
Nov. 15. 





lowa Kaiser Dealership 


Adds Willys to Line 


Johnson K-F Motor Co., Fort 
Dodge, Ia. has assumed the 
dealership for Willys along with 
its Kaiser line. 

* * 


Oldtime Dance 
Oshkosh Dealer Gives Out 


Costume Prize 
Dahl Motors of Oshkosh, Inc. 
(Ford), Oshkosh, Wis., recently 
gave an oldtime dance on its used- 
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Doings 


car lot, with 500 persons attending. 

Refreshments were served and 
several prizes were given away, 
|the main one being a $50 defense 
|bond awarded to the couple 
|dressed in custumes deemed most 
appropriate to the era of 50 years 


ago. 
+ ° 


North Grand Ford Opens 


$150,000 Truck Building 


North Grand Ford, Inc., Chi- 
cago, has opened a new truck 
building at 4301 Grand Ave. The 
| new center represents an in- 
vestment of $150,000 and covers 
more than 20,000 square feet, ac- 
cording to Milt Ratner, president. 


The dealership recently re- 
ceived its third consecutive Ford 
Four-Letter Award for outstand- 
ing operation. The award was 
made by A. H. Jacobson, assist- 
ant district sales manager. 


* * * 


Jones Bros. Plant Burns 


Fire has destroyed the buildings 
of Jones Bros. Motor Co. (Pack- 








IT DOES THESE JOBS—AND MORE! 


Accounts Receivable Ledgers 


and Statements * New-Car Deposits 
Monthly Financial Statement 
General Ledger * Payroll 

Accounts Payable * Age Analysis 
. Revenue Distribution 


A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 
a Sensimatic will do. 


Hoek thw 





No other accounting machine is so universally useful— 


can do so many accounting jobs with such speed, 
such ease .. . at such a saving! 


There’s practically no limit to the number of accounting 
problems your Sensimatic can solve! Its most 
remarkable feature—the sensing panel or “mechanical 
brain”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 


effort . .. make it simple to learn, easy to use! 


Why not see for yourself how much more Sensimatic 
accounting machines can do for you? Simply 


call the Burroughs branch office listed in the yellow 
pages of the telephone book. Burroughs Corporation, 


WHEREVER THERE'S BUSINESS THERE'S 


Detroit 32, Michigan. 






Now there ate ive ! 


Sensimatic 500 with 19 totals 
Sensimatic 400 with 9 totals 
Sensimatic 300 with 1] totals 
Sensimatic 200 with 5 totals 


Sensimatic 100 with 2 totals 





ard-Willys), Gilmer, Tex. No esti- 
| mate of loss was available. 
- * + 


Louisville BBB Reelects 


| Dishman as President 

J. A. Dishman, president of 
Tri-City Oldsmobile Co., Louis- 
| ville, has been reelected president 
of the Better Business Bureau 
of Louisville. 

At the election meeting, Leo A. 
Meagher, managing director said 
the bureau receives more com- 
plaints regarding used-car mat- 
ters than any one other item. 
Meagher held that the fault is 
often due to an unscrupulous 
salesman who exaggerates the 
merits of a used car in his sales 
pitch. 


25 GM Years 
North Carolina Dealership 


Marks Anniversary 


Motor Sales Co., Inc., of Hender- 
son, N. C., is celebrating its 25th 
anniversary as a General Motors 
dealership. 

Motor Sales began in 1928 with a 
Pontiac franchise. Oldsmobile was 
added in 1932 and Cadillac in 1935. 
The organization has 21 employes 
with a combined service record of 
193 years. President of the firm is 
L. E. Turner. 

« e * 


Springfield U. C. Lot 


Springfield Lincoln-Mercury Sales 
has opened a used-car lot at 583 
State St., Springfield, Mass. Jerome 
D. Savaria, used-car sales man- 
ager, said the move was necessi- 
tated by a marked increase in 
business during the past year. 

* * a” 


Ham Heads Hudson Deal 


William R. Ham has been elected 
president and general manager of 
Ken Lancaster, Inc. (Hudson), 987 
Union, Memphis, succeeding Ken 
Lancaster, who resigned to join 
the Hull-Dobbs-Oakley Supervision 
Service. Ham has been associated 
with Hudson dealerships in Mem- 
phis for more than 20 years. 


Straight Shooter 


Biagini Is Skeet Champion 
Of California 

Emile Biagini, of B & H Motors 
(DeSoto-Plymouth), San Francisco, 
has proof that he’s a straight 
shooter. 

He won the California state 
grand championship in a_ skeet 
shoot held at Fresno with a score 
|of 294x300. The victory qualified 
|him for the Grand National Skeet 


| Tournament in Reno. 
z * m 








Greater Dallas Purchases 


| Charlotte Dealership 
| Greater Dallas Motors (Lincoln- 


| Mercury), Dallas, has acquired the 
| Lincoln-Mercury outlet in Char- 
lotte, N. C., according to Clifton B. 
Peck, general manager for Greater 
Dallas. 

Dell Wilson, sales manager for 
the Dallas dealership, has been 
transferred to Charlotte as general 
manager. Bob Long, assistant sales 
manager, will succeed Wilson. 

* * * 


Grand Opening at Govans 


Govans Service Center (Chevro- 
let), Baltimore, held a grand open- 
jing for its enlarged service facili- 


| ties. Clarence D. Grant is president. 
* * * 


New Paetzhold Lot 


Bill and Al Paetzhold, of Paetz- 
|hold Motor Co., Portland, Ore., 
|have announced the opening of a 
second used-car lot at 1734 Sandy 


| Blvd. Earl Tommey is manager. 
} a ” * 


3 Cleveland Dealers Win 
Ford’s Four-Letter Award 


| Three Cleveland area dealerships 
| have received Ford Motor Co.’s 
Four-Letter Award for their 1952 
operations. Presented with the 
honors were Markad Motors 
Robert Lee, Inc., and Birkett L 
Williams. 


* * * 


Dunns Get Kaiser 


| Harvey V. and W. Elmer Dunn 
have opened a Kaiser dealership a 
951 E. Twenty-first, Salt Lake City 
}under the name of Dunn Auto Co 
The brothers previously had oper- 
ated Dunn’s Auto Clinic, a service 
center and distributorship for Cros- 
‘ley and foreign cars. 
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(-n the Financial Front... 





Short Totals Increase 
On Some Auto Issues 


@ HORT interest increased sharply 
7 on the New York Stock Ex- 
change during the reporting period 
ended July 15, although auto issues 
were less affected than most other 
categories. 

Short, or bearish, interest 
actually declined on General 
Motors, Packard and Studebaker 
shares. It gained on Chrysler, 
Hudson, Nash and Willys. 

The short activity, in general, 
followed a total dip of 70,000 shares 
on the market during the preceding 
month. 

* * a 
IGGEST jump in short interest 
was noted in Chrysler shares. 
On June 15, the total shares in 
short position were 23,553. 
On July 15, the total had 


LOF ’s Earnings 
Hit $8,594,594 


Net earnings of $8,594,594, equal 
to $1.66 a share, for the first six 
months of 1953 have been reported 
by Libbey-Owens-Ford Glass Co. 
“as a result of continuing high level 
of sales which gave the company 
a new record volume so far this 
year.” Earnings compare with $7,- 
458,068, equal to $1.45 a share, in 
the corresponding period of last 
year, the Toledo firm said. 

Directors have declared a di- 
vidend of 50 cents a share payable 
Sept. 10 to holders of record Aug. 
28. 





* ® * 
Allegheny Ludlum Sales 


Hit Record $134 Million 


Allegheny Ludlum Steel Corp. has 
reported record sales of $134,319,368 
for the first half of the year, com- 
pared to the previous record of 
$116,666,494 for the first half of 
1951. 

Earnings per common share 
amounted to $2.46 for the first six 
months, compared to $1.33 for the 
same period in 1952. Sales and earn- 
ings in 1952 were affected by a 
strike. ‘ 

= = 


Auto and Aircraft Firms 


Borrow More Money 


Companies in the automotive and 
aircraft parts fields obtained nearly 
three times as much money from 
institutional lenders last year as in 
the year before, according to “The 
1953 Yearbook of Private Place- 
ment Financing.” 

The book is published by E. V. 
Hale & Co., Chicago private place- 
ment specialists. Eighteen compa- 
nies obtained financing amounting 
to $203,866,000 in 1952 as compared 
to $74,973,000 in 1951, the firm re- 
ported. 


. ae 


Weary Victor— 


A tired but happy Dick Rathman perches 
atop his Hudson Hornet after defeating 
a field of 35 American and foreign stock 
cars in a 200-mile race at Langhorne, Pa. 
Rathman’s stock Hornet took the checkered 
flag with almost a three-mile lead over 
the second-place Dodge driven by Lee 
Petty. 











climbed to 27,465. Willys shorts, 

at 10,150 June 15, rose to to 12,- 

275 on July 15. Nash rose from 

7,490 to 8,860 and Hudson from 

10,834 to 11,305. 

The GM shorts declined from 
54,979 on June 15 to 45,236 a month 
later. Packard was down from 8,831 
to 8,150 and Studebaker dropped 
from 28,711 to 27,849. 

Kaiser shares, traded on the 
American Stock Exchange, were 
not covered in the report. 

* 2 ” 


Hastings Mfg. Earnings 


Decline in First Half 


Net earnings of Hastings Mfg. 
Co. in the six months ended June 
30, 1953, were $122,625 after income 
tax provisions, compared with $196,- 
387 in the corresponding first half 
of 1952, President A. E. Johnson 
has reported. 

The 1953 half-year earnings were 









CURTIS PNEUMATIC MACHINERY DIVISION 
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equal to 11.6 cents a share on 1,- 
055,700 shares of common stock 
outstanding, as against 18.6 cents 
a share on the same 
shares in the first half of 1952. 


Houdaille-Hershey Net Up 
To $2.07 Per Share 


Sales of Houdaille-Hershey Corp. | 


and its subsidiary companies for 
six months ended June 30 amounted 


to $49,399,308, the company has re- | 


ported. 
Net income after taxes was $1,- 
836,081, or $2.07 per share on the 
785,000 common shares. Earnings 
for the same period of 1952 were 
$1.09 per share. 
* 


* * 


Reo Profit for First Half 
Reported at $1,660,226 


Reo Motors, Inc., reports for the 
six months ended June 30 a net 
profit of $1,660,226, after taxes. 

This compares with net earnings 
of $1,920,999 for the first six months 
of 1952. Sales and other income 
totaled $77,093,370, against $79,- 
055,682 for the same period of 1952. 

- * * 


American Airlines 


American Airlines, Inc., has re- 
ported a net profit after taxes of 


number of | 











|De Weese Joins Packard— 


Checking his new Packard franchise is 


|B. D. De Weese (left), owner of DeWeese 
| Packard Co., Pine Bluff, Ark. With him is 
| Bob Price, 


district manager. De Weese 
has been in the aviation business since 
1929. 


$6,658,000 for the six months ended 
June 30, 1953. Profit for the same 
six months of 1952 was $5,099,000. 
Profit per share of common stock 
was 92 cents for the first six 
months of 1953, compared with 68 
cents for 1952. 


* * * 


National Automotive Fibres 


J. R. Millar, board chairman of 
National Automotive Fibres, Inc., 
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Detroit, has reported that the com- 
pany’s consolidated net profit for 
|the six months ended June 30 
;}amounted to $2,093,921 after pro- 
| vision of $2,710,876 for Federal in- 
|come taxes. This compares with a 
|net profit of $986,386, after tax pro- 
| vision of $1,085,101, for the first 
|half of 1952. 
* * as 


Towmotor 


Net earnings of $494,197 in the 
first six months have been an- 
nounced by Towmotor Corp., Cleve- 
land, producer of lift trucks and 
industrial tractors. The _ profit, 
which is equal to $1.57 per common 
share, shows a gain over the $401,- 
938, or $1.28 per share, earned in 
the second half of last year, but is 
below the profit of $729,625, or $2.31 
per share, in the first half of 1952. 


Bryan Packard Celebrates 
30 Years as Ford Dealer 


Bryan Packard Motor Co. (Ford), 
Wellington, Kans., held an open 
house last week to climax its 30th 
anniversary celebration. 


Packard announced during the 
celebration that his two sons, Paul 
and Gerald, have become partners 
in the firm. 





q@suumtis 


AUTOMOTIVE SERVICE EQUIPMENT 


MAKES YOUR WORK EASIER... 
Backed by 99 years of '‘Know How’”’ 


Call your CURTIS Jobber... or mail 
this coupon for information: 


of Curtis Manufacturing Company (Since 1854) 


1976 Kienlen Avenue « 


St. Lovis 20, Missouri 


Tank Mounted Air Compressors 


1/4 H.P. to 15 H.P. 


@ Up to 78 cubic feet per minute 


@ Either single stage or two stage 


@ Timken bearings @ Self oiling 


@ Precision built @ Designed for accessibility 


@ A.S.M.E. tank for 200 pounds 


@ Automatic start and stop or for continuous operation 


Also base mounted up to 300 cubic feet 


@ No long deep pit needed—saves on installation cost 


@ 60” wheel base; handles all cars 


@ 72” plunger travel @ Plenty head and elbow room 


@ Deep front yoke for maximum 


accessibility 


@ Flush with floor when in lowered position 


300 Ib. pressure 


Brass-lined cylinders 
Quiet in operation 


Precision built 


Also Single-Post rotating lifts and Two-Post truck and bus lifts 


High Pressure Hydraulic Car Washer 


Self-oiling pump @ Designed for accessibility 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue, St. Lovis 20, Missouri 


| am interested in items checked: 


PE ARE ys Materia 


Street 
City 


r 
| | 
| | 
| | 
! | 
| | 
| (AIR COMPRESSORS (7) AUTO LIFTS (Single-Post) {_] Two-Post | 
| ([] POWER CAR WASHERS | 
| | 
| | 
| | 
| | 
| I 
| | 
| I 
L 


Zone State 
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Comparisons in Seven States. . . 


How Maker Licensing Acts Differ 


By Bob Lienert 
Staff Writer 
COMPARISON of dealer-manu- 
facturer licensing laws in the 
seven states which have such legis- 
lation shows that the newest law 


Oklahoma’'s—is by far the most in- 
clusive. 
In many respects, the laws are 


quite similar in the six other states. 
Those states are Florida, Nebraska, 
Rhode Island, South Dakota, Vir- 
ginia and Wisconsin. 

In all cases, the law provides 
for the licensing of auto manu- 
facturers, factory branches and 
distributors and their agents, as 
well as dealers. In some cases, 
salesmen also are licensed. 

The theory behind a license law 
is generally this, as expressed by 
the Oklahoma Legislature: “ .. 
The distribution and sale of motor 
vehicles vitally affects the 


to regulate and to license motor 
vehicle manufacturers, distributors 
and dealers doing business in 
Oklahoma, in order to prevent 
frauds, impositions and other 
abuses upon its citizens.” 


‘ oe 8 


OST of the laws have re- 
strictive 
be 


broadly 


sections which may 
classified along three 





Car Theft Ring 
Broken Up in Ky. 


general economy of the State and | 
the public interest and the public | 


welfare, and. . 
mote the public interest and the 
public welfare . . 





Federal-Mogul Service 


(Division of Federal-Mogul Corporotion) DETROIT 13, 


ME ASK YOUR FEDERAL-MOGUL JOBBER! 


. in order to pro-| 


it is necessary | 


LOUISVILLE.—Indictments have 
been handed down against several 
suspects in connection with a $200,- 
000 auto theft ring that has been 
operating in Jefferson County for 
at least five years. 

Among those charged with know- 
ingly receiving stolen property were 
William Douglas Jones; Sidney R. 
Perryman; Ear] Bruce; Preston 
Leatherman; Lea Leatherman; 
Thomas Edgar Tyler, and George 
Swartz. 


lines: Those affecting dealers, those 
applying to manufacturers and 
their local agents, and those re- 
ferring to everybody engaged in the 
wholesale and retail auto business 

In the following check list, each 
type of restrictive clause is para- 
phrased from the original acts. A 
list of the states which embody 
that particular point in their 
licensing and regulatory legislation 
is added 

APPLYING TO ALL PARTIES 

License may be denied, revoked 
or suspended: 

If applicant or licensee is 
proved unfit. (Florida, Oklahoma, 
Rhode Island and Wisconsin). 

If there is a materia] misstate- 
ment in application. (Florida, Ne- 
braska, Oklahoma, Rhode Island, 
Virginia and Wisconsin.) 

For willful failure to comply with 
provisions of licensing law. 
(Florida, Oklahoma, Rhode Island, 
Virginia and Wisconsin.) 

* * + 

OR any illegal act relating to 

auto business (false advertising, 


BOWER 


ROLLER BEARINGS 











Miami Takes Notice— 


Packard Miami Co., Miomi, Fic., recently 
took 100 youngsters out to the theater. By 
the time the parade of 20 Packards got 
through the city amid ‘the how! of escort- 
ing police sirens, just about everybody 
knew what wos going on. 





dealing in stolen goods, fraudulent 
sales or repossessions). (Florida, 
Nebraska, Oklahoma, Rhode Island, 
Virginia and Wisconsin.) 

For unethical business practices. 
(Virginia and Wisconsin.) 

APPLYING TO DEALERS 

License may be revoked or sus- 
pended: 

For willful failure to perform any 


ower tapered roller bearings are Spher-O-Honed .. . 


honed raceways, with contours matching the roll ends 


for better load distribution and quieter operation. 


Bower’s higher flange means a bigger oil groove 


positive lubrication. Install Bower, and you install 


dependability! 


MICH. 


Pe a 


Ta 


Sepy\c® 





ito the buyer's 


| bond required. 


written agreement with a retail 
buyer. (Nebraska and Wisconsin.) 

For willfully defrauding any buyer 
damage. (Nebraska, 
Virginia and Wisconsin.) 

For failure to furnish or re- 
fusal to furnish and maintain any 
(Nebraska, $2,500 

bond, and Wisconsin, $5,000 to 
$15,000 bond.) 

In addition, Virginia may revoke 
or suspend a license if the dealer 
does not have an established place 
of business, or if he sells a new car 


without a franchise 


Wisconsin may suspend or revoke 
a license if the dealer files a 
fraudulent income-tax return 
charges interest in excess of 15 
percent a year, sells an installment 
contract to an unlicensed finance 
company or violates any law on 
the sale or financing of cars. 
” > = 
.  . may suspend or re- 
voke a license, if the dealer 
fails to maintain the qualifications 
of licensing or if there is a change 
in his condition; if he continually 


jor flagrantly violates rules of the 


regulatory commission; if he re- 
quires a buyer to purchase accesso- 


{ries not desired or requested, or if 


he represents and sells as new a 
used car. 

APPLYING TO 
MANUFACTURERS, FACTORY 
BRANCHES, AGENTS, ETC. 

License may be revoked or sus- 
pended: 

For forcing or attempting to force 
a dealer to take delivery of vehicles, 
parts, accessories or other commod- 
ities not ordered. (Florida, Ne- 
braska, Oklahoma, Rhode Island, 
South Dakota, Virginia and Wis- 
consin.) 

For forcing or attempting to 
force the dealer into any agree- 
ment unfair to him by threaten- 

ing to cancel a franchise. 
(Florida, Nebraska, Oklahoma, 
Rhode Island, South Dakota, Vir- 
ginia and Wisconsin.) 

For threatening to cancel or can- 
celling unfairly, without due regard 
for the dealer’s equities, or without 
just provocation, a _ dealer’s 
franchise. (Florida, Nebraska, Okla- 
homa, Rhode Island, South Dakota, 
Virginia and Wisconsin.) (Okla- 
homa and Wisconsin have the 
added provisa«:21 that failure to re- 
new a franchise without just prov- 
ocation or cause shall be deemed 
an evasion of the foregoing re- 
strictive section.) 

* * > 
Oa also provides that a 
manufacturer, factory branch, 
distributor, or their agents may 
have their license revoked or sus- 
pended if they: 

Force or attempt to force a 
dealer to take delivery of a car with 
accessories not included in the 
manufacturer’s advertised list 
price; force or attempt to force a 
dealer to order parts or commodi- 
ties for any person; refuse to de- 
liver for retail sale any vehicle ad- 
vertised for immediate delivery 
within 60 days after the order is 


|received, or refuse to let a dealer 


determine how he wants vehicles 
shipped. 

All the states with licensing laws 
provide for suspensions or revo- 
cations only after a hearing, and 
in all cases the law provides for 
appeals. 

Florida, Nebraska and Vir- 
ginia provide for state inspection 
of any licensee’s books, records 
and papers at any time. Wis- 
consin law provides that the 
licensee may be demanded to 
furnish any information regard- 
ing his business at any time. 

Individual sections of the various 
statutes not already covered include 


|the following provisions: 


In Virginia, advertisements in 
publications must show the type 
and number of the advertiser’s 
license and the dealer must post 
the license numbers of his sales- 
men. The commissioner of the Di- 
vision of Motor Vehicles is given 
general powers to prevent unfair 
methods of competition. 

* a 

N FLORIDA, the State motor 

vehicle commissioner is em- 
powered to make such rules and 
regulations as he deems necessary 
for the effective administration and 
enforcement of the licensing law. 

In Wisconsin, used cars must 
have the speedometer turned back 
to zero before resale, and the dealer 
must furnish, on request, the name 
of a used car’s previous owner. 

License fees vary from state to 


| state, but all require that the 


(See LICENSING. age 33, Col. 1) 








en 


AUTOMOTIVE NEWS, AUGUST 3, 1953 








“ay 


Steudel Honors 20-Year Employes— 
At ao dinner for employes ond their wives, Steude! Motors, Inc. (Dodge-Plymouth), 
Cieveland, celebrated the 20th year of service by Harry Dorsey (left), night manoger, 


ond Gordon Thorkelson (second from right) 


, ports monoger. Both were presented with 
cold watches by W. O. Steudel (second from left), president. E. M. Johnson (right), 


human relations consultant, was guest speoker of the evening. 


Michigan Urged to Tighten 
Reins on Truck Reports 


LANSING.—Michigan’s State 
Public Service Commission has 
been advised by State Auditor 
General John B. Martin to tighten 
up its supervision of truckers. 

Some of his recommendations, 
mainly those for the hiring of more 
auditors, would require legislative 
action to put into effect. 

Martin said his auditors found 
numerous errors in a test check of 
the mileages reported by motor 
carriers. Noting that this is the 
basis for part of their taxes, he 
said the mileage data submitted by 
the truckers should be subjected 
to more verification. 

He said there should be 1,500 
carriers audited periodically, but 
that the commission was able to 
audit only about 4 percent of the 
total annually. In 1951-52, he said, 
an audit of 117 carriers produced 
40 cases of errors, bringing the 


U. C. Guide Plans 
6-Area Coverage 


WASHINGTON.—Beginning Aug. 
1, the National Automobile Dealers 
Used Car Guide Co. will publish its 
appraisal guide service for six 
areas in place of the customary 
three, it was announced last week. 

The regular 30-day publication 
schedule will be continued and ap- 
propriate guide books under the 
new regional breakdown will be 
mailed automatically to subscribers 
for their localities, the company 
said. 


s. o 
Licensing 
(Continued from Page 32) 
proper fee be submitted along 
with the application for a license. 

Oklahoma charges $25 for a 
manufacturer, distributor, whole- 
saler, factory branch or distributor 
branch; $15 for a dealer or repre- 
sentative of a factory or distributor, 
and $5 for a salesman. 

Virginia assesses manufacturers 
$20; dealers, distributors and 
wholesalers $15; branch factories in 
the state $10, and salesmen and 
factory and distributor branches or 
their representatives $2 

= > s 

TEBRASKA charges $10 for a 
+‘ manufacturer, dealer, distribu- 
tor or wholesaler; $5 for a used-car 
dealer, and $2 for a factory repre- 
sentative or salesman. 

Wisconsin charges the dealer, 
distributor and wholesaler $10 for 
each office, branch or agent, plus $1 
for each used-car lot directly ad- 
jacent to the office or branch. It 
lets the manufacturer or factory 
branch off for $5. Salesmen and 
factory or distributor represent- 
atives pay $2. 

Florida and Rhode Island have 
a flat fee of $5 for manufacturers, 
factory branches and factory 
representatives. 

Maximum penalties among the 
seven states for proved violations 
of various sections of the licensing | 
laws range from $25 fine and 90 | 
days in jail, or both, to $10,000 fine | 
and a year in prison, or both. 


Brochure on Castings 
Wellman Bronze & Aluminum | 
Co., 611 Park Blidg., Cleveland 14, | 
has published a 20-page catalog of | 
their production facilities for a} 
broad range of aluminum, magnesi- | 
um and bronze alloy castings in 
sand, semipermanent and perma- 
net mold form. 


state $77,865 in penalties and over- 
due fees. 
Martin further recommended that 











By Grace Anderson 
Staff Correspondent 
ATLANTA. — The third consecu- 
tive week of a downward slide in 


'sales, for both new and used cars, 


has caused grave speculation 
among dealers here. 

Several predicted that there 
would be no immediate easing of 
the situation, saying it depended 
on slowing down production. 
Some expressed hope that facto- 
ries would take the situation into 


| consideration when planning °54 


production schedules. 
Used-car prices, which started to 


\fall off in April, are now 25 to 30 
ipercent off, and the market is still | 


falling, dealers reported. There is 
competition now, they declared, be- 
tween the full used-car lots and 
heavy stocks of new cars. 


The new-car dealers say that the | 
| ing revealed in want ads in the | 


slackoff is recent, but they can see 
no immediate relief for the down- 


PSC make use of a law permitting | ward trend. Sales are still available 


it to hire outside auditors and 


for those who are really out selling, 


charge the cost against the carriers.|some said, but even then, new-car 


Look at 
this lens > 


and refl 


THEY ARE THE REASON 
SIGNAL-STAT DIRECTIONAL SIGNALS 
ARE APPROVED IN ALL 48 STATES 
AND THE DISTRICT OF COLUMBIA! 


eres why: 


@ They create lamps that not only exceed 
the photometric requirements of the 
SAE but keep the lamps that way in 


actual use. 


out. 


stand up. 


They create lamps with a beamed pat- 
tern of light not otherwise obtainable. 


They create lamps with visibility at 





They create lamps which do not fade 


They create lamps that are sturdy and 


Take apart a Signal-Stat Class A—Type 1 
Lamp. Compare it with any ordinary lamp 
and you'll understand why Signal-Stat out- 
sells and outlasts all other types of Com- 
mercial Vehicle Directional Signals. 


Signal-Stat 


CORPORATION 


SIGNAL 


STAT BUILD 









Dealers Eye Production Schedules for Relief . . . 


Auto Sales Dropping in Atlanta 


volume will be sharply off at the | 


end of the month. 

One dealer handling a low-priced 
car said that his sales were lagging 
by 30 percent so far in July as com- 
pared to the same period a year 
ago. 

“Our factory does not force us 
to take cars,” said another dealer, 
“but it does want us to take our 
percentage. I believe it will be 
forced to ease production on next 
year’s models.” 

One dealer pointed to the truck 
|situation as an example of what 
|can be expected if nothing were 
|}done about high car output. 
“Profits are just beginning to 
;show up again in truck sales as 
|the effects of reduced production 


| are reflected in the showrooms,” he | 


| commented. 
Part of the dealers’ plight is be- 


local papers. One of them says: 
“This ad is worth $50 on any 

| used car from $495 up when pre- 
sented. This is no ‘comeon’—in 





Signal-Stat Class A—Type 1 


mercial vehicle. 


Neo. 8 
Double Face: 
One lens amber; 
Other lens red. 


ceed SAE requirements. Open illuminated lens 
area over 14 square inches. Complete sets 
furnished with flasher and the famous Signal- 
Stat F-700 Burnout-proof Switch. Full range of 
individual lamps and switches make it possible 
to meet the specific requirements of any com- 


No. 
Single Face 


fact, you need not tell us you 
found this ad until you make 
settlement.” 

Another dealer is offering a serv- 

ice warranty for six months or 6,000 
;}miles on all used cars, and another 
is giving a new-car guarantee on 
\“all late models.” 
| Finance companies deny reports 
that repossessions are adding cars 
to the already flooded markets, but 
they are being more careful in ac- 
|cepting used-car paper. 
One finance official said that 
| some of the companies which eased 
downpayment requirements may be 
jin trouble, but those which have 
|maintained safe business practices 
|are not repossessing an increased 
number of cars. 


Riesen and Schug Expand 

Harve Riesen and Walter Schug, 
of Main Street Filling Station, 
| (Chrysler - Plymouth), Berne, Ind., 
are constructing a new service sta- 
tion on US-27. 










Signal Lamps ex- 
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@ | Automatic Lighter Uses 


Attachment on Dash 


Seabord Steel & Plastic Corp., 548 
| West Fifty-third St., New York 19, 


||N. Y., has marketed a fully auto- | 








BATTERY CELL TESTER—Model F-20 Cell- 
Chek tests batteries without using a hy- 
drometer. Thus readings can be made 
without removing cell caps, and tests are 
possible even when battery liquid is low, 
says Allen Electric & Equipment Co., 2101- 


17 N. Pitcher St., Kalamazoo, Mich. 
7. * ®@ 





TIMING LIGHT—Model E-1225 operates 
on both six and 12-volt equipped vehicles. 


The light incorporates a specially de- 


signed relay, according to the maker, that 
will select the correct voltage when con- 
nected with the battery, thus eliminating 
the danger of wrong hookups or burned- 
out flash bulbs. Allen Electric & Equipment 
Co., 
Mich. 


2101-17 N. Pitcher St., Kalamazoo, 





Less 
. ~ THAN IT Taxes 


ARCO FOLDER—Described as a “give 


away sales helper for jobber-salesmen to 
pass out to prospects, and as a display 
for jobber showrooms." It shows sales 
peints of Arco’s color-mixing machines. 
Arco Co., 7301 Bessemer Ave., Cleveland, 
27, O. 


matic lighter which plugs into the 


| present cigar lighter attachment on | 


the dash. 


The company says all the driver 
has to do when he wants to smoke 
is to insert a cigaret and press a 
button. When the button clicks, the | 
cigaret 
smoke. 


is lighted and 





CAR WAX—Aura is claimed to clean 
and wax simultaneously in one operation. 
It is also described as protecting car 
finish from dust and dirt. Aura Chemical 
Co., 343 S$. Dearborn St., Chicago 4, Ill. 


* * * 





STOP, SIGNAL LAMPS — Warren Snap 
Seal B-70 lamps are said to be guaranteed 
for 10 years. They have a plastic lens 
bubble-tight within an aluminum alloy 
body which is also a reflector. Lenses are 
available in red, amber, green and clear 
colors. Betts Machine Co., Warren, Pa. 


* * * 


| long sandbag, whose handle and tapered 
shape are designed for proper control of 
sand flow, can be carried in the car for 
juse on icy or slippery pavements. York- 
ville Craftsmen, Guilford, Conn. 





FOR DODGE FORWARD CONTROL CHASSIS—Four sizes of this Hi-Tensile steel 


merchandiser body have been designed 


for Dodge truck chassis models B4-F-107, 


B4-D-116, B4-D-126 and B4-F-131. They are available with double quarter rear doors 
or full rear doors. Boyertown Auto Body Works, Inc., Boyertown, Pa. 


ready to| 


i oo to provide protection from rust and 





| WINTER PRECAUTION —This 20-inch- 
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| 
| 


ONE COAT LASTS A YEAR 
\ WEA THEROMETER & SALT 
ONT FADE, CHIP OR PEEL 





CHROME PROTECTOR —Chromaloc is 


| corrosion. According to the maker, it 
|brushes on easily, won't fade and is 
harmless to paint. Haldane-Blake, Inc., 


1426 W. Third St., Cleveland, O. 
* * * 





| GENERATOR SERVICER — Model E-1256 | 


|is said to contain in one unit all neces- | 


| sary instruments and tools for testing and 
overhauling of car generators and regu- 
lators. All equipment is easly accessible, 
with sufficient work area on the bench 
top, according to Allen Electric & Equip- 
ment Co., 2101-17 N. Pitcher St., Kalama- 
zoo, Mich. 








WATERPROOFING SPRAY—Acrylic 
waterproofs car and truck ignition systems 
to prevent battery leakage and spark plug 
gopping, it is said. Hardens quickly, with 
one application lasting for six months, 
according to Krylon, Inc., 2601 N. Broad 
St., Philadelphia 32, Pa. 


Wiwith detail 





NEW PRODUCTS 


Templeton, Kenly Revises 


Information on Jacks 

A revised bulletin on Simplex 
hydraulic jacks, rams and pullers 
has been issued by Templeton, 
Kenly & Co., Gardner Rd., Broad- 
view, Ill. It deals with accessories 
and attachments for 
equipment with capacities of 10 to 
100 tons. 

The firm also has published a 
new general catalog on its products 
drawings and speci- 
fications. 


i} 2d) 
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AUTO WAX—Sta-Zon is said to main- 
tain durable protection in all kinds of 
weather and to lessen oxidation. Upon 
application it hardens, leaving a trans- 
parent coating that repels water and 
seals the finish against the elements, ac- 
|cording to H-D Products Co., 813 Fifth 
Ave. South, Great Falls, Mont. 








MAP HOLDER—MapMaster pulis down 
for instant reading and pivots for reading 
|the reverse side of the map. A metal 
| plate which holds the bottom of the map 
| serves as the pull. MapMaster Mfg. Co., 
| 205 W. Nineteenth St., New York 11, N. Y. 
| * * * 





bo 
| LUGGAGE 
| plated steel 


es 


RACKS — Made of chrome- 
tubing and 


craft, Ltd., 
Hollywood 46, Calif. 
| 
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SPARK PLUG ADJUSTER — This 
gapping tool is said to work faster and 
set the gap with greater accuracy than 
others because of its spring steel gauge 


hydraulic | 


ves eerie a 


| GARAGE LIGHTING — Wascolite Sky 
domes are described as giving a natural, 
softly-diffused light which gives finishes, 
chrome and upholstery a radiance of 
daylight quality. The domes float in leak- 
proof aluminum frames that allow for 
expansion and contraction. Wasco Flash- 
ing Co., 87 Fawcett S*, Cambridge 38, 
| Mass. 












Greasing Guide 
By Chek-Chart 


Covers Trucks 


CHICAGO. — Correct service, ac- 
cording to the recommendations of 
the truck manufacturers, keynotes 
Chek-Chart’s new “Approved Lu- 
brication Guide for Trucks, Fifth 
Edition.” 


Fifty-five truck diagram pages 
and 18 tabular pages on heavy 
trucks present complete service and 
lubrication data. The guide also in- 
cludes six pages of step - by - step 
service instructions, a composite 
lubrication chart for truck cabs 
and 12 diagram charts for typical 
axle and trailing axle units. 


For the first time, the book pre- 
sents tabular listings of crankcase, 
transmission and differential ca- 
pacities and lubricant recommenda- 
tions for buses. The majority of 
such vehicles are covered by data 
}included in the new edition. 


The new edition totals 109 pages 





"| covering all 1953-model trucks as 


| well as older models. 


‘Alger Purchases 
Midway Transit 


DETROIT.—The Interstate Com- 
merce Commission has given ap- 
proval to purchase Midway 
Transit Co., Benton Harbor, Mich., 
by George G. Alger Co., of Detroit. 
Alger purchased the equipment, op- 
erating rights and other properties 
of Midway. 

The ICC notification supersedes 
temporary authority granted to Al- 
ger late in 1952 to operate Midway 
until final approval by the commis- 
sion. Midway, prior to its absorp- 
tion by Alger, had Michigan termi- 
nals at Benton Harbor, Kalamazoo, 
Battle Creek, Grand Rapids, Jack- 
son and Lansing, as well as termi- 
nals at Chicago and Gary, Ind. 

More than 120 pieces of equip- 
ment, including trucks, tractors and 
trailers, were acquired by Alger as 
a result of the purchase. Some of 
the older equipment has been re- 
placed. 


' o 
Take It Off 
Film Pertains to Wheels, 
Not G-Strings 
DETROIT.—“Take It Off” is the 
provocative title of a new techni- 
color motion picture being released 
by the United Motors Service divi- 
sion of General Motors. 
The film, however, does not tell 





chrome-plated |the life story of Gypsy Rose Lee 
stanchions to fit all metal-top cars. Coach-|and will have no trouble from the 
9017 Santa Monica Bivd.,| censor. The title refers to automo- 


| bile wheels. 
The scene is laid in a typical 
service station and is complete with 
a pretty girl and love interest, but 


|| it tells the story and points up the 


importance of watching and check- 


||ing customer’s brakes, brake fluid 


and brake cylinders. 


The film will be shown to United 
Motors distributors and the person- 
nel of their accounts. 


spork-/| Rubber Engineer Firm 


Marks 25th Year 
DETROIT.—The H. A. King Co., 


wheel. It automatically sets all standard|an engineering service for auto- 
gaps from .022 to .040 inches. Clark-| motive rubber parts, is celebrating 


Feather Mfg. Co., Fort Morgan, Colo. 


its 25th anniversary. 
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| $1,405", '50 Custom (8) 2-dr., $675; 4- 
| dr., $815; $73 9 conv., $730; Custo 
Market Trend as ro E $635, , Pe WE y VARA Aug. 1953 July June 
Wholesale used-car prices continued downward last week, according | HUDSON—50 Commodore (8) 4-dr., $810 $935 $949 $988 Model (to Date) 1953 1953 
to Automotive News’ index. The overall average price dropped $14 to | 3° Super (6) fdr. $699. “48 Super (6) 1953 $2,188 $2,181 $2,257 
stand at $935, with all of the losses occurring on the older cars, KAISER—'51 2-dr., $935; Henry J 2-ar., 1952 aaa 1,563 1,596 
Gains were shown as follows: '53s, up $7; '52s, up $8; "51s, up $19, |, Sic), {9 t:dr S18 is gee oe as61 1,126 1,107 1,169 
while ’47s remained unchanged. re a ee eee ee ss aa a a oa 
Losses were registered as follows: $8 for ’50s and °48s; $7 for ’46s, | MERCURY——'53 4-dr.. $2,800". '51 4-dr., 1948 485 9: : 
and $4 for ’49 _ $1,300 50 4-dr $1,000 49 4-dr.. $710 ¢ 5 49: 505 
an S. NASH—'51 Rambler country club, $975; 1947 373 373 415 
Activity at the auctions appeared improved, however, as the sales —— $870. ‘46 (600) club 1946 305 312 316 
‘ Overall oe ea 


ratio of cars sold to those offered rose from 63 percent a week ago to | oLDSMOBILE—’5 
67 percent last week. At eight representative auctions last week, 1,198 
cars were sold from 1,795 offerings. At the same auctions a week earlier, 


1,185 cars were sold from 1,867 offerings. dr., $760 d del ied Sevte in Aud ti N 
. ; a . ‘ K & ‘ ‘ C odels, carr re y 28.) 
Prices marked with an * indicate a unit equipped with an automatic - oe — 4-dr $1,400*. °50 m mo 8, Carrie requiarty im utomotive News. 
transmission or overdrive, and (ps) indicates power steering. PLYMOUTH_’53 Belvedere, $2.010*, °51 
; Cambridge club coupe, $910. '50 Deluxe| but still no market for rough offerings. , $775. '48 FM 4-dr., $500. ‘47 FM 4-dr., 
DENVER CADILLAC—'53 (62) club coupe, $4,200*. club coupe, $855. '49 Deluxe club coupe, | Sold 104 cars out of 133 offerings.) $550. "46 SM 4-dr., $355; FM 4-dr., $200 
9 ‘52 (62) club coupe, $3,510*. '51 coupe! $695: conv., $850. BUICK—’51 Special 4-dr., $1,260. '50 Su- "42 SM 2-dr., $195. 

_ (Denver Auto Auction. Sale every Tues- deVille, $3,060*. '50 (62) club coupe, $2,- | PONTIAC—'53 Catalina, $2,600*. '52 Chief- per Riviera sedan, $1,200*; Special 4-dr.. | CHRYSLER—’'48 Windsor 4-dr., $450*, NY 
day and Thursday. Prices are for sale of | 425°. tain (8) 4-dr., $1,400. '51 Chieftain (8) | $1.000*; 2-dr., $850. '49 RM conv., $955*. 4-dr., $420; Royal 4-dr., $405. 42 Town 

July 21.) CHEV ROLET 53 (150) 2-dr., $1,595; conv., $1,455*. ‘50 SL (8) 2-dr., $1,000*. '47 Super conv., $500. '40 Special 4-dr.,| & Country station wagon. $335 % 
(Prices slightly higher—more cars sold (210) 4-dr., $1,625, '52 SL Deluxe 2-dr., 49 SL (8) 4-dr., $605. $110. | DeSOTO—'50 Deluxe club’ coupe, $870*; 
from same number of offerings. Sold 119 $1,050; club coupe, $1,320; 4-dr.. $1,- STUDEBAKER—'52 %-ton pickup. $680. | CADILLAC—'51 (62) conv., $2.500*. *50| Custom 4-dr., $800. °47 Custom 4-dr.. 
cars out of 181 offerings.) 405°; $1,175; SL Special 2-dr.. $1,165. ’51 Commander (8) conv., $855. '50| (61) 4-dr., $2,140*. ‘41 4-dr., $400. | $900. ‘ E 
BUICK — '53 RM Riviera 2-dr., $2,940*; 51 SL Deluxe 2-dr., $920; club coupe,| Champion 4-dr., $790. '49 Commander | CHEVROLET—'52 FL Deluxe 2-dr., $1,250; | DODGE—’51 Meadowbrook 4-dr., $990. '46 
Super Riviera 2-dr., $2,620*; RM 4-dr., $1,160. ’50 SL Deluxe 2-dr., $620; club/ 4-dr., $625. FL Deluxe 4-dr., $1,230*. ‘51 Bel Air,| Custom 4-dr., 2 at $360. '42 club coupe 
$2,565. '51 RM 4-dr., $1,220*. '50 Special cate. ore 49 SL Deluxe 2-dr., $730; | | $1,325*%; SL Deluxe 4-dr., $1,065*; 2-dr., | $130. 5 
2-dr., $705; 4-dr., $685. veaepaaé tae ia - - | . |S $1,100*, $955*. °50 FL Deluxe 4-dr., $975; | FORD—’52 Main (8) 2-dr., $1,380. '51 Vic- 
CADILLAC—’53 (62) club coupe, $4,260*, CHRYSLER— 50 Windsor 4-dr., $995". °49 EBENSBURG, PA. 2-dr., $900; FL Special 2-dr., $895, $775; toria, $1,200*. ‘50 Slee (R) gh 
$4,025*. °52 (62) 4-dr., $3.320*. "51 (62) Windsor club coupe. $845. | ‘(Ebensburg Auto Auction. Sale every SL Deluxe 4-dr., $930; sedan delivery,| $S800*; %-ton pickup, $510. '49 Custom 
coupe deVille, $3,065; 4-dr., $2,300*. ’50 DeSOTO—’'51 conv., $1,130*. 50 conv., $1,- | Thursday. Prices are for sale of July 23.)| $685. '49 FL Deluxe 2-dr., $780; FL Spe- (8S) 4-dr., $640; 2-dr. $700 $660; “club 

000*; Custom club coupe, $970. | (Prices up again on clean merchandise, cial 2-dr., $525; SL Deluxe 4-dr., $815, (Continued on Page 36. Col. 2) 


(61) 4-dr., $2,170*. "48 (62) 4-dr., $1,- 
165°. 

CHEVROLET — '53 Bel Air 4-dr., $2,380*; 
(210) conv., $1,915; %-ton pickup, $1,- 
305, $1,300; %-ton pickup, $1,290. ‘52 
SL Deluxe 4-dr., $1,340, $1,170. '51 SL 
Deluxe 4-dr., $1,090, $930. ‘50 station 
wagon, $1,115, $935. '47 SM 4-dr., $460 

CHRYSLER—’53 NY club coupe, $2.750*; 
Windsor 4-dr., $2,300*. ‘52 Windsor 
4-dr., $1,695*. 

DeSOTO—’49 Custom conv., $875. 

DODGE—’53 Meadowbrook 4-dr., $1,970*. 
"51 %-ton pickup, $500. ‘49 Meadow- 
brook 4-dr., $680. 

FORD — '53 Victoria, $2,210*%, $2,195*; 
Ranch Wagon, $2,150*; Custom (8) 2-dr., 
$2,.030*; %-ton pickup. $1,600; Main (6) 
business coupe, $1,525. °52 Custom (8) 
club coupe, $1,635*; Courier, $1,180. '51 
Country Squire, $1,415*. '50 Deluxe (6) 
2-dr., $575. ’°49 Custom (6) club coupe, 
$685; station wagon, $680; club coupe, 
$615. 

HUDSON — ’51 Hornet 4-dr., $1,120. °49 
Super (6) 4-dr., $540. 

KAISER—’51 4-dr., $730. 

LINCOLN—’'50 Cosmopolitan 4-dr., $915. 

MERCURY — '53 Monterey, $2.630*; 4-dr., 
$2,130. '52 2-dr., $2.000*. '51 Monterey, 
$1,480*; 4-dr., $1,270*, $1,135. '50 4-dr., 
$1,145. °48 station wagon, $460. 

NASH—’53 Ambassador 4-dr., $2,305*. "50 
Statesman sedan, $620. 

OLDSMOBILE—’53 (98) Holiday, $3,220*; 
(88) Holiday, $3,120*; Super (88) 4-dr 
$2.650*; Detuxe (88) 2-dr., $2,380*. °52 
(98) 4-dr., $1,905*. "51 (98) Holiday, $1,- 
535°. '50 (98) 4-dr., $1,155*. 

PACKARD—’53 Clipper, $2,180*. 

PLYMOUTH — '53 Savoy, $2,210*; Belve- 
dere, $2,000*; Suburban, $1.975, $1,970; 
Cambridge 4-dr., $1,595, $1,580, $1,565 
’52 Suburban, $1,520. 

PONTIAC—’53 Catalina, $2,560*; Chieftain 
(8) 4-dr., $2,450*. °51 Chieftain (8) 
2-dr., $1.175*; 4-dr., $1,150*, $1,135°, 
$1,055; SL (6) 4-dr., $980. ’50 Chieftain 
(8) club coupe, $775; 4-dr. 765. '49 
SL (8) 4-dr., $510. 

WILLYS — '53 %-ton pickup, $1,535. '49 
Jeep, $575; %4-ton pickup, $305. °48 Jeep. 


$440. 
DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of July 17.) 

(Action good on clean cars. Sold 174 
cars out of 243 offerings.) 

BUICK—’52 RM sedan, $2,050*. '51 Super 
conv., $1,610; RM sedan, $1,330*; Super 
sedan, $1,390*. ’50 Special sedan, $715. 

CADILLAC—’'53 coupe deVille, $4,845*. °51 
(62) sedan, $2,550*, $2,400*; conv., $2.- 
709: club coupe, $2,790*. ’50 (62) sedan 
$1,980*. 

CHEVROLET—’53 Bel Air club coupe, $2,- 
385; (210) sedan, $1,670, $1,800, $1,850; 
Handyman, $2,100*. '52 SL Deluxe sedan, 
$1,195, $1,250, $1.275. °51 SL Deluxe 
sedan, $1,095, $1,130, $1,100, $1,095. °50 
SL Deluxe sedan, $875. 

CHRYSLER — ’51 Saratoga sedan, $1,405; 
NY sedan, $1,530. 

DeSOTO—’51 Sportsman, $1,350*. °47 Cus- 
tom sedan. $225. 

DODGE "52 Wayfarer sedan, $970. °5% 
Wayfarer sedan, $845; Coronet sedan, 
$900. 

FORD—'53 Custom (8) sedan, $1,890. °52 











Used-Car Auction Prices 


Custom (8) sedan, $1,485*. °51 Custom | 


(8) sedan, $1,120*. '50 Crestline, $910; 
Custom (8) sedan, $840, $745, $770; De- 
luxe (6) sedan, $630. ‘49 Custom (8) 
sedan, $550, $630. 
HUDSON—’'51 PM sedan, $925. 
KAISER—’51 sedan, $790; Henry J, $695 
‘50 Traveler, $410. 





MERCURY—’51 sedan, $1,420*. °50 sedan. | 
$890. °49 sedan, $705. '47 station wagon, | 


$260. 

NASH — ’53 Rambler country club, $1,850. 
’51 Rambler conv., $810, $750. '50 (600) 
sedan, $635. 

OLDSMOBILE—’53 (98) sedan, $2,870*, 
$2,915*, $3,375* (ps). ’°52 (98) Holiday, 


$2,530*; (88) Holiday, $1,815*. °51 (88) | 


sedan, $1,440*; (98) sedan, $1,325*. 
PACKARD—’51 (300) sedan, $1,445". 
PLYMOUTH—'53 Cranbrook sedan, $1,575 
‘52 Cambridge sedan, $1,015, $1,050, $1,- 
145; Belvedere, $1,435, $1,175. °51 Sub- 
urban, $1,245; Cranbrook conv., $1.100 
PONTIAC — '53 Chieftain (8) conv., $2.- 
475*. ‘52 Chieftain (8) sedan, $1,480* 


'51 Chieftain (8) sedan, $1,265*. °'50/| 


Chieftain (8) sedan, $985. 
STUDEBAKER—’53 Champion club coupe, 
$1,695. '51 Commander (8) sedan, $905. 

WILLYS—'50 station wagon, $705. 
MISCELLANEOUS — '52 Hillman Minx 
$770. 


OAKLAND, CALIF. 


‘Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of July 22.) 
BUICK—'51 Special conv., $1,370. 50 Su- 

per 2-dr., $940*; Special 4-dr., $800; RM 

4-dr., $1,035*; 2-dr., $1,150*. "49 RM 2- 

dr., $640. '47 RM 2-dr., $445. °46 RM 2- 

dr., $225. 
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| DODGE—'51 Wayfarer 2-dr., $900; busi- | 
ness coupe, $715. "48 Custom 4-dr., $485. 
FORD—’'53 Main (8) 2-dr., $1,680. ‘52 
| Custom (8) 4-dr $1,240; 2-dr., $1,205, 
$1,255* Victoria $1,S05* "51 Custom 
(8) 4-dr., $1,005*; 2-dr., $1,100"; conv., 





rage Used-Car Prices 


(Compiled by Automotive News) 














3 Super (88) 2-dr., $2.,- 
695*. '52 (98) 4-dr.. $2,055*. °51 (98) 
Holiday, $2,035*; «(S8) 2-dr., $1,140*. °50 
(88) 4-dr $1,190*, $1,195*. ‘49 (88) 2- 


July June 





Average $ 935 $ 949 §$ 988 


(The above figures are averages of used-car auction prices, all makes 



















MIDLAND Lasas Aca 


with New Improved Diaphragm Type 


MIDLAND 
VACUUM 
Y-POWER A 





CHECK THESE ADVANTAGES OVER OTHER TYPES | <'@7..))| Those Who Know 
OF VACUUM-OVER-HYDRAULIC POWER UNITS | = W° = cuoose mipiar 


< S CHOOSE MIDLAND 
=. ‘ 
Requires no lubrication — therefore per- 
formance characteristics do not change with 
MIDLAND Diaphragm Type 


extremely low or high temperatures N 
Absolutely air tight at all times and in any © Being ar uae = i = 


position of its stroke. ~ Delivered § . year’s use on hundreds of thou- 
Friction losses reduced to the minimum. Truck sands of vehicles. 


Operation not affected b i - _ ns ts ‘sce a eres 
perat ff y moisture of con- ~ For Midland Vacuum Hy-Power 
densation. 
Factory offers: 


Performance not impaired by body dents or : Se Improved performance 
dings. Availabl Greater capacity 


: : Increased line pressure 
More economical to service. aoe land Approximately same over-all size 
Distributors 


Att 


ve — front and rear 
ighte ; 
THE MIDLAND STEEL PRODUCTS CO. EVERY DAY move and more trucks 


3641 E, MILWAUKEE AVE. DETROIT 11, MICH. and trailers are bein : 
; & equipped 
Export Department: 38 Pearl St., New York, N. Y. with Midland Power Grates. 


GO AND STOP 


MIDLAND SAFELY! 
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Shipments Prepo:d 


BARRY AUTOMOTIVE CO. 


SYSTEMS DIVISION 
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The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personne! data 
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$115 40 Delux 





HUDSON 51 PM 4-dr 

KAISER—'51 4¢-cr $*1 4% 4-dr $1* 

MERCURY 49 conv., $735° 

NASH—'51 Rambler station wagon $5€ 

OLDSMOBILE—'51 (88) Holiday, $1,600" 


49 98) 4-dr 

$370° 46 76 

$100° 
PACKARD 











46 4-dr.. $19 

PLYMOUTH 52 cony $1,405. “52 Crar 
brook club coupe, $1,205 Cambridge 4 
ar., $925 51 Cranbrook 4-dr UTE 49 
Deluxe 4-dr. § 48 SI b coupe 
$650. 47 SD 2-dr., $420. $4 46 SI 
4-dr.. $41¢ 

PONTIAC 52 &1 &) 2-dr $1.60 § 
Catalina, $1.480° Chieftair R 5. 
$1.350° 4% Chieftain & 4-day $560" 
Station wagon, $240 

STUDEBAKER 50 Cruiser $600" 
Champion 2-dr.. $5! 

MISCELLANEOUS $1,715 

DANVILLE, VA. 

| (Danville Auto Auction. Sale every Wee 

|nesday. Prices age for sale of July 22.) 
(Active sale, but prices were lower. 
Sold 49 cars out of 83 offerings.) 
BUICK—'48 Super 2-dr. $65 42 Super 
4-dr.. $20 

CADILLAC 47 (62) 4-dr.. $600° 


CHEVROLET 52 SL Special 4-dr.. $1.17( 


60° 
60" 
72° 
84° 
84° 
84° 
84° 





CHEVROLET — 53 (210) 2-¢r_ $1,775 





— DeSOTO— 51 
L Deluxe 4-dr.. §7 Fl eluxe | DODGE - 
ogg agen oo, xe | FORD—'53 C 
4-dr.. $74 48 5M 2-dr., $5 $595. F a, rr : 
2-ar., $40 F ti 
CHRYSLER $o% 
DesOTo fy 5) 2-4 
DODGE 5 "a 2-dr 
owbrook a ‘ 
farer 2 —_ 





FORD 52 





ir MERCT RY — 
4-dr.. $33 

v OLDSMOBILE 1 ] 
QR) 4-dr., $1.41 50 (88) 4-dr.. $935 
4% (QR) 2-dr.. §445°. 46 (66) 4-dr.. $275 





PLYMOUTH— 50 &D 4-dr $705 $69 
Rambler yuntry club, $5855. | PONTIAC—'52 Chieftain ‘&) 4-dr.. §1,650° 
50 Rambler conv. $615 $1.300. ‘51 Chieftain (&) club coupe. §1,- 
OLDSMOBILE 52 (88) 4-dr $1.755 47 5in* 50 SL ‘5: club coupe $900 $85 


S88) 2-dr.. $395 44 SI Rk) club coupe 
PACKARD — 46 4-dr. $47( 
PLYMOUTH— 52 Cambridge 4-dr 

51 Concord 2-dr., $785, $665 


$75 


MASON Cc cant, 





dr.. $480 = SD 2-dr., $43 Lapiner Auto + Sale every 
PONTIAC- - (8 Catalina, $1.250° 4" Wednesday. Prices are for sale of July 15 
BL (® a $600 (Retail reported good in the area. Sold 
STU DEBAKER 50 Commander (8) 4-dr 112 cars out of 147 offerings.) 
t $700 BUICK—'51 Special Riviera, $1,220. ‘48 
WILLYS 50 Jeepster. $40 Super 2-dr.. $615. 47 RM 4-dr., $405 
CADILLAC—'53 coupe deVille. $4.800°. ‘5 
FLINT 61) sedan 2,310°; 4-dr 1,910° 49 
Pt ‘42 conv $2 i. . 


Bel Air 4-dr 









Flint Auto Auction. Sale every Wednes- CHEVROLET—'53 $2,115° 
day. Prices are for sale of July 22 (150) 2-dr.. $1,640. ‘52 SL Delt uxe 2-dr 
BUICK—'52 RM 2-dr 2.150°, $1,985° $1,030, $1,305°. '51 SL Deluxe 2-dr., $965 

Riviera 2-dr $2,015° 51 Super 2-dr $970. ‘50 conv $70 0: SL Deluxe 4-dr 
1.585°; Special 4-cr 400°. $1 "355° $945°. “49 SL Deluxe 2-dr., $680. “48 FL 

1.2 Super 2-dr 1.325°. ‘50 Super 4- aerosedan $645 47 FL aerosedan, $545 

per conv SM 4-dr., $36 


dr.. $900. $925. “47 Su $295 


to 27'/2 tons 
capacity 


10° | 11° 12° 13° 14° 15° 


2124 | 1685 


Exclusive St.Paul Advantages 


Complete hoist line for all body lengths 
paylood capacity per dollar 

15 to 50% lower installation costs 
friction-free hydraulic system 
dash-mounted cable controls 


lower mounting height 


@ New equi-lift strut arms, with self- 
aligning torque tube 

© improved uni-flex subframe 

@ Replaceable bushings at key lood points 

@ Job-proved piston safety stop 

@ Better “engineered quality” throughout 


Write for new descriptive litercture 


ST.PAUL HYDRAULIC HOIST, Customer Service Dept. 





Waeyne. Michigan 
































This “walking” automobile for 
slippery roads was introduced in 
Czechoslovakia in 1921. 





CHRYSLER— 51 


fy ae ndsor 4-dr 

$6 
DeSOTO 52 
DODGE— 53 

Meadowbrook 4-ér 
FORD — ‘5 


Windsor 4-dr $1,190" 


var. gk NY -@r 
$s NY 4-¢ 





KAISER— = 
4&6 4-dr 
LINCOLN 
politan 


$45 
OLDSMOBILE 
49 ms ont 
$530" 
PACKARD 1 
PLYMOUTH — 5 





$565. “5¢ 
4-dr 475 
PONTIAC— 52 


Chieftair & 
2-dr $550" 
$445 

STU DEBAKER— 





were hot, with inferior cars still hard 
sell. Soild 116 cars out of 140 oterings. ’ 
BUICK — 53 Speci R 


owbrook sed BD, 


oD et sedan, $91 


KAISER— 5 
LINCOLN - 52 Cosm 
















Rambler 
Ambassador 
sedor s 
Gan. $450° 

CABSMORELE - S 
$s liday "$3 
$1 425" 50 (88 

PLY MOUTH— 5: 
91 Cambridge 
brook sedan 
Son 49 sta 
Deluxe sedar 

PONTIAC— 








STU DEBAKE R— 53 t 
900° Cc mander 





$460 
MISCELLANEOUS— 53 Austin conv. §1 


ALDOSTA. GA. 


Tom Hew Auto Auction Sale ever: 
Friday. Prices “are for sale of July 17 
(Sold 133 cars out of 227 offerings.) 


BUICE— 52 RF Riviera coupe 





$2,000" 













sedar 51 
$1,425° er 
RM sedar con $ 
CADILLAC— 52 sedar "$2 625°. $3 
450°. "50 (62 $1,970°. "48 (62 
sedan. $550 
CHEVROLET— 53 Bel Air sedan. $1.90 
$2.075* 21¢ sedan, $1,75( 
pickup 52 Re] Air § 
Deluxe sedan §$1.4uv*, §1.375 
cont $1,390" 51 & t 
$1.095. $1,050, $1,030 
Deluxe sedan, $925. $55 


‘Continued on Page 37 
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Used-Car Notes 











BUFFALAO.—An increase in com-! granted the injunction to Patrick 
aints and queries concerning used | O'Connor h é 

rs helped boost activity of the)|zoning o 

tter Business Bureau 17 percent! was refus 

ring the first half this year nconstit 





resident Henry W. Comstock has/ reasonable 


ported O'Connor's lawyer told the judge 
The bureau staff, he said, con-| that Building Inspector Lue Schutte 
nd at wWeeders lain¢te os . o . i 5 . 

ids that used-car complaints are | declared he would “run that Pat 


used chiefly by misleading adver-|Q’Connor out of town.’ 


O'Connor 


tsing, a by-product of the highly already operates one lot in the city 
mpetitive market. Many com- ~ s 
aints, he said, result from exces- 


ne 


ve finance rates 

Comstock said much public edu- 
ational work is necessary to help 
the buyer protect himself and to see | 


that he does business with legiti-| = : 
uate dealers. He lauded the Buf-| OAKLAND, Calif—Eleven used- 


falo Automobile Dealers Assn. for|©@? dealers here have joined forces 
revising and pledging support to|at a single headquarters known as 
standards designed to curb unfair| 


|“Broadway Square.” 
practices which harm the buyer and| The group plans both newspaper 
legitimate dealer. 


and television advertising 
He said the bureau will 


invite * * * 
used-car dealers who are not mem- '300 Attend Dinner-Dance 
bers of the association to support 


these standards _Of Clereland Dealers 
ee CLEVELAND. — More than 300 
O°’ Connor Reports *Threat.” persons attended the annua] sum- 
Gains Writ on Zoning 
ROCK ISLAND, Ill—A used-car 
dealer here has been granted a 
temporary injunction restraining 
the City from obstructing his use 
of property within the city limits 
for a sales lot. 
Circuit Judge Ray 


Used-Car Auctions 


Dealers Unite 
Il on Coast Form Single 
Head quarters 


I. Klingbiel 













$700 5 Be) 
Deluxe sedan, $¢ 
49 SL Deluxe se 
$725. °48 conv 


CHRYSLER— 
NY sedan, $ 
DODGE — ‘52 


vo 










Hot Rod, $34¢ ‘ 
HUDSON—'49 Commander ‘§ 






MERCURY—'52 sport pupe 
dan O $1,180. °5 
¢ $540 49 sedan 





sedan 
NASH—’51 Rambler station wagor 


$550, 


secan 


OLDSMOBILE — 53 (95 















52 (98 
$1.800*° 
sedan ub 
coupe. $925 
PLYMOUTH — ‘52 Cambridge sedan. $1 
170, $1,060, $1,050; clut 
51 Suburban, $1,190; C 
$925: club coupe, $55/ 
$710. °49 Delt 


PONTIAC— 5 


Catalina 





$1 ( 
dan, $695 

STUDEBAKER — uiser. $50 
club coupe, $695 $50 49 
Commander sedan 


sedan. $75 
MISCELLA 
000; Morris sedan 


FARGO, N. D. 


Tri-State Auction Co. Sale every T 
ay. Prices are for sale of July 23 
(Market holding steady—slichtly off 
on heavier offerings. Sold 47 cars out of 
81 offerings.) 
BUICK—'50 Special sedan $64/ 
CHEVROLET—'53 (210) sedan, $1,725 
700. ’52 SL Deluxe sedan. $1,250. $1 
$1,150. "51 SL Deluxe sedan, $1,016, 
100. "50 SL Deluxe sedan, $900, $870 
SL Deluxe sedan, $77( $720 47 
aerosedan. $495. “46 SM sedan. $430 
DeSOTO—'51 Deluxe sedan, $1,(40.* 
FORD—'51 Deluxe (6) sedan. $&95 50 
Custom (8) sedan, $870. $825; Deluxe 
(S) sedan, $780. "49 2-ton stake, $1,035 
48 SD sedan, $430. “47 Deluxe «& 
sedan, $435, $370. $ 
FRAZER— 47 2 
HUDSON—'48 8&1 
KAISER— 51 sedan, $7 














n sedan, $205 
club coupe, $285 

















MERCURY— 47 sedan 

NASH—'51 Statesma $905 49 
(600) sedan, $390 

OLDSMOBILE— 4¢ $2: 

PLYMOUTH — ‘51 190: Cam 
bridge sedan, $95 50 Deluxe sedar 
$690. $735 

PONTIAC—'53 Catalina. $2.625* 

STUDEBAKER— 49 1%.-ton stake. $40 
2-ton stake, $285 

WILLYS—'51 Pickup. $590. station wazgor 


$835 


Shirley Names Henagan 

Shirley Pontiac Co., of DeQuincy, 
La., recently purchased from Bish- 
op Motor Co., has appointed Shirley 
Henagan as general manager. The 
company is owned by the Shirley 
Brothers of DeRidder, La. Pontiac 
cealers there and operators of sales 
yards at Merryville and Leesville 
La. 








mer dinner-dance of the Cleveland 
Used Car Dealers Assn. at Hotel 
Statler, according to President 
Mort Venig. Mannie Weiser was 
in charge of arrangements 

Venig disclosed, in a pre-dinner 
meeting, that the Cleveland dele- 


gation will be wel] represented at 


the National Used Car Dealers 
Assn. convention Oct. 7-9, at Biloxi 
Miss 


Plan to Set Up Auction 
Stymied in Northwest 

EVERETT, Wash The City 
Council has denied a _ resolution 
which would have legalized used- 
car auctions within the city 

The operator of a service station 
had sought permission to conduct 
an auction at a yearly fee of $250. 
Main source of opposition was the 
Snohomish County Used Car Deal- 
ers Assn 


* * * 


$3 Million Sales Goal 


INDIANAPOLIS.—A 1953 sales 
volume of $3 million is the roa] Ed 
Clarke has set for Clarke Auto 
Company, Inc., 921 E. Washington 
St. The firm carries a stock of 200 
used cars. Clarke said sales records 
were broken during the first half 
of the year, virtually assuring that 


One of the many leading engine manufacturers to 
select and distribute Perfect Circle’s 2-in-1-chreme 








This Car Is Causing a Stamp-ede— 


Edword A. Cowley, Elberton (Go.) used-cor decler ond stomp collector, posted his 
collection on co cor ond then gove it three cocts of locquer. He soys the gimmick 
increased his soles 50 percent during the past 12 months 


the goal for the entire year will be of the state’s most thriving used- 


met car sales areas. 

Jerry's Follows Trend Brownson Returns 
MANCHESTER, N. H—‘UTPS) SPOKANE. — The opening of 
Jerry's Motor Sales, which had Brownson Motor Co.. marks the 

been located near the downtown return of Lynn J. Brownson, veter- 


an Spokane auto dealer, to the in- 
dustry. Brownson's son, Jack, is 
associated with him in the used- 
car concern. 


section, is opening a used-car es- 
tablishment on N. Daniel Webster 
Highway. That section has grown 
within the past few years to one 





piston ring set for authorized replacement service 


2-in-1 is the truly modern piston ring equipment, 
controls oil—seals compression for over twice as long 
as old style sets. Solid chrome protects both oil rails 
and top compression rings against wear. And only 
2-in-1 offers a choice of spring pressures with each oil 
ring to meet any cylinder wear condition. 


For sustained power and positive oil contro] for 
thousands of extra miles, always install Perfect Circle 
2-in-1 piston ring sets. Perfect Circle Corporation, 
Hagerstown, Indiana: The Perfect Circle Co., Ltd., 
Toronto, Ontario. 


Perfect Cirele 





PISTON RINGS the Standard of Comparison 











Car registrations by states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives in state capitals. 


Chrysler 


New Passenger Car Registrations, 


CHRYSLER 


Plymouth 
TOTAL 


AUTOMOTIVE NEWS, 


| 
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Cadillac 
Chevrolet 
Oldsmobile 
GM TOTAL 


| 
| 
| 
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1963 _ 


K-F TOTAL 
Allstate 











27 States for June, 1953-1952 






Studebaker 
Overland 

Domestic 
Miscellaneous 

Foreign 
Miscellaneous 


Willys- 
































ieee” S| 8) SSR] RY) Hm) aL “S| es) HS | BR) |e aL NE] Bs St eR) 
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- SB ey me ea) ee) eR) Be 
— Ba a) MS Pe) ys S| Semel 
= SB Ml ey Me ee) Se eee som me) me see | OB S|) Be 
sla Foal ASS) SL SOS) Se) a) ey a ae ae LPL RS) Ral Se 
os ee 
‘solar So a ey SS) el BOR sl OS a BS OOo 
oh 3 ef) iS) we) OM te el a eB 
— 2a 2 se ee es RS Tl Ts te OP st 
a Bae osuas® SS) S| S| Sa) Bee ee) an) Saw S| SL S| ST) 2 | dt 
Year '53| 75095| 57293|146276|273333| 551997| 439893! 19367| 110633) 569893/215213| 51786| 604339/151553/183435| 1206326) 6534) 14042 20576 356! 3575! 1777| 35475) 80466 41092 75099 25575' 1170, 9396 2622773 
To Date '52| 55764| 43286|116066|211970| 427086) 321831) 11113) 81484) 414428) 147233) 38383) 403679 103529' 121612) 814436) 15452) 17870) 33322 614 2710, 2261) 36581) 64186 31694, 81544) 15600 2551, 6403) 1933416 


New Commercial Car Registrations, 31 States for June, 1953-1952 




































































Le s 
| a _ ° : : 
Truck registrations by states are re- > + - © - - Zz 2 2 “ Truck registrations by states are re- 
leased here weekly, as compiled by s 2 = > z = . > . = v Zz ,& 2 =z leased here weekly, as compiled by 
R. L. Polk representatives in state v 2 © 2 £ 6 > 5 a 9 © 3 a a 2 ‘o 2 32 3 - R. L. Polk representatives in state 
capitals. 2 ° 2 8 ® S 2 7. z > = 2 5 : 2 = ° Zz = =e 2 ° capitals. 
< as | O o a/a]a 2 2 uw o £ x = « a : a > 130) 2 
15 States Previously ‘53 26| 3 5837) | | | 1361) 43| 4058) 12| 1559} 1666 4| 168 | | 7| 67| 357 195| 266 ‘0 15789 ‘53 15 States Previously 
Reported for June *52| 30} 20{ 4827) 10} 38| 69| 1658} 12| 3225} 10} 1186} 1349 a 123) 4) 1} 47| 414 167| 372 40} 13614 |'52 Reported for June 
Coloradao ‘53 ' | 287) | | | 58) | 204 ‘| 8 86 | 16 | 17 8) 39) | 817 |'53 Colorado 
‘52 313) | 5 4} 72} | 242 109 92 5 3 34 10 6! | 950 | '52 
Connecticut ‘53) 2| 4; 252) 2| 5| 93) 2; «180! | 84) 106) 14 7 26 35 9 2) 823 |'53 Connecticut 
"52 5 4, 234) 5) 5 107) 3 129 | 53 65 14) 7 21) 7 20 679 '52 
Florida ‘53 | 674 3 3 159 I 384 | 147 134 15 9 5! 25 66 1671 ‘53 Florida 
"52 60! 2 3 4 205 | 382 143 139 27 ! 9 9 70 12 1693 ‘52 
Idaho *53| 200 1} 73 147 | 90 65 8 3 I 2 18 10 44 662 ‘53 Idaho 
‘52 182 2 67 133 84 80 5 5 2 26 I 42 629 | '52 
Kansas *53) 663 2 2 106 413 185 253 3 2 44 12 18 1703 ‘53 Kansas 
"52 834 | | 225 458 26! 331 2 6 87 10 38 2254 ‘52 
Maine ‘53 2 189 2 2 54 2 110 | 45 55 10 | 21 3 17 513 ‘53 Maine 
‘52 | 138 | 42 ! 116 | 62 63 8 6 2! 6 14 479 ‘52 
sessing ah i na ee eens ae enh enamel ARN 
Minnesota ‘53 | | 417 | 2 10 15 358 2 128 241 2 Wl 3 35 12 7 1343 '53 Minnesota 
‘52! | 454 8 4, 229 347 121 20! 4 | 2 50 3 24 2 1450 '52 
<a cccnetneenee hiieeNtth te  siin i aencssen siaaeehhasne c eeisinn cit 
Nebraska ‘53 | 444 | 10 I 51 274 2 132 173 ! 3 I 19 - 17 10 1144 '53 Nebraska 
52 = 456 t } | _% | 312 135} 216) 3 Sh 2 45 15 ‘52; | —_—«*N35 4 "52 ee eS a 
New Hampshire ‘53 | 98 I | 27 67 31 43 2 2 4 20 297 ‘53 New Hampshire 
‘52 | 8I | 3} 3 1! 65 25] 4 i 3,10 1} 14) ~——2}_——26t|'52 a 
New York *53) 91 66! 1507 19 7; 600 12) 1091 | 361 571 93) 3 53! 112 88) 8 6 4779 ‘53 New York 
52} 43} 3} 034} S38) 27) 38) I] #805) 3,233) 406 | 67 : 3} 30) —S 98}_— 59] ~— 4) S15} 31791 '52 - 
Oklahoma ‘53 1 704 2 2 107 429 3; 210 163 I 44 23 20 1709 ‘53 Oklahoma 
: ‘52 Dc ee Ne Ae s 
Oregon *53) 9 | 403 14 2 126 3) 251 189 161| 6 7 a 6 33 30 58 | 1303 ‘53 Oregon 
__'52 | {_ 283] | 12; |_—t3at_ st} 53} aa 8), | 4) 32] tS} 6} 35] __—iS4/'52 
Rhode Island "53 | 70 | | 2 36 2 15 42 a 1 i 9 ! | 235 ‘53 Rhode Island 
52] 3 | 51 4) 30 _7 12; 14) Pe ee 7} 5 | _ 221,52 
South Carolina” 53} S| té«<ST;«CtéCATZ | 2; 85 256 108 67 3 28 4 3 | 1003 ‘53 South Carolina 
mA ‘52 6} 402 | it 2; | 212 83} 80; 20 it ea ___ 3} 13 Wh 4 958 ‘52 c 
South Dakota -_ 53] ; | | 31) 69 | 40 68 | | I 7 | 14 329 53 South Dakota 
‘52 ! | 194} ff 23) 79 129 4) 53) «173 | | 13} 30) _t} 27; _—itf_—_—727|"52 
Virginia ‘53 5 | 602 | 2 2 127 419 135 160 | 10 2 44 35 23 1566 ‘53 Virginia 
"52 | 2| 607! | 2 5! 2ii 379 2 138 165 10 9 92 19 30 1672 | ‘52 
31 States Reported ‘53 136 95 12893 125 107; 3209 63; 8753 20; 3557, 4054 22; 360 5 14 157; 871 495; 720 30' 35686 '53 31 States Reported 
To Date for June “6? 60 58! 11423| —17|_—*138) 140) 3915! 22) 7496) 20; 3034) 3783 19) 318 HW} 17{ 137) «1173 367; 958 115! 33221 |'52 To Date for June 
Year ‘53 870;  966| 157714 24| 1567. 1073) 43178; 454 105089 156! 41106, 48638 317; 3183) 66; 207, 1773; 12443) 5741; 9016; 400) 433981 ‘53 Year 
To Date "52 731 759|120177; 159! 1726! 1448) 42643) 357] 83213) 253) 35179! 41103| 328! 32% 109; 262} 1396] 12819; 5083! 8483) 1158) 360682 ‘52 To Date 
The following advertised-delivered prices (Hy-Drive optional at $145.80 on all 
include the retail list — ea by e models. ) 
the factory, provision for le taxes, PONTIAC — Chieftain 6 Special — 4-dr. 
and suggested delivery and handling C T p N W = sed., $2,014.64; 2-dr. sed., $1,956.36. 
. They do not cover transporta- u r r e n r i Cc e S oO n e a r Ss Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
tion costs, state and local taxes, op- 2-dr. sed., $2,060.28; conv., $2,444.21. 
tional equipment or any other charges | 50 (8-pass., $4,369); cl. cpe., $3,155.50;| conv., $2,229.92; stat. wag., $2,403.24;| stat. wag., $2,825.50. (Merc-O-Matic op-/| Chieftain 8 Special—4-dr. sed., $2,089.62; 


that may be passed on to the retail buyer. 

ALLSTATE—Four—2-dr. sed., $1,399. Six 
—2-dr. sed., $1,561.18. (Sold only by Sears, 
Roebuck & Co. stores in certain areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
{Delivered at U. S. ports.) 

BUICK —Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr., Deluxe sed., $2,196.88; 
Riviera cpe., ,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. wag., 
$3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynatiow standard on 
Roadmaster models, optional at $192.50 on 
all others.) 

CADILLAC — Series 62 —4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed,, $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed... 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only.) 

CHRYSLER—Windsor—4-dr., sed., $2,- 
492.25 (8-pass., $3,433); cl. cpe., $2,471.75; 
stat. wag., $3,288.75 Windsor Deluxe—4- 
dr, sed., $2,721; Newport, $3,025.25; conv., 
$3,246.75. New Yorker—4-dr. sed., $3,184.- 


Newport, $3.522; stat. wag., $3,932.75. New 
Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
epe., $3,298.50; Newport, $3,687.75; conv.. 
$3.980. Custom Imperial—4-dr. sed., $4,- 
259.50; lim., $4,797; Newport, $4.560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim.. $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2.519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matice optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr, sed., $1,641.59: bus. cpe., $1,537.33; 


stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 


(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr, sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J—Corsair Four—2-dr. sed., $1,- 
399. Corsair Deluxe Six—2-dr. sed., $1,- 
561.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 
epe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 

JAGUAR—Mark VII 4-dr., sed., $4,170; 
Mark VII 4-dr. sed, with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 
fied XK-120 cpe., $4,460; XK-120 open 
sports, $4,035; modified XK-120 open 
sports, $4,430; conv., $4,250; modified 
conv., $4,608.50. (Delivered at U. S. ports 
of entry.) 

KAISER — Carolina — 4-dr. sed., §2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey —4-dr. sed., $2,332.50; 


hardtop, $2,451.50; conv., $2,609.50; 8-pass. 


tional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., §$2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 

NASH—Rambler Super—Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE — Deluxe 88—4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. 
2-dr. sed., $2,544; Sportster hardtop, §$2,- 
805. Clipper Detuxe—4-dr. sed., $2,745; 
2-dr., sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 


sed., $2,598; 


531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on 
Patrician and formal sed., optional at 


$199 on all other models.) 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 
$2,064; conv., $2,220; stat. wag., $2,207.25. 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lHm., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699; 
conv., $2,899; Sunbeam Alpine sports conv., 
$2,999. Rover—sed., $2,899. (Delivered at 
U. 8S. coastal ports.) 

STUDEBAKER — Champion Custom — 4- 


dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 


868.21. Champion Regal — 4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander.) 


WILLYS—Aero Lark—4-dr. sed., $1,732.- 
54; 2-dr., sed., $1,646.09. Aero Falcon— 
4-dr. sed., $1,861; 2-dr. sed., $1,796.26; 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
aa drive, $2,304.55); 6-cyl., $1,- 


; 


UMRAO 


ee 


ERR Py tes ee es neta «A TTT, yg 


edunkten 


no 


t 


woctH 


&¢ 








AUTOMOTIVE NEWS. AUGUST 3, 1953 ae 


Sales Conditions in Various Areas... 


Auto Market Reports 


"tes ment for the holiday and for an-}|’50s and’51s—-being offered in trade * ¥ Se : 
as nee eland ed-or nual vacations, Likewise, freight | by new-car buyers. (L. H. Houck.) j ’ Satine’ Omaha 
A ag ee ey a ose ice. | increased appreciably. . ¢ & On smite Both new-car and new-truck 


ery oe ae a Dro jhe es Used-car selling is described by Denver \ seytig thcemietirmpony | sales dropped off in June in Doug- 
De eee eee ey Pperloc'|dealers as strenuous, Price com- i Finan las County (Omaha), Neb., accord- 
nded July 26 when dealers record- Sales of new cars and trucks cy soe oame | 


been reported at one-fourth down 
and 30 months to preferred credit 
customers. Banks were reported 
unpredictable on auto paper. 

Repossessions were reported in- 
creasing slightly but not yet 
troublesome. Virtually all of them 
were on used-car deals.— (L, H. 
Houck.) 








+ * + 


petition is keen, and there have ing to a report from the clerk of 





ed sales of 1,913 units, the second|} 34, some instances of misleading Continue to show a substantial in- Sars: || courts. June new-car sales were 

best week of the year. advertising in the newspapers, deal- Crease over last year. aa ie 11,374, down 27 units from May’s 
As against an expected normal | erg say.—(Leon M. Leffingwell.) During June, Denver dealers sold) _ ¢ tao and new-truck totals were 

decline in sales, preliminary tabu-| * * # 1,497 new cars, compared to 1,039) ~™ POOF eee | 128 for June, compared with 187 

lations showed that July might be-| . in June, 1952. June sales of new for May. 

come the best month of the year| Kewanee, Ill. _ | trucks totaled 188 compared to 116|Dealer Safety Award— Buick replaced Plymouth in the 

and even exceed last year’s total | New-car demand has been spotty, | i, June of last year. William R. Upton, manager of White! order of preference for Omaha buy- 


by several hundred. The week’s|With Praag 4 ae area eae — During the first six months, Chevrolet Co., Zanesville, O., holds the|ers, according to the report, with 

figure is 200 over the same named PO . al aa i. aaah ted by Denver dealers sold 7,623 new Cars, | highway safety citation presented to the | Buick scoring 139 cars in June as 

phage Ps finance combanics on older models | Compared to 5,226 in the same period | fim by the Ohio Automobile Deolers| against Plymouth’s 122—(Arthur R. 
? Independent dealers say the a aecaabemee P= of last year, During the a SIX- Assn. and the Ohio State Automobile | Oleson.) 

high turnover is a result of buy- | ee ae want | month period, 1,032 new trucks were | ass, for the loan of cars for driver| ascecgeenmnsncememsnastinanti 

ers returning to the market to ripped cn ian ae ene sold, compared to 650 during the Horton Ford Incorporated 
avail themselves of clean cars at | Radios heaters and other acces- pred aa —— + a Horton Ford Sales, Inc., National 
fcumey tak fave an pote |sories are holding up in volume ee new cars in stock, but the new-car| Pike, West Brownsville, Pa., has 


courses in Ohio high schools. 


* * * 


‘ . |with new-car demand, he said. | ‘ inventory is definitely light. been incorporated by the State at 
ach a = active and eo | Service business is labeled “ter- | Moline-Rock Island, Til. While most deals for new cars | $25,000. Incorporators are Harry D. 
ing into a strong fall period, ac- | i5.» New-car demand has surprised| are completed on the standard | Horton and Norma Jean Horton, 


cording to many dealers, | Used-car inventories have been a| most dealers by keeping up its| terms of one-third down and 24 | both of West Brownsville, and Gary 


In new-car sales, the market is/jjttle high, with the better—mostly | pressure. Some dealers have a few| months to pay, some deals have |K. Rymer, Fairmont, W. Va. 
also holding strong, with sales for | —————__—_ : ; assed ata ts ; i E ; iicleabiaions 


the seven-day period climbing to} 
} 1,579 against 946 for the same pe-| 
riod a year ago. However, the} 
weekly figure is far below the first | ‘ 
two weeks of July. | ge 
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HERE’S The LITTLE WRECKER 
7 You ASKED For- HOLMES JUNIOR “< 


Truck sales, 99 for new units 
and 83 for used, are well above the 
same period in 1952. 

The Federal Reserve Bank, noting 
the jump in used-car sales, com- 
mented that the turnover is “more 
than 3 percent above the average 
of the past five weeks.”— (Sanford Z 
Markey.) As 









* * * 


Hartford, Conn. 


New-car sales in Connecticut 
registered a substantial increase 
during the first five months of this 
year, according to Carl R. Lane, 
executive vice-president of the Con- 
necticut Automotive Trades Assn. | 
He reports that Connecticut deal- 
ers sold 35,232 new cars in the 1953 
period, compared with 25,920 during 
the first five months of 1952. 

In the used-car field, dealers’ ask- 
ing prices have dropped during the 
past two months, with many offer- 
ing premiums such as new tires or 
free gasoline to stimulate late- 


model sales.—(Thomas Marks.) 
* cs * 


Cincinnati 

New-car sales in Hamilton County 
(Cincinnati) held firm during June 
with a total of 2,759 units, a figure 
which nearly duplicated the previ- 
ous month’s total of 2,768—high for 
the year. 

A total of 15,012 new cars was reg- 
istered during the first six months 
of 1953, compared with 11,221 for 
the corresponding period of last 
year. 

Average monthly total so far 
this year is 2,502 units, against 
slightly under 2,000 for the first 
six months of 1952. 

A total of 4,140 used cars was 
moved by dealers to private owners 
in June, but the used-car sales pic- 
ture was not so healthy as most 
dealers would like to see it. 

Too many cars still remain on 
the lots as potential buyers shop 
around for the “long deal.” Thus, 
used-car sales are running behind 
last year, when a total of 23,378 
was sold to private owners during 
the first six months. This year’s| 
total at the halfway mark stood 
at 22,573. 

New-truck sales were up slightly | 
both on a monthly basis and a six! , 
month basis. The 269-unit total in| Holmes Junior when mounted on a 
June brought the half-year total regular body allows ample space for 
to 1,572 units compared with 1,507 loading and hauling. 
at the midpoint of 1952.—(Emery . . . | d 
Bacon.) Ideal as pick-up and service unit. Boom can be raised or lowere 


eS by hand winch while under load. 


“—s 


HOLMES JUNIOR 


Delivered Price j 
Model 330-P $49 50° ; 


Power operated 


Hand operated 


Model 330-H $ 4 300° 


— New, Low Cost HOLMES UNIT 
— For Light Pick-Up and TOWING 
— For USE On a 2 Ton Truck 


ee 


Profitable to use as auxiliary 
with larger wrecker. Wrecker capacity — 3 tons. 


Pittsburgh 

New-car registrations in the week 
ended July 18 reflected a counter- 
seasonal decrease, according to the 
Bureau of Business Research of the 
University of Pittsburgh. Its index 
shows that department store sales | 
also declined considerably. 

The bureau’s index of business 
rose from 183.1 percent of the 


Flexibility of operation makes Drum furnished with 50° - 3/8" 
possible wide range of work. cable, maximum capacity 100’. 


Has sufficient power for handling Hand or power operated. 
the average car. 





Holmes Junior can be mounted 
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1935-39 average in the week ended | : rate. on any body or chassis. 

July 11 to 188.6 during the week | ; Fast, safe, economical to ope y y 

ended July 18, compared with Holmes Junior can be used most effi- See your Jobber or write Direct to Factory 

199.7 in the middle of June and ° d ci 

‘on’ ob akeiien ciently on congested city streets or Chatt anaes 
Most industries resumed large- on the open road. ERNEST HOLMES CO. - attanooga, tenn. 





scale operations following curtail- 











With the Staff... 
ALONG DETROIT’'S AUTO ROW | 


It’s Tough All Over 


It is possible to get a discount on | 
foreign sports cars in the Detroit | 
area, according to one sports-car 
dealer. 

Up until lately, he said, the sports| 
car dealers were doing a nice clean | 
business with each other—swapping 
cars, recognizing territories, and 
other little graces of comfortable 
business—but the falling prices of 
American-made cars has made bus- 
iness harder to get, and competition 
has set in. 

In addition, he said some of 
the dealers have too many new 
sports and foreign cars on hand, 
and they aren’t moving well. So, 
the popular makes are thrown in 
with the rest when discounting 
gets started, and no one knows 
where the thing will end. 

“T’ll keep my stocks down and be 
content to make a living instead 
of shooting for that first million 
for awhile,” he said. “It looks like 
there'll be some foreign car dealers | 
biting the dust before long, and 


54. Tags to Dub Illinois 


‘Land of Lincoln’ 


CHICAGO.—Illinois auto license 
plates for 1954 will carry the slo- 
gan “Land of Lincoln,” State Sec- 
retary Charles Carpentier has 
announced, The 1954 tags will be 
green with white numerals. 

A Chicago motorist, Andrew 
Bogstad had objected that Iili- 
nois drivers would be unwelcome 
in southern states because south- 
erners blame Lincoln for the Civil 
War. But southerners interviewed 
by the United Press said they’ll 
be perfectly safe. 











then things will straighten out, 
| maybe.” 


+ * * 


Chickens Coming Home? 

Dealers and their salesmen are to 
blame for the troubles in today’s 
used-car market, says a Detroit 
auto salesman. 

Ray Gibson, of Harley Buick, 
maintains that if John Q. Public 
had received better treatment in 
the past few years, the used-car 
market would be better off today. 

Gibson also said the public is 
fed up with long, burdensome 
credit payments. Dealers must 
consider a buyer’s ability to pay, 
Gibson opines, since if he buys a 
car and later has trouble meeting 
payments, he will resent the deal- 
er and will never return. 

Aware of the importance of re- 
peat business, Gibson says after he 


sells a car—new or used—he always 
calls the customer to ask about 
the car. 


Gibson, who has been in the auto 


business 12 years, says he always) 


tries to sell cars as he would in a 
small town. He gets to know the 
people and they get to know him. 
And he lets them know he appreci- 
ates their business. 


” * a: 
Fisher Incentive Plan 


Working on the theory that “a 
salesman who delivers should be re- 
warded for his efforts,” Fisher Pon- 


tiac Co., 12740 Gratiot Ave., has in-| 


stituted a new incentive program. 

As of July 1, salesmen are able 
to pick up as much as $500 a month 
over their normal commissions on 


new-car sales, according to Jack | 


Streiff, sales manager, who has six 
men‘on his staff. 
“The man who sells from one 


<tr} 


sales 
potential! 


oo a hahaa atl 


the new leader in hydraulic hédists 


for Pick-ups 





and 84’ 


CA farm trucks 


to nine cars a month can’t bene- | 
fit from the plan,” says Streiff, 
“but once he gets beyond that 
number he can really make him- 
self some extra money.” The 10th 
through the 14th car brings a $5 
bonus on each car; the 15th 
through the 19th means a $15 
bonus on each car, and the 20th 
car assures the salesman of $25 
on each car—or $500. 

“Although it is probably a little 
early to say just how well the pro-| 
gram is going, it would appear to 
be paying off,” says Streiff. Through 
July 16, one salesman had picked | 
up 13 sales, another 12. 

x * * 


Wholesaling to Public 
“I’m wholesaling my used cars | 
to retail buyers,” says an east | 
side new-car dealer. “For the | 
price I could get from another | 
dealer, I’d rather sell the car di- 
rect to John Q. Public and make 
him happy with a good deal. 
“He'll remember me and come | 
back, or maybe 
friends who are in the market for 
a new car. And it doesn’t cost me 
anything.” 


* x 


Late Hours Help Shop 


* 





contact with its active customers, 
Fisher Pontiac Co., 12740 Gratiot 
Ave., believes that the fact it stays | 
open until midnight five days a} 
week is the big reason why it has} 
been able to double the customer | 
labor hours in its service depart- 
ment over the past five years. 


“Last year we serviced 2,900 ac- | 
tive customers,” says Jack Streiff, 
sales manager, “and our list is 
growing all the time. And the fact 
that we are the only Pontiac deal- 
ership that stays open every week 
night has done a lot to help busi- 


| ness.” 


| 


| 








* * * 


Why Dealers Grow Gray | 


In car-conscious Detroit, whose 
most every resident has some stake 


}in the auto industry, shoppers can | 


be the bane of a dealer’s existence. 

Some persons even make it a hobby 
to traipse from dealership to | 
dealership—with no intention of | 
buying—to see how hard a bargain | 
they can drive. 


Does anyone ever come in and 
plunk down cash for the amount 
that’s written on a new-car price | 
tag, without haggling? 

Says a salesman: 


“Never, to my knowledge, has 
anyone ever walked through the 
door of this dealership and failed 
to fight for the bottom dollar. 
Some people even start out by 
having a dealer in a high-priced | 
line quote them a tradein allow- 
ance on his_ slowest - moving 
model. Then they expect us to 
match that inflated allowance on 
our hottest car, 


“Neither school teacher nor ditch 
| digger thinks twice about walking 
/out on a deal if he believes some 
pencil artist at another dealership | 


| is willing to give away $35 more.” | 


Says a sales manager at another | 
| dealership: 


“On rare occasions, some old | 
couple from the sticks, who’ve been 
out of touch with things, will 
make a deal with us before we 
|have a chance to give them the 
$150 overallowance we must make 
if we want to stay in business. 
But we don’t see their kind often, 
though we'd like to.” 


* * *® 


Hardtops Lead Sedans 

“The buying public is wising up | 
to the fact that Michigan just isn’t 
the state for convertibles,” says one 
dealer in the Big Three. “Three 
years ago we sold over 60 converti- 
bles, but this year we could count 
our sales on both hands. 


“It’s the hardtop that is the real 
seller in our line. In fact, we’ve 
sold more hardtops this year 

| than both two and four-doors. 


“People want the air and sun- 
shine, but they don’t like the idea 
|of having to buy a new top every 
|other year and then have to keep 
| it up because the sun won’t shine.” 


send over his | 
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Wondering how new-car and truck production and sales are making out? AUTOMO- 


| TIVE NEWS gives you the entire story every week throughout the year. 


SELL CRAFTSMAN SIDE BOXES 
WITH EVERY PICKUP YOU DELIVER! 


SELL CRAFTSMAN SERVICE BODIES 
ow Te 


There’s no quicker way to pick up “Add-On” Sales than to sell! 
CRAFTSMAN Side Boxes and Utility Service Bodies to Plumbers, Elec- 
tricians, Builders, Radio & Television Servicemen, Sign Painters, Con- 
tractors, etc. 


SEVERAL DESIRABLE TERRITORIES STILL OPEN FOR 
FRANCHISING TO QUALIFIED DISTRIBUTORS. 


STAHL metat propucts, 3490 W. 140th ST., CLEVELAND 11, 0. 
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By Leo T. Parker 

Attorney at Law 
oo auto dealers realize that an 
automobile insurance policy is 
rendered absolutely void, uncollect- 
able and invalid if the auto is in- 
correctly described in the policy, or 
the insurance company’s normal 
risk is in any way increased by 
the auto owner or insured dealer. 
There are many higher court 
decisions on record which hold 
that although an auto dealer, in 
good faith, pays premiums to an 
insurance company, he cannot 
collect on the policy if the motor 
number in the policy was by mis- 

take copied incorrectly. 
In one case, a fire insurance 





1A 
Profit Makers 


SHORTSTOP 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


ZACO LABS (Division of Zip Abrasiv: 
1360 West 9th St. * Cleveland 13, Ohio 


POSITIVE REAR DOOR 


SAFETY LOCKS 


1.57 ° 
Pe AIR 


100% EFFECTIVE—Cannot Faii 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury. 

Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear 
Doors are Always Locked From In- 
side, but can be opened from out- 
side as usual. No Mechanica) 
Changes To Make. Handle can be 
replaced if desired. No Delicate 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog 
of over 200 HOUSER service items. 


Iverson Fuel Pressure Control 


lt eliminates fuel pump impact, gives 
smooth gas flow, prevents vapor locks and 
Percolating. Reduces carburetor tuning, float 
resetting and wear. You won’t believe it 


until you ty it. Poys Price $5.95 


for itself in gas savings 


IVERSON PRODUCTS COMPANY 
2300 East 31st Street 
Minneapolis, Minnesota 








[1 BUILD SERVICE PROFITS 
» with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 





| policy, 


| Miss. 943, 18 So, 414, 








Lawsuits Affecting Dealers ... 


Court Decisions 


the 
automobile 
mistake it was listed in the 
surance policy as 2,710,101. 

In subsequent litigation, the 
higher court held that the auto 
dealer could not collect from the 
insurance company although the 
automobile was destroyed by fire. 
This court explained that the in- 
surance company had insured an 
auto with the motor number of 2,- 
710,101, and no insurance was on 
an automobile with the motor 
number 2,710,100. This was the 
ruling although the testimony 
showed that the stenographer of 
the insurance company had by mis- 
take copied the motor number in- 
correctly. 


motor number of tke 


in- 


* * * 


When Policy Is Void 


- THE past many higher courts 
have held that an auto insurance 
policy is rendered void if the in- 
surance policy fails to have a no- 
tation thereon that the auto is 
mortgaged or otherwise en- 
cumbered. 


However, lately a higher court 
rendered an important decision to 
the effect that if the second un- 
listed mortgage is smaller in 
amount than the mortgage listed 
on the policy when the insurance 
company issued the policy, the in- 
surance company remains liable 
on the policy because the com- 
pany’s risk is not thereby in- | 
creased, 
In Providence Washington In- 
surance Co. v. McKenzie, 252 S. W. 
(2d) 627, it was shown that an auto 
dealer held an insurance policy on 
an automobile. This policy con- 
tained a clause that the compre- 
hensive auto clause should not 
apply while the auto was subject to 
a mortgage, or other encumbrance, 
not declared and described in the 
policy. 

An auto insurance policy had 
noted thereon that the auto was 
mortgaged, and the amount of the 
mortgage was listed. Later the auto 
owner paid off this mortgage and 
then obtained another loan for a 
lesser amount, but failed to notify 
the insurance company. 

* ” * 


Liability Retained 
Sgro higher court held that the 

insurance company remained | 
liable on the policy, because the 
second mortgage was smaller than | 
the amount of the first mortgage. 

In the following cases it was 
held that the condition against | 
encumbrances is not violated | 


was 2,710,100, but by | 
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two nurseries. The owners set forth | 


that their businesses are in Ches- 
|terfield County and that their 
jtrucks use city Streets only for 
necessary business transactions. 
| They contended that the City has 
ino legal right to require them to 
pay the City license fee. 


* * * 


|Court Upholds Legality 


Of 37 Pct. Interest 

SALT LAKE CITY.—An opinion 
| handed down by the Utah Supreme 
Court upheld the legality of a 
|}finance company loan transaction 
|}on which the court computed actual 
interest to be more than 37 percent 
annually. 


Although taking divergent views 
on the moral practices involved, the 
justices agreed that the transaction 
was within Utah’s industrial loan 
act. 

The high court’s action sent the 
case of Seaboard Finance Co. vs. 
Howard G. and Barbara M. Wahlen 
back to Third District Court, where 
Judge C. E. Baker had dismissed 
Seaboard’s foreclosure suit on 
grounds that the loan was usurious. 

It was brought out that to re- 
ceive $1,000 in cash the Wahlens 

were charged $20 for insurance, a 
$20 investigation fee and $330.38 


41 





Chevrolet Plant Produces 2 Plane Engines— 


Two models of the Wright R3350 engine roll through the assembly line at the 
Chevrolet aviation engine division in Tonawanda, N. Y. One, the 26WA, develops 
| 2,700 horsepower, while the other, the 85, generates 3,500 horsepower. Operations 
are in the same Government-owned plant where Chevrolet built more than 60,000 
| Pratt & Whitney engines during World War Il. 








interest, a total of $1,378.38 pay- 
able in two years. 

Utah’s industrial loan act per- 
mits industrial loan corporations to 
deduct interest in advance at the 
rate of 1 percent per month of the 
face value. 












Truck Chassis. 





where the insured pays off the | 
original declared mortgage, and | 
executes a second mortgage in a | 
sum equal to or less than the 
original mortgage. 

Bandy v. East & West Insurance 
Company, 163 S. W. (2d) 350; Kosh- | 
land v. Home Mutual Insurance | 
Company, 31 Or. 321; McKibban v. 
Des Moines Insurance Company, | 
114 Iowa 41; and Georgia Home} 
Insurance Company v. Stein, 72) 


For comparison, see National 
Union Fire Insurance Co, v. Avant, 
268 S. W. 20, 22. In that case the 
loss payable clause in the auto 
policy provided that the policy 
would be wholly void if any of the 
notes due the mortgage should not 
be completely paid on or before 10 
days after maturity, or if any 
change be made in any of the notes 
representing the encumbrances 
otherwise than by payment. 

At the time the auto burned, the 
insured had arranged with the 
mortgagee for an extension of some 
of the notes without notice to the 
insurer and the notes had been past 
due and unpaid for more than 10 
days after maturity. Notwithstand- 
ing these facts, the higher courts 
held the insurance company liable 
for payment of the loss. 

* * * 


Court Backs City in Tax 
On Non-Local Vehicles 


RICHMOND, Va.—Chancery 
Judge Brockenbrough Lamb has 
upheld Richmond’s policy of requir- 
ing City license tags for vehicles 
which use City streets for business 
purposes and are not taxed for 
local tags elsewhere. 

Judge Lamb’s declaratory judge- 
ment came in an action brought by 





Light Truck Dealers Find “@ 
Carry-All Bodies Bring Business 


WRITE US TODAY and you will get a detailed 
answer that will pave the way to extra 
profits on truck sales to the service trades. 
Carry-All Service Bodies not only open up 
additional sources of business, they also put 
you in position to take tough dollar com- 
petition out of the truck sales picture. 


MORRISON CARRY-ALL SERVICE BODIES are a quality 


product with a splendid sales history. 
tively priced and backed by over 40 years of 


manufacturing experience. Modern 


Ample capacity. Dependable deliveries. 


CARRY-ALL MODELS to fit all 14, 34 and 1 ton 
truck chassis. No special tools or equipment 
needed. Any man in the shop can install. 


MORRISON CARRY-ALL SERVICE BODIES are actually 
wanted by the service trades. They tailor 
your truck to fit the customer’s needs. Get 
out from under the burden of “bidding” 
for sales and close more business. 


Morrison Carry-All Dealer. 


© Write for the story TODAY ! 


@ Morrison Carry-All Model B-910 for 34 and 1 ton 


TRUCK SALES...Volume 
and Profits...GO UP! 


... when you show 


Carry-All Body with 
Caravan Top. 
Attrac- 


factory. 


Be a 





with Ladder Bows. 





Carry-All Body equipped 


| the $1,000 principal, or $240, but the 


finance company argued it could be 
applied to the entire $1,378.38 in- 
volved, or $330.38. 

Justice J. Allan Crockett, in a 
main opinion for the court, agreed 


The Wahlens contended that the |that the latter contention was the 
interest should be applied only to/|law. 








Carry-All Sliding Roof for 
fully enclosed body. 









Carry-All Body with Pipe 
Racks and Vise Bracket. 





EmMORRISON » 


STEEL PRODUCTS, INC. 
680 Amherst Street, Buffalo 7, N. Y. 
ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUN' 





WARM AIR FURNACES 











Chevrolet in 1952 again had the 
lowest per-car advertising cost of 
| all major automobiles, according to 
a survey conducted by Advertising 
Age. 

Despite the fact the General 
Motor division spent only $6.69 
per unit last year, this was a dis- 
tinct increase over 1951, when it 
spent $5.45 per car. Advertising 
' expenditures totaled $5,705,310 in 

1952, a drop of $114,476 from the 

previous year. However, the di- 

vision sold 1,067,042 cars in 1951, 
| approximately 25 percent more 


} 


‘| 





Town Pays Tribute— 
The entire town of Clements, Calif., was 


invited to a dinner given for James | "Soa ee let? Stef competi 
Hever (standing) in honor of his 20th | — a oo Pp 


: |tor, spent $9.55 per car in 1952, as 
anniversary as a Chevrolet dealer. He re- |compared with $7.45 per unit in 
ceived a friendship trophy from his em- | 1951, Its advertising investment last 
ployes and was praised by officials for | year was $6,993,760, a boost of $571,- 
his efforts to provide the community with | 396 over the previous year. How- 
a fire house and postoffice. ever, Ford sold 862,309 cars in 1951, 
ee ———— —|as compared with 732,481 in 1952. 

° Plymouth made the biggest slash 

Packard for Nadvig |in per-unit advertising in the Big 
Nadvig Motors is the new Pack- | Three, dropping from $8.09 per-unit 
ard dealer in Brookings, S. D. |cost in 1951 to $7.66 in 1952. The 











© ruccio piston rines 
©) STICKING HYDRAULIC VALVE LIFTERS 


qs SLUDGE AND VARNISH DEPOSITS 
© SLUGGISH VALVE ACTION 


© 


Qu, 

« ¢ 

*® STATE on pEFINine 
Ol City, penwa. U- 5 4 


or? 





When your customers come to 
you with sludge and varnish 
deposits or other stop-and-go 
driving troubles, Quaker State 
Special Detergent Additive is 
your easy answer. No guess- 
work to it! When added to a 
good quality motor oil, it pro- 
vides all the PLUS-qualities 
needed, and gives the exact 


degree of detergency desired. 
Couldn’t be easier to use— 
or more profitable to sell! 


ATTENTION ! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker State 
distributor now. Get all the facts 
about this amazing product—and 
directions for its use! 





QUAKER STATE OIL REFINING CORP., OIL CITY, PA. 





|| Affecting Factories and Dealers... 


Auto Advertising 


1952 budget was chopped $1,073,872 | 





so that the company spent only $3,- 
316,481 during the last year. Its 


sales dropped from 542,649 in 1951 | 


to 433,134 in 1952. 
Lincoln showed the most striking | 
rise in per-car ad cost, nearly 
double its 1950 costs. It is the only 
car in the list which entered the 
$100-and-over per-car cost bracket | 
$108.11. 
Five makes have managed to 
bring their per-car ad expendi- 
| tures down. Besides Plymouth, 
there are Buick, from $26.15 to 
$23.82; Nash, from $24.59 to 
$20.38; Henry J, from $10.70 to 
$7.88, and Austin, from $49.75 to 
$43.62. 

Here is how the other manu-| 
facturers were ranked in the rise 
of per-unit costs from 1951 to 1952: 
Pontiac, from $10.39 to $11.87; 
Dodge, from $16.93 to $21.75; Olds- 
mobile, from $16.64 to $18.16; Mer- | 
cury, from $20.48 to $27.03; Stude- 
baker, from $15.93 to $16.85; Chrys- 
ler, from $22.68 to $34.12; DeSoto, 





from $34.91 to $35.17; Cadillac, from | 


| $24.69 to $41.83; Hudson, from $32.05 


to $34.57; Packard, from $46.36 to | 
$54.52; Kaiser, from $42.14 to $44.35, 
and Willys, from $43.45 to $64.26. | 

Here is how the makes ranked in 


Nash, Hudson, Studebaker, Willys, 
Kaiser, Henry J and Austin. 
4 ie % 


Kent-Moore Names Davis 


Appointment of John T. Davis as 
advertising man- 
ager for Kent- 
Moore Organiza- 
tion, Inc. has 
been announced 
by J. D. Adair, 





| . : 
service stations and fleets. 


president. 

The company is 
a manufacturer of 
special purpose 
service tools and 
a equipment, used 
by auto dealer- 
+. ¢. Bae ships, garages, 





National Ad Elects 


James L. Hayes has been elected 


| president of National Advertising 


Co., Waukesha, Wis., succeeding 
Herbert P. Buetow, recently elected 
president of Minnesota Mining & 
Mfg. Co. National Advertising Co. 
is a wholly owned 3M subsidiary. 

Hayes joined National Adver- 
tising in July, 1948, and prior to 
that had been president of Inland 
Rubber Corp., Chicago, also a 3M 
subsidiary. 

Bert S. Cross, 3M vice-president 
in charge of graphic products, will 
be responsible for liaison between 
3M and National Advertising Co. 

At its annual meeting, National 
Advertising also renamed L. E. 
Larson, H. R. Larson and R. E. 
Tuttle as vice - presidents. 





secretary. 
L. B. Gehrke, treasurer and as- 


sistant secretary was given the | 


order of total advertising  in- | 
vestment in 1952: Buick, Ford, | 
Chevrolet, Dodge, Mercury, Olds- | 


mobile, Chrysler, Cadillac, Packard, 1& 
Plymouth, DeSoto, Pontiac, Lincoln, | ¥ 


R. H.| 
Tucker was promoted from assist- | 
ant secretary to secretary, and M. | 
C. Boehmke was named assistant | 


additional title of controller. F. B. | 


Mooers was reelected assistant 
treasurer, and Roger W. Rhyner 
also was named an assistant treas- 
urer. 

* * 


GM’s Beckwith Retires 


Carleton B. Beckwith, advertising 
manager for the New Departure 
division of General Motors since 
1930, has retired. 
With the division 
since 1911, he 
served as assist- 
ant advertising 
manager from 
1913 until his ap- 

|pointment as ad- 
|vertising man- 
ager. 

A number of 
New Departure 
advertisements, 
prepared under ©. B. Beckwith 
Beckwith’s direction, have been re- 
printed in advertising magazines as 
examples of effective industrial ads. 
He was in charge of nationwide 
advertising campaigns of the Cycle 
Trades of America Assn, on several 
occasions, 
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LUBRICATING EQUIPMENT 


FOR AUTOMOTIVE AND INDUSTRIAL 
BALL AND ROLLER BEARINGS UP TO 
12" IN DIAMETER 


CROFT T-300 TRUCK BEARING PACKER 


Designed for use on bearings from %"" O. D. to 7!/2"' O. D. Easy 
leverage with 24'' handle, forces fresh lubricant all through the 
bearing under pressure. Simple and foolproof. In less than a 
minute the job is done. This husky packer will last almost in- 
definitely. Nothing to adjust or get out of order. Barrel holds 
6 Ibs. of lubricant, Cadmium plated and baked enamel finish. 
Overall height is 34'' (extended). Shipping weight 27 Ibs. 


CROFT LP-100 AUTOMOTIVE BEARING PACKER 


Same sturdy construction and performance as the Croft 
T-300, except barrel holds one Ib. of lubricant. Sim- 
plicity and ease of operation are the features of these 
Croft products. Order LP-100 for chrome plated or 
LP-102 for plain finish. Shipping weight is 12 Ibs. 


CROFT DP-103 SHIELDED TYPE 


For greater production direct from the original container. 
Skirted type unit built to take 25, 35, 40 and 100 Ib. con- 
tainers. Pumps lubricant direct from the original container 
into the bearing. Lead screw follow plate insures 100% 
efficency. Shipping weight 60 Ibs. 


ASK YOUR JOBBER OR WRITE TO: 


WILLIAM TURK CO. 


Tome te ti aer | 


LYNWOOD, CALIFORNIA 


Croft T-300 
SEND FOR CATALOG 
SHOWING COMPLETE 
LINE 
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AED Loopy ano noist 


AFTER you explain to your customer all the profit-advantages 
your truck will give him, add this potent sales clincher— 


...and we can equip your new truck with a Heil Body 
and Hoist that’s tailor-made for your job. You know, Heil 
weight-saving design lets you haul bigger loads. Heil no-sag 
body construction and trouble-free hydraulic hoist give you 
extra years of service and less down time. Fast hydraulic action 
means faster dumping, lower cycle time. A Heil Body and 
Hoist is a perfect mate for the best truck built.” 

Get in touch with your Heil distributor for other sales- 
clinching features that make Heil Bodies and Hoists outstand- 
ing in the field. And after you make the sale, your Heil dis- 
tributor takes over—expertly mounts the body, provides 
customer-satisfying parts and maintenance service. All you 
do is collect the extra profit on the body and hoist sale. 

Cash in on the growing demand for dependable dump 
trucks. Call your Heil distributor today. 


rue HEIL co. 


DEPT. 5983, 3059 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


District Offices: Union, N. J., Washington, D. C., Atlanta, Cleveland, Milwaukee, 
Detroit, Chicago, Kansas City, Dallas, Denver, Los Angeles, Seattle. 


BH-3 








PLATFORM CONVERSION HOIST COLECTO-PAK GARBAGE UNIT CONTRACTOR'S BODY 
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He Doesn’t Consider Reasons Why He Can’t.. . 
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A Good Salesman Just Sells 


By Bernie Thomas 
Associate Editor he can’t sell. 


+ x * 


VE a remarkable young fellow ., 
last week; a chap by the name i OUIS just sells. 
of Louis Castilli, aged 13. “The other day Louis walked 
Seule we - into the offices of Automotive 
uis, we contend, is remark- 


: ; News on the 26th floor of De- 
able in today’s world because he | troit’s Penobscot Bldg., and up 
is a Salesman. (The capitalization 


; | to our desk, 
does not constitute a _ typo- Louis lives at 1225 Churchman 
graphical error; de- 


| Ave., Indianapolis, but was in De- 
| troit with his mother for a short 
| “vacation.” 

“My name is Louis Castilli,” he 
+|says, hand out for a handshake, 
\“and I’d appreciate a little talk 


it simply 







* * + 

| J OUIS, we think, must want some 

information on Chevrolet’s Soap 
Box Derby or Plymouth’s model 
l test. 

notes the calibre salesman that or os s,s a 
Louis is) But, no. Louis is peddling “all 

: r | occasion” greeting cards at $1.25 

And, even more remarkable about | a box. 

Louis is that he is probably such| Taking into consideration both | 

an excellent salesman because he | quality and quantity, he has the 





never stops to think of reasons why | dest 








EASY INSTALLATION 


The Cobey Hydra-Power End Gate is 
designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 
costs, employee accidents and cargo 
damage. Ramp-type platform- gate 
available in three sizes to meet all re- 
quirements. 





STOPS automatically at truck 
floor level. Gate may be 
stopped at any point between 
ground and truck floor. Gate 
rides level —even under un- 


balanced loads. Superior Features of the 


Cobey Hydra-Power End Gate 





@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 
closing the platform-gate. 


@ Operating controls are conveniently 
located at the rear of truck platform; 
also can be operated from the gate 
itself—either by foot or hand. 





LIFTS and holds a real load 
of 3,000 Ibs. max. Sturdy lift 
frame designed to prevent dis- 
tortion and sway of platform. 
Platform is well braced to give 
maximum rigidity. 


@ The 6” hydraulic cylinder with 11” 
stroke permits ample hydraulic power 
to lift maximum loads easily. 


@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 
eliminate by-passing of oil and “‘creep- 
ing” of platform. 





@Safety devices prevent accidental 
dropping of gate, and assure a safe, 
uniform lowering speed — always 
under control. 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 


PS eee For literature—write Dept. A-83. 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY CO. 


GALION, OHIO 


=f} AL. cinta 
Pater & ia 
Se ey Cai: 


TRUCK BODIES and d 
SNL “see 











greeting card deal in the 
nation. 

According to Louis, that is, and 
Louis is very convincing. 

+ * * 
OREOVER, Louis is selling 
greeting cards to finance a trip 
to a boys’ camp after he gets back 
home. 

You don’t see anything remark- 
able about Louis yet? 

Well, listen. 

We became Louis’ 33rd “close” of 
the day. He had started out on the 
34th floor of the Penobscot at 9:30 
a.m. It was shortly after lunch, 
and he had worked every floor 
down to the 26th. 

* + + 

A it’s supposed to be impossi- 

ble to peddle greeting cards (or 
anything else, for that matter) in 
the Penobscot Building. The 
management is known to enforce 
very strict rules against canvassing 
the offices. 

And almost any greeting card 
peddler would 
admit that even 
though he might 
be able to gain 
entrance to a 
few offices be- 
fore a complaint 
was filed, it 
would be impos- 
sible to get by 
the receptionists to sell anybody. 


But, Louis didn’t know those 
things. 

He was just selling greeting 
cards. His commission being 50 


cents a box, he had already earned 


Labor 


‘Continued from Page 6) 
because the comparatively new 
management of the refrigerator 
plant was refusing to recognize 
provisions of the current contract. 
He said the union had made no new 
demands. 


* * + 


ORKERS at the Buick plant 

in Flint have voted in favor 
of a strike to back up demands for 
adjustment of grievances, the UAW 
International announced last week. 
Officers of the International must 
sanction a strike before one can 
legally be called. The UAW has 
indicated such permission would be 
given. 

Issues involve seniority pro- 
visions, production standards and 
pay rates on new job classifica- 
tions. Union spokesmen said each 
is a legitimate strike issue under 
terms of the contract. 

Wage concessions in the industry 
pattern were granted last week to 

UAW members by Electric Auto- 
Lite Co., Toledo. The contract 
covers all 19 Auto-Lite plants in the 
United States and Canada. 

The revisions freeze 14 cents of 
a 19-cent hourly cost-of-living ad- 
justment, accumulated since Sep- 
tember, 1950, into the basic wage. 
The annual improvement factor 
was increased to five cents an hour 
from four, and skilled workers got 
a 10-cent hourly hike. Other pro- 
visions increased maximum pen- 
sion and monthly disability pay- 
ments. 





Ford Payroll at Peak; 


Output Sights Raised 


DEARBORN.—Ford Motor Co. 
employment in the U. S. reached 
an alltime high in July, and 
manufacturing schedules for the 
second half of 1953 are set to ex- 
ceed first-half production, it was 
announced last week by Ernest 
R. Breech, executive vice-presi- 
dent, 

The new peak employment 
figure of 193,874 persons com- 
pares with the previous high of 
191,863, established during war 
production in September, 1943, 
Breech said. Production is 
scheduled to approximate the 
1950 total, which was the second 
highest in the company’s 50-year 
history, he said. 

In the first half of 1953, Breech 
said Ford produced 658,000 cars 
and 128,000 trucks, a total of 
736,000 units. Production for 1950, 
he said, was 1,556,000 cars and 
346,000 trucks, a total of 1,902,000. 








$16.50 that day. His Tuesday sales} He knows too many reasons why 

target was 40 boxes. a prospect can’t be sold. 
a ae Dealers say they are crying for 

{ OUIS probably didn’t know| ™ore salesman like Louis. 

4 either that he was demon-| luis just sells, 

strating in large measure just why 
the calibre of retail car and truck 

salesmen is now so low. 
But today’s average automobile 
salesman, veteran dealers say, is 
often too smart for his own good. 


Olinger Remodels 
Extensive remodeling has _ been 
under way at Olinger Motor Sales 
(Oldsmobile), 121 S. Third St., Co- 
shocton, O. 


TAX 
REDUCTION! 


Firms that hold down their inven- 
tories are thereby able to reduce 
corporate taxes. That's why it’s an 


economy to ship by American Air- 
freight—and avoid surplus stocks. 


09 0 -—-Sdo——, 
Aa 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 





FORMULA for SUCCESS! 


Recommended by national 
automotive writers... 








COMBINED EXPERIENCE AND 
KNOWLEDGE OF 25 CURRENTLY 
LEADING AUTOMOBILE DEALERS 





VATION 


4 opie OF ALERS asses 
Buildings 






ONLY $10 
per copy 


Here are facts, ideas and 


straight-forward language, 
covering: FACILITIES +» PARTS 
INVENTORY + PERSONNEL - 


Opinions on dealership man- 
agement written by 25 men 
with a combined experience 
of 616 YEARS in the retail 
automobile They 
donated their time and knowl- 


SALES PROMOTION + CUS- 
TOMERS & SERVICE + FAC- 
TORY CONTACT «+ OFFICE - 
DELEGATION OF WORK - 
COMMERCIAL VEHICLES - 
USED CARS + GOODWILL 
Twelve concise chapters FINANCING 


A BOOK FOR ALL DEALERS, ‘KEY’ MEN AND PROSPECTIVE DEALERS 


business. 


edge without personal gain 


to strengthen the _ industry. 


in 


A.D.A. 
514 Olds Tower Bldg. 
Lansing, Michigan 


PRINTING 
eT ha teh 


Gentlemen: 


Enclosed find check 
copies of 616 YEARS 


money order for 


ORDER 
COPIES 
TODAY! 


YOUR 


Nome 


Street __ 


Se ee ee ee ee ee eee ee ee 
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Some Zone Offices Find Picture Brighter . . . 








Minneapolis U. C. Market Gains 


MINNEAPOLIS. A slight im- 
provement in the used-car picture 
has been noted by district man- 
agers of some of the factory zone 
offices here, while other district 
managers said the picture hadn’t 
changed too much, 

The Chrysler division office said 
its used-car situation was fairly 
good all through the region, and 
that there were only one or two 
spots where new-car sales had re- 
tarded. 

Chevrolet reported that the 
used-car market was holding its 
own. Stocks have increased about 
200 cars in the entire 580-dealer 
Minneapolis-Fargo zone, the 
Chevrolet office estimated. 

Dodge said the market was un- 
changed. Although its dealerships 
are moving quite a few used cars, 
the zone office said, they still have 
too many in stock. No one seems 
to know how to figure the price on 
a used car in the present market, 
the zone office said, 


Wisconsin Motor Buys 


Milwaukee Truck Plant 


MILWAUKEE.—The factory oc- 
cupied for many years by Sterling 
Motor Truck Co., and absorbed by 
White Motor Co. last year, has been 
purchased by Wisconsin Motor 
Corp., manufacturer of gasoline 
engines. 

With occupancy of the Sterling 
plant, Wisconsin Motor expects to 
increase its output about 60 per- 
cent. The purchase price is said to 
have been about $410,000. The com- 
pany now employs about 
persons. 


althou gh 





1,850 | 


dealers are following the 
used-car auction prices. 


c 


Used-car stocks are down 4 to 5} 


percent from the high point in May, 
the Minneapolis DeSoto zone office 
said, but there is no marked 
change in the market. 

The Studebaker zone office re- 
ported that although the used- 
car market is not as bad as was 
expected after July 4, it is far 
from being firm. However, one 
dealer in St. Paul is actively buy- 
ing used cars since he began an 
aggressive selling campaign. 

The Pontiac zone office said that 


Ex-Packard Aide 


Heads Arsenal 


DETROIT. Col. Benjamin White- 
house, onetime Packard employe, 
last week assumed command of the 
Detroit Arsenal, 
national design 
and engineering 
agency for Army 
vehicles. The posi- 
tion was vacated 
by Col. Glenn C. 
Wilhide’s _ retire- 
ment from the 
Army last month. 

Whitehouse has 
é pe just completed a 

: a tour of duty as 

Col. Whitehouse ordnance officer 
for the seven-state Second Army 
area, with headquarters at Fort 
Meade, Md. 

While separated from the Army, 
Whitehouse was employed by Pack- 
ard from 1929 to 1942 in sales and 





|management capacities. 


local | 


its dealerships were operating on a 
25-day turnover of used cars as 
compared with a national average 
of 30 days for Pontiac dealers. 
Stocks are the highest they have 
ever been, the zone office declared, 


but the rate of sale is even higher. 
* + + 


|'Pontiac Contest Pushes 


Sales in Minneapolis 


MINNEAPOLIS. The Minne- 
apolis zone office of Pontiac is 
sponsoring an award campaign for 
salesmen and dealers based on new 
and used-car sales. 

Prizes will be awarded for both 
the salesmen and the dealerships, 
and points will be given for the se- 
lection of merchandise. 

This is the first time since the 
end of World War II that the en- 
tire expense of the sales contest 
has been borne by the Pontiac 
| home office. 





Musical Tractors 
Firestone Offers New Radio 


For Farm Use 

AKRON, — Farmers now can 
whistle while they work to the ac- 
companiment of studio music from 
their favorite station with a new 
tractor radio developed by Fire- 
stone Tire & Rubber Co. and avail- 
able nationally from _ Firestone 
dealers and stores. 

Firestone says the unit has been 
engineered to minimize the effects 
of field dust, heavy rainfall, noise 
and the shocks and jolts of tractor 
operation. 








Great Names, Yes.... BUT. Mr. DEALER, 
YOUR NAME IS IMPORTANT, TOO! 


SCOTGHLITE ADS 


CHROME * CRAFT FRAMES 


NOW also a New Product—SCOTCH KROME KAL 


DISPLAY YOUR NAME WELL WITH DOUGLAS EMBLEMS 


Finest Advertising Emblems Made. Permanent, Attractive, Leyible, Individual and 
Distinctive Designs made by Douglas Craftsmen. 


Write for Free Sample Without Obligation. 
Some territories open for top salesmen. 


The DOUGLAS CO 


630 12th AVENUE SOUTH 
@ MINNEAPOLIS 4, MINNESOTA 


Serving Auto Dealers Well Since 1932 
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PR Laurels for New York Dealers— 


Undersecretary of Commerce Walter Williams (right) presents the American Trade 
Assn. Executives award for 1952 to the New York State Dealers Assn. Receiving the 
commendation are William Frame (center), president of the association, and C. D. 
Henderson, executive vice-president. The award was based on the dealers’ public 
relations program, which included promotion of driver training, a get-out-the-vote 
drive, a campaign for motor vehicle inspection, sponsorship of scholarships in auto- 
motive technology, factory-dealer relations efforts, and various safety projects. The 


1952 program also was cited by NADA and the American Heritage Foundation. _ 


Turner Sale of 92 in Day 
14 Short of Ford Record 


BIRMINGHAM, Mich.—“Only the 
suckers think things are going to 
hell.” 

So says Eddie Steele, who proved 
himself no sucker by managing the 
sale of 92 new cars in a 19-hour 
period July 21 for Harold Turner 
Inc. (Ford), Birmingham, Mich. 

As nearly as Ford sales ex- 
ecutives can determine, the figure 
has been surpassed only by the 
new-model introduction day mark 
of 106 new cars set last Dec. 12 
by Earl McMillian, Inc. (Ford), 
Houston. 


new-car volume is approximately 
200 units. 

Steele got the salesmen 
“steamed up and mad” and 
Harold Turner, the dealer, offered 

| them extra bonuses if more than 
50 new cars were sold. 

The sales drive started at 6 a.m. 
As it generated speed, Steele said, 
salesmen were pulling prospects 
into the showroom so fast that 
some of them had four deals going 
simultaneously. One salesman, John 
Cox, sold 15 cars. 

Overallowances? “We drove the 


Steele, sales manager for Turner, | __. 


said all 92 sales were accomplished 
solely through old-fashioned, solid 
sales effort. There were no special 
promotions, ads or gimmicks, Steele 
said. 


“And there were no holdbacks or | ¥ 


sandbagging,” he added. 

Steele gave his 21-man sales crew 
a one-day notice that the dealer- 
ship would try to sell 50 cars in a 
single day. Its normal monthly 


House to Probe 


Tax Exemption 
Of Foundations 





WASHINGTON.—The House last | 


week voted to launch a new investi- 
gation of tax-exempt foundations. 

Rep. Carroll Reece, 
Republican, and sponsor of the 
probe, said he hoped to get the 
project under way immediately. 

The new investigation is slated 
to renew the one conducted in the 
last Congress under the sponsor- 
ship of Rep. Eugene Cox, Georgia 
Democrat, who died before it was 
completed. 

Reece, a former GOP national 
committee chairman, will head the 
five-member inquiry group to be 
appointed by House Speaker Joe 
Martin. 

In urging the new probe, Reece 
reminded House members of the 
Ford Foundation’s recent $15 mil- 
lion grant for a broad civil-rights 
investigation including whether 
civil liberties are being endangered 
by current methods of combating 
the Communist menace. 

Reece said the Ford group is 
going to “investigate the investi- 
gating powers of Congress.” Rep. 
Brook Hays, Arkansas Democrat, 
commented that Reece “seemed 
horrified that the Ford Foundation 
is going to look into investigations 
by congressional committees.” 

Rep. Clifford Case, New Jersey 
Republican, said the Reece probe 
would come with “ill grace’ when 
Rep. Case is about to head the Ford 
inquiry. 

Minneapolis Bids Cited 

MINNEAPOLIS.—The City Coun- 
cil safety committee has recom- 
mended acceptance of two low bids 
—that of Grossman Chevrolet Co. 
for 12 police cars at $11,276.48 and 
that of Ward LaFrance Truck Corp. 
for two fire engines at $34,450. 


Tennessee | 





: i at 
Fifteen in One Day— 

John Cox (left) receives warm congratu- 
|lations in addition to an extra bonus 
from Harold Turner, Birmingham (Mich.) 
Ford dealer, for his major role in Turner's 
sales record of 92 new cars in a single 
day. Cox sold 15 new Fords during the 
day. 


~ * * 

same sort of deal as we always do,” 
Steele said. He declined, however, 
to detail any of the transactions. 

| The dealership had _ notified 
| several wholesalers to whom it 
ordinarily sells tradeins. They had 
buyers at the showroom during the 
| day-long drive to bid for the trade- 
|}ins of new-car customers. Con- 
| sequently, the new cars were moved 
j}out without adding to Turner’s 
used-car inventory. 

About 60 to 70 percent of the 
deals were cash, Steele said, and 
delivery is to be made as cars 
become available. 

Officials from the Ford division’s 
Detroit district audited each deal 
to verify its legitimacy. So the 
figure of 92 stands. 

And Steele says: 

“Anybody who says there is any- 
thing wrong with the market has a 
hole in his head. One of these days 
we're going to build up steam again 
and make 92 look like peanuts.” 

—Bos LieNeERT 


Hotpoint Aide 
Joins Packard 


| DETROIT. — J. M. McKinnie, 
| formerly assistant sales manager of 
Hotpoint, Inc., Chicago, has been 
named by Packard as _ assisant 
manager of parts and accessories in 
charge of national sales and 
merchandising. 

His headquarters will be at the 
Packard plant at Utica, Mich. 
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Financial Responsibility Laws Strengthened . . . 
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9 States Tighten Insurance Acts 


“JEW or more stringent motorists’ 
-*% financial responsibility laws, 
providing for suspension of driving 
privileges of persons involved in 
accidents who are unable to demon- 
strate their ability through insur- 
ance or otherwise to settle financial 
damages, have been enacted this 
year in at least nine states—Ar- 
kansas, Maine, Maryland, Missouri, 
North Carolina, Oregon, South Da- 
kota, Vermont and Wisconsin. 
Similar bills failed of enactment 

in Florida, Indiana and Kansas, 
while bills to repeal financial re- 
sponsibility laws were killed in 
South Carolina and Texas, Dela- 
ware modified its responsibility 
law to permit occupational driv- 
ing under specified conditions by 
those whose regular licenses have 
been suspended. 

Meanwhile, proposals for outright 
compulsory motor vehicle liability 
insurance laws, such as currently 
effective only in Massachusetts, 
were rejected in Arkansas, Cali- 
fornia, Connecticut, Georgia, Idaho, 
Indiana, Maryland, Missouri, New 
York, Pennsylvania, South Carolina, 


Akron Schedules 
Royal Welcome 


For Derby Lads 


AKRON.—A weekend packed with 
action and fun awaits the 152 cham- 
pions making the trip to Akron to 
compete in the 16th All-American 
Soap Box Derby Sunday, Aug. 9. 

From check-in time Thursday at 
the Mayflower Hotel to the Ban- 
quet of Champions Sunday night, 
wheels will be rolling at top speed 
to give the boys the time of their 
lives. 

The royal welcome to the city will 
include rolling out the red carpet, 
mounting a golden staircase, recep- 
tion by a brass band and a police 
escort. 

After official greetings, the cham- 
pions will be outfitted and moved 
to Derbytown at Camp Y-Noah for 
a round of boating, swimming and 
other entertainment. 

At Derbytown, scenes for the of- 
ficial 1954 Soap Box Derby film, 
“Opportunity on Wheels,” will be 
shot by General Motors cameramen. 
Celebrities taking part in the derby 
program will visit the camp. Among 
them will be television’s Captain 
Video, singer Dinah Shore and her 
husband, actor George Montgomery. 

Biggest prize list of any derby, 
topped by $15,000 in college scholar- 
ships for the first five finishers, will 
be on the line Sunday. With these 
will go merchandising awards. 

Joe Lunn, who drove to victory 
last year in his taped-up rambling 
wreck from Georgia, will make an 
exhibition run in the car Sunday. 








Somerville Hails 
Ronan’s Order 


Of 400 Dodges 


DETROIT. — The more than $1 
million worth of new Dodge cars 
ordered recently by Ronan Motors, 
Inc., Philadelphia, was hailed by R. 
C. Somerville, Dodge sales vice- 
president, last week “as an out- 
standing example of aggressive 
merchandising and good salesman- 
ship.” 

The order for 400 cars, said 
Somerville, “is not only the largest 
single order this year but comes 
at a time when some experts are 
predicting a slight recession in 
business.” He said he is confident 
that aggressive dealers will refute 
the predictions of the experts. 

Ed Ronan, president of the Phila- 
delphia firm, said he expects the 
shipment to last him 30 to 60 days. 
“Even though current market con- 
ditions make money difficult: to find, 
and some dealers seem to be pessi- 
mistic, I believe we should have no 
trouble in selling all the cars with- 
in two months,” he said. 

Cash outlay, obtained through 
normal banking channels, 
amounted to approximately $800,000, 
plus overhead expenses and from 
$15,000 to $20,000 in advertising and 
public relations, Ronan said. 









Tennessee, Vermont and Washing- 
ton. 

A measure enacted in Massachu- 
setts provides for a merit rating 
system for compulsory insurance, 
under which insurance costs will be 
boosted for those with bad driving 
records. The new law is aimed at 
promoting highway safety and re- 
ducing insurance premium rates 
charged operators with good driv- 


ing records. 
+ * x 


[a ae liability insurance 
for minors, such as required in 
New York and Rhode Island, was 
unsuccessfully proposed in Indiana 
and New Hampshire, as were bills 
to create special funds for the pay- 
ment of unsatisfied accident claims 
in Connecticut, Maryland, New 
York, Ohio, Oregon, Pennsylvania 
and Vermont. A bill to repeal 
North Dakota’s unsatisfied judg- 
ment fund law was killed. Michi- 
gan and New Jersey also have laws 
of this type, supported by levies 
on driver’s licenses. 
Laws providing for the im- 
poundment of accident-involved 
vehicles of financially irresponsi- 
ble drivers were unsuccessfully 
proposed in New York and Wis- 
consin, while such a measure af- 
fecting only out-of-state vehicles 
was rejected in Connecticut. 
Current developments aimed at 
providing more effective protection 
against financially irresponsible mo- 
torists include the following: 
ARKANSAS—Enacted law whereby 
motorists involved in accidents 
causing personal injury or prop- 
erty damage in excess of $100 will 
be subject to suspension of driver’s 
license and registration unless able 
to demonstrate financial responsi- 
bility through insurance or other- 
wise to meet possible claims arising 
from the accident. 


* * * 


ELAWARE—Modified law with 

respect to persons requiring 
their cars or trucks in their occu- 
pations. The new bill permits the 
State motor vehicle commissioner, 
upon receipt of proper affidavits, to 
issue a limited operator’s license or 
registration to any person whose 
registration has been suspended. 

MAINE — Enacted a law in- 
creasing coverage required under 
the financial responsibility act 
from $5,000 to $10,000 for death 
or injury to one person; $10,000 
to $20,000 for more than one per- 
son, and from $1,000 to $5,000 for 
property damage. 

Mary_tanp—Enacted a law raising 
the amounts of financial responsi- 
bility that must be demonstrated in 
event of accident from $5,000 and 
$10,000 to $10,000 and $20,000 for 
personal injury or death, and from 
$1,000 to $5,000 for property dam- 
age. 

MassacHusetts — Enacted a law 
providing for establishment of a 
merit rating system for compulsory 
insurance, under which insurance 
costs will be increased for those 
with bad driving records or those 
whose cars have poor experience 
ratings. Intended to promote high- 
way safety and reduce insurance 
premium rates for drivers with 
good records, the plan will be 
based on a point or demerit sys- 
tem to be set up by the state regis- 
trar of motor vehicles after con- 
sulting with a 12-member, unpaid 
commission. The new act will not 
affect insurance rates until Jan. 1, 
1956, although the point system is 
expected to be started in a few 


months. 
* * * 


ISSOURI—Enacted a new finan- 
cial responsibility law provid- 
ing for loss of driving privileges of 
motorists involved in accidents 
causing personal injury or prop- 
erty damage in excess of $100 who 
are unable to demonstrate their 
ability to pay up to $10,000 for per- 
sonal injury or death or $2,000 for 
property. 

NEW HAMPSHIRE — Legisla- 
tive approval was given to a bill 
providing for the creation of a 
five-member interim committee 
to conduct a comprehensive study 
of motor vehicle liability insur- 
ance. Aim of the study will be to 
look into all phases of motor vehi- 
cle insurance laws in New Hamp- 
shire and other states, including 





“merit rating, demerit rating, 
compulsory insurance and unsat- 
isfied judgments.” 

NortH Carotina—Enacted a law 
providing for suspension of driving 
privileges of motorists involved in 
accidents who are unable through 
insurance or otherwise to demon- 
strate their ability to meet claims 
up to $5,000 for injury to one per- 
son, $10,000 for injuries to more 
than one person, and $1,000 prop- 
erty damage. The new act was 
amended prior to adoption, how- 
ever, to allow a person to appeal 
to the courts on whether he was at 
fault in an accident. While his ap- 
peal was in courts, his driving li- 
cense could not be suspended. 

+ * + 

REGON—Enacted a law increas- 

ing insurance minimums under 
the state financial responsibility 
law from $5,000 and $10,000 to $10,- 
000 and $20,000. 

SOUTH DAKOTA—E nacted 
new financial responsibility law 
requiring accident-involved driv- 
ers to prove ability to pay dam- 
ages up to $2,000 for property 
damage, $5,000 for injury to one 
person and $10,000 for injury to 
more than one person. The meas- 
ure was a companion bill to a 
new driver’s license law, and re- 
moved South Dakota’s dubious 
distinction of being the only state 
without such a law. 

VermMont—Enacted a law requir- 
ing that any operator of a motor 
vehicle involved in an accident 
causing bodily injury or property 
damage of $25 or more must carry 
a liability insurance policy of $10,- 
000 and $20,000 before being grant- 
ed a driver’s license renewal. 

Wisconsin—Enacted a law requir- 
ing accident-involved drivers to 
have $10,000 coverage for injury to 
one person, $20,000 for two or more 
persons, and $5,000 for property 
damage. The requirements had 
been $5,000, $10,000 and $1,000 re- 
spectively. 


Armacost Booked 
As West Virginia 
Parley Speaker 


CHARLESTON, W. Va.— NADA 
President Robert S. Armacost has 
been engaged to speak at the 20th 
annual convention of the Automo- 
bile Dealers Assn. of West Virginia. 
The parley is scheduled for Aug. 
23-25 at the Greenbrier Hotel, 
White Sulphur Springs. 

The convention will open with a 
dinner for past and present officers. 

Cocktail parties are slated for 
both Aug. 23 and Aug. 24, and a 
Broadway-type show will be held 
on the latter evening. 

On the closing day, dealers who 
have loaned driver-training cars to 
schools will receive awards. 

Golfing is scheduled on three 
courses for 18 hours a day. 

A special session for tax-troubled 
Ford dealers will be held. The 
meeting was called to discuss a 
possible lawsuit over the levy on 
gasoline in cars shipped into the 
state. 

Ford dealers receive their cars 
with 15 gallons in each tank. State 
law provides that the first person 
to sell or distribute gasoline, when 
it is transported into the state, shall 
pay a tax of five cents per gallon 
plus certain license fees. 

The tax on the gasoline con- 
tained in Ford cars has not been 
paid. The tax commissioner esti- 
mates it will gross more than $65,- 
000. He has instructed the attorney 
general to institute legal proceed- 
ings to collect it. Dealers want the 
Ford division to pay it. 





Auto Stocks 








duly duly 1953 

29 22 High Low 
Chrysler 70% 70% 96% 69% 
GM 581%, 58% 6934 57% 
Hudson 1% 11% 17 11% 
Kaiser 3% 3 5% 3 
Nash 19%4 19% 2534 19%% 
Packard 4% 5 6% 4% 
Stude. 80% 291% 431% 28% 
Average 28.41 28.21 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
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Traveling Salon Attracts Cadillac Prospects— 


45 





Taking five Cadillacs on a ‘traveling salon" tour of his area, H. R. Freck, Cadillac 
distributor in Wilmington, Del., was able to exhibit the cars to more than 1,000 
potential customers in four days. Each showing was sponsored by the local Cadillac 


dealer. Participating dealers were C. M. 


Hammond & Son, Milford, Del.; Duncan 


Bros., Inc., Pocomoke City, Md.; Saverhoff Motor Sales, Salisbury, Md., and Hallowell 
Chevrolet Sales, Easton, Md. Shown here are (from left) W. T. Saverhoff; Freck; J. P. 
Hammond; Don E. Ahrens, general manager of Cadillac; Eugene E. duPont, president 
of Delaware Motor Sales Co., Wilmington; W. T. LaRue, Philadelphia district man- 


ager, and G. T. Hallowell. 


Linkage Power Steering 


Developed by 


DETROIT.—Gemmer Mfg. Co., 
producer of Hydraguide power 
steering for Chrysler, announces a 
new linkage-type mechanism. 

The new device, called Hydra- 
guide Linkage Unit, will not super- 
sede Hydraguide but is designed 
for use where a front-end linkage 
unit is needed. It will be factory- 
installed on cars for which it is 
adopted. 

The device operates from the pit- 
man arm of the conventional steer- 
ing gear. The valve system is in the 
middle. Piston rods are fixed to the 
car frame and the cylinder and 
valve system moves right or left 
as pressure oil is admitted to the 
respective ends. 

Gemmer says the front wheels 


Burns’ Sons Take On 


Pontiae Franchise 


DECATUR, Ill.—B. B. Burns Co., 
Inc., a Dodge-Plymouth dealership 
since 1934, has changed lines with 
the acquisition of a Pontiac 
franchise. 

B. B. Burns, founder of the firm 
and a former NADA director, died 
Apr. 29. The dealership has been 
taken over by his sons, Jack and 
William. Negotiations for the 
change in franchises had begun be- 
fore the elder Burns’ death, the 
sons said. 


Obituaries 


Joseph Mack, 82, 
Last of Brothers 


SAN DIEGO, Calif.—Joseph S. 
Mack, 82, whose relatives said was 
the last of the six brother who 
founded Mack Truck Co., died here 
July 25. 


The firm was established in 
Brooklyn, N. Y., in 1889 as Mack 
Bros. Wagon Co. and replaced in 
1905 by Mack Bros. Motor Car Co. 
in Allentown, Pa. 

* * * 


Thomas P, Mosher 
FORT WORTH, Tex. Thomas P. 
Mosher, 59, founder and president of 
Mosher Motor Co., died July 16 following 
a heart attack. 


* * * 
Stanley S. Matthews 
SMITHVILLE, Tex, — Stanley S. Mat- 


thews 56, for 25 years a Smithville auto 
dealer, died July 19 following a heart 
attack. 

- * * 


Albert S. Johnson 
PIKEVILLE, Ky. — Albert S. Johnson, 
71, president of Johnson Motor Sales Co., 


died July 16. 
+ * 


Charles E. Bucher 
CLEVELAN D.—Charles E. Bucher, 
former head of St. Clair Buick Co. before 
he retired to Florida, died in Fort Lauder- 
dale, Fla. He also had been connected with 
Chevrolet and Dodge-Plymouth dealerships. 


* * * 

Frank L. Garard 
DALLAS. — Funeral services were held 
July 28 in Erie, Kans., for Frank L. 


Garard, 59, former regional manager at 

Dallas for DeSoto. He came to Dallas in 

1942 from St. Louis and retired in 1950. 
~ ° * 


Inman W. McFall 
LOWELL, Mich.—Inman W. McFall, 58, 
Chevrolet dealer here since 1941, died 
following a heart attack. At one time he 
was associated with A. B. Johnson Chevro- 
let Co., Grand Rapids, 
* * * 


Thomas Vernon Norfleet 
NEWPORT NEWS, Va.—Thomas Vernon 
Norfleet, 59, local auto dealer, died July 23. 


Gemmer 


cannot swerve when striking an ob- 
struction or a soft shoulder, or as 
the result of a flat tire. The front 
wheels are fully self-righting after 
a turn, it is said, and in case of 
oil-pressure failure, the system re- 
verts automatically to manual 
steering. 


Clark Lift Trucks 
Get Automatic 


Transmission Unit 


DETROIT. — Clark Equipment 
Co., announced last week a new 
transmission that makes driving a 
gasoline-powered fork-lift truck as 
simple as driving a car. 

Known as Hydratork Drive, it 
permits the operation of a lift truck, 
despite its many stops and reverses, 
with the three controls used to 
operate an automobile—an acceler- 
ator, brake pedal and forward-re- 
verse selector lever. 

The design eliminates the need 
for a shift for high and low gears 
and the clutch and clutch pedal. 

Advantages claimed by W. E. 
Schirmer, Clark vice-president, are 
reduced maintenance cost, with 
particular reference to “down time”; 
faster operation; less “shock” strain 
on driving parts; improved ability 
to “inch” into position under loads, 
and less driver fatigue. 

Now being made for trucks with 
a capacity of 6,000 to 7,000 pounds, 
the new unit is expected to be in- 
corporated in all sizes of trucks 
by the first of the year. 


Hudsons Chalk Up 


3 Race Victories 


DETROIT.—Hudsons have tallied 
three more stock car victories to 
mark the 28th time this year that 
Hornets have beaten other Amer- 
ican-made cars in stock competi- 
tion. 


In a 100-mile Grand National 
Circuit event at Morristown, N. J., 
Dick Rathman scored an impres- 
sive win over Herb Thomas, cur- 
rent point leader in Grand National 
racing. Both drove 1953 Hornets. 
Lee Petty, in a Dodge V-8, took 
third place. 

Thomas later reversed the de- 
cision at Atlanta, winning another 
Grand National 100-miler. Rath- 
man finished second. Petty again 
finished third. 

Third Hudson victory was 
registered by Frank Mundy, who 
outclassed a field of 37 cars to take 
a 150-mile American Automobile 
Assn, race at Milwaukee. 

In the time trials, Jack McGrath, 
Indianapolis “500” driver who pilots 
a Hornet in AAA’s stock division, 
set a world record of 47.9 seconds 
for one mile. 


Ark. Dealers te Convene 


In Hot Springs Sept. 27 


HOT SPRINGS, Ark.— The Ar- 
kansas Automobile Dealers Assn. 
will hold its annual convention at 
the Arlington Hotel here Sept. 27-29. 
About 300 dealers are expected to 
attend. 
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Discounts Made More Competitive . . . 








Kaiser, Willys to Merge Dealers 


(Continued from Page 1) | 
and Willys Aero Ace and Willys | 
Aero Lark cars, by making some 
items of equipment standard on the 
Henry J that were previously op- 
tional. In effect, the action has re- 
sulted in price cuts ranging from 
$29 to $118 on the Henry J line. 

7 * * 

KAISER-WILLYS dealers will 
® be offered a choice of five sales 
contracts, each covering a specific 
line of Kaiser or Willys cars or 
trucks. The contracts will be con- 
tinuing agreements in that they will 
not have to be renewed annually, 
but will still be subject to cancella- 

tion without cause. 

6. Resumption of auto produc- 
tion at Willow Run is dependent 
on Kaiser Motors negotiating a 
“more competitive” labor agree- 
ment with the UAW-CIO. Job 
classifications are the major issue. 

“Willow Run,” Kaiser told news- 
men, “will not reopen until we get 
a more satisfactory union contract, 
but we are hopeful of having such 
a contract within 30 days.” 

Kaiser said that, “we had a fairly 
good business at Willow Run, but 
we couldn’t support it. We’ve had 
too much overhead at Willow Run.” 

* = 2 
— the new merchan- 
dising setup, Abernethy said the 
Kaiser-Willys dealer unification 
program should be completed by 
the first of the year. 

“We will have more than 4,000 
dealers,” said Abernethy, “and they 
will have 94 percent price coverage 
of the market. We’re going to build 
up a quality dealer body.” 

He said dealers in both lines 
had been advised of the sales in- 
tegration plans, and he described 
their reaction as “enthusiastic.” 

“We plan to build quality, com- 
petitively priced products,” Aber- 
nethy said, “to insure proper pro- 
duction volume. Dealers who make 
money in the automobile business 
are the ones who average the sale 
of at least 50 new units a year.” 

+. 


,_ said Kaiser-Willvs 
dealers will have cars to sell in 
the low, low-medium and medium 
nrice field. This statement was in- 
terpreted to mean that a new line 
of cars or significant price adiust- 
ments are in the cards for 1954. 
At one time in his explanation, 
Abernethy likened the new Kais- 
er-Willys sales program to “the | 
Lincoln - Mercury type of mer- | 
chandising.” 

He said Kaiser dealers. for in-| 
stance, who took on the Willvs line. | 
would be obligated to purchase 
stocks of parts for the vehicles in- | 
volved, and vice versa. 

Edgar Kaiser said that some deal- | 
ers, under the new setup. would | 
get larger sales territories, “so thev 
can get some meat on their bones.” 

He explained that Kaiser Motors | 
had been attracted to purchase | 
Willys because of the latter’s lines | 
of specialized products, such as| 
jeeps, four-wheel-drive vehicles. 


etc. 
* s * 


N INDEPENDENT,” Kaiser 
said, “must have specialized 
products to survive. Competition in 
the low-price field with the Big 
Three is a tough proposition.” 
Kaiser pictured Kaiser-Willvs 
currently as being in a position “to | 
weather a lot of storms,” claiming | 
that both firms are healthier, debt- | 
wise, since their amalgamation, | 
And overhead for the two com- | 


panies, he added, is less than was 
Kaiser Motors’ alone previously. 
Kaiser said, in effect, that loss of | 
about $400 million in government 
plane orders in late June may have 
been a blessing in disguise. 
* + m 


“MIOW,” he said, “we will be able 
to concentrate on the auto| 
business.” 

Kaiser drew a parallel between 
the Kaiser struggle to stay in the 
auto business and the famous ring 
battle between Dempsey and Fir- 
po. Knocked from the ring in that 
fight, Dempsey crawled back in 
to knock Firpo out. 

“We've been knocked from the | 
ring,” said Kaiser, “but we've got 
to come back in.” 

Kaiser paid high tribute to R. R. | 
Rausch, executive vice-president, 
and Abernethy, adding that he, 
Kaiser, had had “to get into too 
many things at Willow Run.” 

+ * + 


“oe auto business requires great 
organizational depth,” said 
Kaiser, “and now we have it.” 

He said the Kaiser family was 
determined to stay in the auto busi- 
ness despite advice from many 
quarters, “including bankers,” that 
it would be best to get out. 

He said the automotive venture 
so far had required the invest- 
ment of $41 million of the 
Kaisers’ own money. 

Kaiser made it clear that Rausch 
is to have a free hand in guiding 
the fortunes of the combined Kaiser 
and Willys organizations, and news- 
men considered it significant that 
the Kaiser-Willys Sales division has 
been placed within the corporate 


structure of Willys Motors. 
: + a 


a= GOING to be less active in 
the auto business,” Kaiser said, 
I'm not going back west until they 
kick me out.” 

Without a “satisfactory” labor 
agreement at Willow Run, Kaiser 
indicated that the next Kaiser 
and Henry J cars to be produced 
might be made at Toledo or in 
plants on the West Coast. 

But regardless of labor agree- 
ments, it would appear that Willow 
Run may be finished as a principal 
final assembly point. 

“Willow Run,” said Kaiser, “is go- 
ing to be a manufacturing center. 








He (pointing to Rausch) is going | 


to bring in work that is now strag- 
gled over other places.” 

(AuToMoTIVE News several weeks 
ago reported that Willow Run was 
being considered for body produc- 


tion.) 


* * * 


Pye planning at Kaiser- 


Willys will find greater inter- 
changability of body and chassis 


|components getting high priority, 
land this may mean the abandon- 


ment of Henry J styling in its pres- 
ent form. 

Future planning also calls for a 
broader line of Willys commercial 


| vehicles. 


Rausch told the news confer- 
ence that Kaiser-Willys has ample 
capacity now to become more 
competitive in the automotive 
field. 

“We are striving,” Rausch said, 
“to be the Big Four, and hope it 
won’t be too long before we are 
third.” 


* * * 


Ore of Kaiser-Willys’ first orders 
of business under the new mer- |} 


chandising program will be the 
launching of an agressive public re- 
lations program to offset recent 
“bad publicity,” and to build up 
public acceptance of Kaiser cars. 
Top Kaiser-Willys officials will 
also be presenting the new sales 
program to banks and finance 
companies, with the object being 
to get expanded lines of whole- 
sale financing, or “floor planning,” 
for Kaiser-Willys dealers, 
Marden R. Bishop, formerly pub- 
lic relations director for Willys, has 
been named public relations direc- 
tor for the Kaiser-Willys Sales divi- 
sion. Hal Babbitt, public relations 
vice-president of Kaiser Motors, is 


being given an assignment with| 


other Kaiser interests on the West 
Coast. 

These three other appointments 
to the Kaiser-Willys Sales division 


| also were announced: 


George L. Palmer, director of 
finance; George J. Edellstein, di- 
rector of purchasing, and Henry 
C. McCaslin, director of manufac- 
turing-engineering. 

Palmer was formerly treasurer of 
Willys, Eddelstein was formerly di- 
rector of purchasing for Willys, and 
McCaslin had been executive engi- 
neer at Willys since 1951. 


Chevrolet Graduates Make Good 


DETROIT.—More than half the 27 men comprising the first gradu- 
ating class of the Chevrolet Post-Graduate School of Modern Mer- 
chandising and Management have become dealers, according to a 


factory survey. 


The survey was held following the 15th anniversary of the school. 
In addition to the 16 graduates who have become Chevrolet dealers, 


five are associated with Chevrolet dealerships in executive capacities. 
The survey indicated that virtually all the graduates of that class 
bers of commerce, bank officers and leaders of service, welfare, re- 
of 1938 are active in community affairs. Several presidents of cham- 
ligious and recreational organizations are included in the list. 
The Chevrolet school for selected retail representatives has gradu- 
ated 1,425 in the 15 years since its founding. 


NEW YORK.—Four leaders in the 
automotive world have been se- 
lected by the Automobile Old 


Timers for distinguished service 





Jeep Takes Job as Mail Carrier— 





ae 


For mail and other light deliveries, Willys is offering a new version of the Jeep 
with right-side steering and two-wheel drive. Now undergoing tests at the Toledo 
postoffice, the vehicle is being used on mounted carrier routes, for mail collections 


and special deliveries. 





Old Timers Plan Tribute 
To 4 Industry Leaders 


citations to be awarded at a dinner 
here Oct. 14. 

They are Thomas H. MacDonald, 
retired U. S. Commissioner of 
public roads; John R. Davis, vice- 
president of Ford Motor Co.; 
George A. Martin, of Connecticut, 
president of Town & Country 
Motors, and Robert A. Stranahan, 
President of Champion Spark Plug 
Co. 

At the July meeting, William S. 
Lampe, 
Detroit Times, reported the follow- 
ing have agreed to serve on his 
highway committee: George Diehl, 
past president of American Auto- 
mobile Assn. and Automobile Old 
Timers; John L, Collyer, president 
of B. F. Goodrich Co.; Davis; Royce 
G. Martin, president of Electric 
Auto-Lite Co., and Hanford A. 
Crockard, director of the National 
Automobile Dealers Assn. 

Plans were made to augment 
activities of the 35 affiliated state 
and city councils of the organi- 
zation. 


{ 





NADA Lays Groundwork for Road Talks— 





More than 2,000 short talks on highway and parking problems have been requested 
by dealers, according to Carl E. Fribley, chairman of NADA's public relations com- 
mittee. To aid them, the committee has issued a folder on the subject, ‘Start Some 


Talk in Your Town.” 


Two thousand speeches with an audience of 100 at each will 


do much to get the message over to business and community leaders, the committee 


believes. Facing the camera are (front row, 


from left) J. E. O'Daniel, Evansville, Ind.; 


Carl E. Fribley, Norwick, N. Y., chairman, and Walter B. Cooper, Fort Collins, Colo., 
vice-chairman. Back row: William C. Hamilton, NADA; Frederick J. Bell, executive 
director of NADA, and M. R. Darlington, of the Inter-Industry Highway Safety Com- 


mittee. 





By Jack Weed 
Service Editor 

DETROIT.—Distributors and the 
“big three” makers of spark plugs 
seem to be disturbed over one phase 
of the Federal Trade Commission’s 
“cease and desist” decision handed 
down last week against Champion 
Spark Plug, Electric Auto-Lite and 
General Motors. 

The companies involved said 
they could not foresee what ef- 
fect the latest FTC ruling would 
have on those distributors classed 
as “electrical centrals,” It was 





| 


managing editor of the| 


felt that the abolishing of the 
exclusive selling franchise might 
eliminate this time-established 
| wholesaler from the spark plug 
| distribution relationship. 

For years, the “centrals”’ have 
| performed a function unique to the} 
automotive merchandising of elec- | 
|trical parts. These houses have} 
lbeen, in substance, the field} 
branches of the manufacturers and | 
took over all problems of warranty 
replacement or repair. They have 
been a natural outlet for some) 
spark plug manufacturers in distri- | 
bution to the smaller jobbers of the | 
industry. 
| While the elimination of quantity 
| discounts, which have been the es- | 
tablished practice in the industry 
for many years, might work a 
| slight hardship on large distributors 





| 





Ford Shows Off | 
Army Vehicles 


DEARBORN.—Vehicles developed 
by Ford Motor Co. engineers and 
the Ford division ordnance vehicle 
project were demonstrated for the 
first time last week for Army Ord- 
nance Corps officers and Ford 
| Officials. 

The showing marked a year of 
work under a contract with the 
Detroit Arsenal to design, develop 
and produce experimental quarter- 
ton military vehicles. 

Military men present were Brig. 
Gen. Carroll H. Deitrick, com- 
mander of the Detroit Ordnance 
Tank Automotive Center; Col. R. 
R. Robins, representative of the 
Army Field Forces, Fort Monroe, 
Va., and Col. Harold C. Parsons, 
commander of the Detroit Arsenal. 


Ford officials included L. D. Cru- 
soe, general manager of the Ford 
division; E. S. MacPherson, Ford 
Motor Co. engineering vice- presi- 
dent, and I. A. Duffy, purchasing 
vice-president. 


Ravts Gots Dublin Outlet 


CHICAGO. — Appointment of a 
Hertz Rent-A-Car licensee in Dub- 
lin, Ireland, has been announced by 
Alfred James Shaughnessy, vice- 
president. The franchise was 
awarded to Murrays Car Hire, 2 
Haddington Rd., Baggot St. Bridge, 
Dublin. 


Spark Plug Ruling Aired 
Little Change in Distribution Pattern Expected 
To Result from FTC Decision 


| who have many branch houses and | 


also might open the way for larger 
distributors to handle more than 
one line of spark plugs despite the 
wishes of the manufacturer, it is 
felt that in the main the FTC ruling 
will bring no great change. 

Distributors, who have been 
known as exclusive distributors 
of any one make of plug, will 
continue to sell only that one 
make, it is thought, due to the 
time and money they have ex- 
pended in building up a clientele 
of customers. 

The question of the greatly ex- 
panded inventory that would be 
needed to give their customers all 
sizes and types would be an added 
deterent for them to consider 
broadening their lines, it is believed. 

Otherwise, the industry has 
adopted a policy of watchful wait- 
ing, without being disturbed too 

uch. 


N.Y. Times Story 
Brings Flood of 
Price Shoppers 


NEW YORK.—As dealers began 
to recover from the initial shock of 
the New York Times’ pessimistic 
front-page article on the automo- 
bile business, an entirely new 
customer reaction was seen taking 
over. 


The first reaction on the part of 
customers, dealers reported, was 
the cancellation of some orders. 
Several dealers, who had deposits 
but no cars to deliver, found them- 
selves returning the deposits. 

Many dealers said they were 
certain the article was responsible 
for their lost business, from the 
way the customer approached them 
and what he said. 

However, as the week progressed, 
dealers found that the article had 
stimulated interest in automobile 
buying once again—on the part of 
“shoppers” whose sole concern was 
price. 

Many dealers have taken the 
attitude that although the new 
interest in buying is evidenced by 
a hard-to-convince group of pros- 
pects, at least they are in the show- 
room, and it’s up to the dealer to 
take it from there. 


Studebaker Ready to Use 


New Depot in Cincinnati 


CINCINNATI. — Studebaker ex- 
pects to occupy its new parts depot 
at 1940 Losantiville Rd., in Septem- 
ber, according to S. R. Ray, man- 
ager. The new depot, one of 23 oper- 
ated by the corporation throughout 
the country, will have 25,000 square 
feet of floor space, Ray said. 

The present Cincinnati parts 
depot, located at Blue Ash Rd. and 
Vorhees Lane in Rossmoyne, serves 
dealers in five states—Ohio, Ken- 
tucky, Indiana, West Virginia and 
Virginia. 
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Pull Down Price Index as Late Models Gain... 


| Older Cars Deter U. C. Recovery 
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unless the purchaser is an excep- 
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\- DF lend of June, according to figures | through an intricate series of ob- 
S a . | : ’ . stacles. The contest also includes 
ss Maunen ‘wlaw Wy eed fetes eg nr onas ore ral a written examination covering 
; norman Plew, who retired June 30. | Service. i safety rules, first aid, fire-fighting 
e courtney has been with the com-| Car production in the and the trucking industry. 
Pany since 1937. | this ane was put ot 200008 aioe | Turbo-Jet Engine at GM's Parade of Progress— mack cutvans i the national 
. Plew founded the truck-body firm | of which 185,819 were produced enn : ; : - event must have driven at least 
d _ in 1921. It was sold in September, | sale in Canada Export 1 or! S. E. Skinner (left), vice-president in charge of General Motors’ accessory divisions;| 12 months without an accident of 
- 1952, to Jerry O'Mahony Co., on. Pea aie wn oo Gg = on | J. F. Wolfram (center), Oldsmobile general manager, and C. A. Trump, resident man-| any kind in order to be eligible. 
\- : Elizabeth, N. J., manufacturer| said, has dropped pn eiaen a. scar ah ane tea ao = —" yo ine — rte — a eae have dhemmgennn ‘fpem 
ce , , s Parade of Progress in Lansing. Skinner was principal speaker | Over 20 states competing i 
d diner restaurants. 1952 rates for both cars and trucks. | at the preview. oe 1953 cooien ne 
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(Continued from Page 1) 


same period of 1952. For the first 


six months of this year, sales of | 


cars produced in the U. S. were 65 
percent higher. 
* + 
ALES of trucks produced by GM 
in the U. S. were 22 percent 
higher for the first six months of 
1953 than for the same period of 
1952. 

Total sales of cars and trucks 
produced in the United States and 
Canada were 49 percent higher for 
the second quarter of 1953 than for 
the same period last year and 54 
percent higher for the first six 
months than for the first six 
months of 1952, 

Combined sales of non-automo- 
tive civilian products—household 
appliances, diesel locomotives, etc. 
—showed gains over 1952 but not 
to the same extent as did sales 

of automotive products, With 
make-ready completed on most 
defense items, deliveries of de- 
fense products were up substan- 
tially. 

In 1952, net sales for the second 
quarter were $2,076 million and net 
income was $142 million after pro- 
vision of $307 million for U. S. and 
foreign taxes. Earnings on the com- 
mon stock were equivalent to $1.59 
per share after deducting dividends 
on the preferred stocks. 

s * 


7” 


& 


* 


OR the first six months of 1952, 

net sales amounted to $3,869 
million and net income to $269 mil- 
lion after providing $558 million for 
taxes. Earnings on the common 
stock were equivalent to $3.01 per 
share after dividends on the pre- 
ferred stocks. 

Curtice and Sloan had an- 
nounced earlier that GM’s aver- 
age employment and payroll in 
the second quarter of 1953 had 
both risen to new records. World- 
wide employment in the past 
quarter totaled 575,978, compared 
with the previous peak of 554,806 
in the first quarter of this year. 
The payroll totaled $708 million 
in the second quarter compared 
with $495 million in the first quar- 
ter of 1952. For the first six months 
of 1953 the payrolls totaled $1,371 
million, compared with $969 million 
in the corresponding period of last 
year. 





Bradenton Dealers 


Form Organization 


BRADENTON, Fla.—The Braden- 
ton Automobile Dealers Assn, has 
been organized with the following 
officers: 

President, E. S. Pruitt, Pruitt 
Buick Co.; vice-president, W. H. 
Rossman, Manatee Motors (Dodge- 
Plymouth); secretary-treasurer, J. 
Harley Moore, Moore Motor Co. 
(Chrysler-Plymouth), and directors, 
Jake G. Newsome, Newsome Motor 
Co. (Kaiser-Willys), Gordon Smith, 
Gordon Smith Motors (Packard) 
and Hadden L. Hanchett, Hanchett 
Hudson Motors (Hudson-Crosley). 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


1. WELL FINANCED DEALER. 26 
years in the same location. 3. Salary and 
high commission rate. 4. Demonstrator 
provided. 5. Nine separate branches in 
fastest growing cities in southern Cali- 
fornia. 6. Managers promoted only from 
our own employes. 7. Sold over 4,500 
new used units in 1952. If you are 
young, willing to work and would like 
to work for an organization like this, 
contact us immediately. J. R. Townsend 
Co., 1156 State St., San Diego, Att: 
Jeft Townsend, Jr. 
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COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 
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| California. Low Rates: TWENTY 


same day received. Display Ads: 


HELP WANTED et 


FIVE POSITIONS OPEN; parts manager, 
bookkeeper and office manager, three re- 
tail salesmen. Parts manager must have 
Dodge experience including five years of 
managing parts department, be capable 
of controlling $25,000 inventory, handle 
all department details and supervise ex- 
perienced assistant. Job pays well with 
salary and commission, Bookkeeper and 
office manager to be experienced in 
Chrysler accounting system, capable of 
handling and closing financial statement 
and supervising office and handling pay- 
roll. Both positions offer good opportunity 
and paid vacation. Retail salesmen ex- 
perienced in new car and truck selling 
with one position specializing in trucks. 
One position emphasizes used car selling 
and to spend half time on lot. Salesmen 
paid on salary and commission or 
straight commission depending on agree- 
ment. Paid vacation included. Reorgani- 
zation of medium sized, well established, 
Idaho dealership offers chance for pro- 
motion. Time element is important. Write 
at once. All applicants must furnish 
proven qualifications including ability, 
character and initiative. Don’t wait—air- 
mail! Box 2842, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER 


For new Chevrolet dealership with 250,000 
trading potential. Applicant must have serv- 
ice, sales and supervisory experience. Excel- 
lent opportunity aggressive man to take 
charge of service department and ag shop. 
Our policies assure you opportunities for ad- 
vancement according to your abilities. Excep- 
tional starting salary with liberal bonus plan. 





Write stating experience. All replies strictly 
confidential. Qualified applicants wifl be per- 
sonally interviewed. 

Box 2840, c/o Automotive News, Detroit 26 





AUTO SERVICE MANAGER. Ford dealer 
in Cleveland, Ohio needs an experienced 
service manager with a pleasant person- 





ality. Salary plus incentives with a mini- 
mum guarantee of $8,000 the first year. 
The future possibilities of this position 
are far above ordinary. Write Box 2843, 
c/o Automotive News, Detroit 26. 


AUTOMOBILE SALESMEN. Excellent 
proposition for experienced new car sales- 
man who will be reliable and willing to 
work hard. Prefer man presently em- 
ployed as car salesman; age limit up to 
40; can earn up to $100 per unit sold 
or $1,600 per month. Apply in person or 
call W. C. Routt, Elizabethtown Lincoln- 
Mercury, Inc., Elizabethtown, Ky., 4304. 


SALESMEN WANTED. Salesmen, calling 
on Oldsmobile and Ford dealers, who 
are qualified to sell a new automotive 
accessory on a straight commission basis. 
States still open — Michigan, Wisconsin, 
Minnesota, Iowa, Illinois, Indiana, Ohio 
and Pennsylvania. Correspondence con- 
fidential. Reply to P. O. Box 5151, De- 
troit 36, Mich. 


POSITION WANTED 





DO YOU NEED A sales manager? One 
that has approved sales record, excellent 
closer, seven years’ appraising and all 
phases of dealership experience. Business 
administration graduate and commercial 
pilot with limited capital. I am your 
man. Box 2834, c/o Automotive News, 
Detroit 26. 


SALES TRAINING DIRECTOR—Writer of 
sales training materials and organizer 
of large programs wants challenging 
change. Having fought the ‘Battle of 
the ‘30's,’ he knows what hard, com- 
petitive selling is. Strong automotive 
background. Roots in deep in Detroit 
area and he wants to keep them there. 
Inquiries invited. Box 2845, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER—Elementary quali- 
fied. Ex-2nd Lieutenant (too young to be 
an enlisted man), but I know the present 
whims. I will say ‘yes’ to everything all 
day. My parents will accompany me for 
personal interview. Write Box 2860, c/o 
Automotive News, Detroit 26. 








address at regular rates, but if signed ‘Box No. ........, 
| One Doilar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


CENTS (20c) 


3 edt eee ee 


in care of Automotive News, Detroit 26, Mich.” 


|| CLASSIFIED WANT AD DEPARTMENT 


were 63 percent higher than for the | 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
PER WORD for each insertion. Cash in advance. Position 
Wonted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


add 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 
| SALESMANAGER 


| family man, good education, health and 
appearance. Seven years’ automobile ex- 
perience. Aggressive, sober and capable 


of handling operation. Seeking permanent 


connection with progressive dealer. Now 
employed, same capacity, Dallas, Texas 
zone. Considered excellent appraiser, 


closer, with ability to organize hard 


hitting sales force that will produce re- | 


sults. Will relocate anywhere for at- 
tractive deal, Good reason for desiring 
change. Best references, including present 
employer. Box 2844, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


Used cars. Age 33, | CENTRAL MISSOURI dealership available 


handling Packard and Willys. Located in 
a city of 25,000. Progressive farm and 
cattle country. R. R. center, many 
factories. A growing business with good 
used car market. Plenty of room, one 
block frontage on main street, Large 
showroom; parts room; three offices; 
shop and body room with wash and 
grease department. Real estate, going 
business, shop equipment, parts, acces- 
sories—all for $60,000. Or lease property, 
buy everything except real estate at only 





FORD PARTS MANAGER position wanted. 
Prefer midwest states. Twenty-five years’ 
experience. Twenty years in Detroit. Box 
2822, c/o Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE 


200 CAR AGENCY FOR SALE, handling 
Chrysler-Plymouth, in metropolitan Bos- 
ton doing $1,000,000 annually. Very large 
prosperous trade area. $40,000 needed 
for parts, accessories, furniture, fixtures, 
equipment, Desirable lease or option to 
buy. Factory approval necessary. Reason 
for selling—taking over 600 car franchise 
another make car, Write Box 2846, c/o 
Automotive News, Detroit 26. 


F scsennessasetepanei entender basin 

DEALERSHIP, handling Studebaker, lo- 
cated in South Jersey in the midst of 
Delaware Valley U. 8S. A. $12,000 will 
handle assets, good lease available. 
Factory approval essential. Illness in 
immediate family forces sale. Box 2847, 
c/o Automotive News, Detroit 26. 


ARIZONA DEAL, handling Buick, in city 
of 10,000 population—cattle and lumber- 
ing community. Total selling price $15,- 
000 includes everything except building. 
Small overhead. Write Box 2848, c/o 
Automotive News, Detroit 26. 


MANUFACTURER AUTO ACCESSORIES. 
Makes arm rest, covers, radiator and 
windshield covers, etc.; sales $30,000 
year; can increase; 250 active jobber 
accounts; business must be moved; 
profitable. Apple Co., Brokers, Cleveland, 
Ohio. 


EASTERN SHORE MARYLAND dealership 
handling Studebaker. County seat. 25,000 
trading area. No accounts receivable, 
used cars or real estate to buy. Full 
price—$10,000. Box 2850, c/o Automotive 
News, Detroit 26. 

DEALERSHIP HANDLING STUDEBAKER 
in city of 40,000 population thickly 
populated trading area in fast growing 





building, used car lot and warehouse, 
well located and fully equipped. Will sell 
or lease building. Book value of parts, 
accessories, machinery, equipment, office 
furniture and fixtures, etc.—$30,000. Will 
sacrifice. Reason for selling—insufficient 
capital. Box 2851, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh in Los Angeles—established fifteen 
years in area. Modern new car, used 
ear, parts and service facilities com- 
parable with competition. Will sell at 
inventory with or without real estate 
with very low lease. Our overhead is one- 
half of any operation this area. Must 
have auto experience and factory ap- 
proval. Box 2852, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, handling Packard, in south- 
eastern city of over 100,000. Shop pays 
all overhead, About $25,000 handles. Box 
2853, c/o Automotive News, Detroit 26. 


TEXAS DEALERSHIP! Fully equipped, lo- 
cated industrial and farming area. Good 
income trade territory. Complete facilities 
including used car lot conveniently lo- 
cated. 150 car deal. Handling Chrysler- 
Plymouth. No real estate. Parts and 
equipment only. A true opportunity to 
make money. Box 2854, c/o Automotive 
News, Detroit 26. 


ESTABLISHED TRUCK DEALERSHIP, 
handling General Motors, in one of Michi- 
gan'’s larger cities. Present operation 

| profitable with excellent future. Business 

is excellent as investment or will provide 
good employment as well as investment. 

Write Box 2855, c/o Automotive News, 

Detroit 26. 


DEALERSHIP, HANDLING CHEVROLET, 
in Minnesota’s rich farming area. 100 
new units yearly. Modern building, ad- 
joining used car lot. Desirable lease. Ap- 
proximately $45,000 will handle parts, 








equipment, furniture, etc. Factory ap- 
| proval necessary, Box 2856, c/o Auto- 
motive News, Detroit 26. 





DEALERS AND 


DISTRIBUTO 


RS WANTED 


LOAD LIFTER, hydraulic electrically operated, adaptable to stake and van 


type trucks. Simple installation. 


Lowest priced Load Lifter on the market. 


Exceptional opportunity. Field wide open for aggressive type concerns. High 
potentials, generous profits, most territories available. 


Write for details—Also describe your marketing facilities. 


E-Z-DUZ-IT LOAD LIFTER 


440 Illinois Avenue 


Temple 3-4264 


Detroit 1, Michigan 





section of south Texas. Five year old | 


$20,000. Box 2849, c/o Automotive News, 
Detroit 26. 
AUTO AGENCY handling Packard—new, 


used, International trucks, Gramm trail- 
ers. 1952 sales—$320,000; two attractive 
buildings; showroom, parts department, 
equipped service department; seven room 
suite up; lease; on main highway; N. W. 
Ohio city; price $85,000. Apple Co., 
Brokers, Cleveland, Ohio. 


AUTO AGENCY handling Fords—tractors. 
Twenty-two years present owner; 1952 
sales —$148,000; repair-service de- 
partment; seven living rooms; showroom; 
two gas pumps; equipped office; two 





story building. Apple Co., Brokers, Cleve- | 


land, Ohio. 


FOR SALE, Dealership, handling Pontiac— 
120 car contract. Established eleven 
years. Grossing above natipnal average. 
Complete, modern facilities, Prosperous 
growing southern city. Confidential 
factory approval necessary. Box 2839, 
c/o Automotive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP, 
handling Studebaker, in prosperous 
Massachusetts city. Exceptionally fine, 
new, modern buildings; completely 
equipped service and body shop, new 
throughout. Will lease on favorable 
terms including equipment, if desired. 
Legitimate reason for disposing of 
business. Factory approval required. This 
is an exceptional opportunity to get into 
a sound business with minimum invest- 
ment. Will pay you to investigate. Box 
2838, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE, handling Stude- 
baker — mid-south. Trade area 350,000. 
400 cars a year potential. Building has 
16,000 square feet floor space, three years 
old. Used car lot adjoins. Will sell or 
lease property. Under same ownership 
since 1934. Write Box 2824, c/o Automo- 
tive News, Detroit 26. 





| WHEN BUYING or SELLING 
an 


AUTOMOBILE DEALERSHIP 
Consult a Specialist 


| LEO J. KLEM 


| 909 Fisher Bidg. Detroit 2, Mich. 





100 CAR, HANDLING Chrysler-Plymouth. 
Central New York Village over 3,000. No 
blue sky. Real estate optional. Modern 
building 65’ x 100’. Rent $300. Price 
$21,000 or inventory. Box 2826, c/o Auto- 
motive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP, han- 
dling Studebaker, Chicago area. Excellent 
location, building, equipment and used 
car lot. Owner must sell due to illness. 
Inventories and equipment priced at $25,- 
000. Will sell or lease building. Factory 
approval necessary. Box 2827, c/o Auto- 
motive News, Detroit 26. 


MICHIGAN DEALERSHIP, population 70,- 
000, one of ‘‘Big Four,’’ 300 cars, two 
used car lots—$50,000. Four year lease, 





excellent facilities. Investment returned 
in one year. Please do not answer un- 
less you mean business. Factory ap- 
proval. Box 2803, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, handling Chrysler - Plym- 
outh, in South Carolina—town of 38,000. 
One mile outside town, population 
doubles. New, modern building. Large 
used car operation adjoining main build- 
ing. 250/300 new cars per year. Excellent 
facilities for volume operation, Payroll 
from textile industry alone—$54,000,000 
yearly. $37,000 approximately will buy 
everything but used cars which we will 
sell or keep. Box 2858, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Lincoln-Mercury, 
consisting of two franchises and ad- 
jacent territories in California. 350 and 
150 cars respectively—total of 500 cars 
per year. Will sell for physical inventory 
of parts, machinery, equipment and im- 
provements. All properties under good 
leases. Sales last year were over §$2,- 
000,000. Total price, both deals—$98,500. 
Write to P. O. Box 3285, San Fran- 
cisco, Calif. 

FRANCHISE NOW AVAILABLE, handling 
Packard, for metropolitan Oakland, Cali- 
fornia. Well established service and sales. 
Owner retiring. Apply Reynold Johnson, 
2321 Broadway, Oakland, Calif. 

BEST DUAL GM AGENCY, Excellent set- 
up—upstate New York. Money maker. 
Details to qualified buyer. Box 2836, c/o 
Automotive News, Detroit 26. 








DEALERSHIP WANTED 


CENTRAL OR NORTHERN Michigan. 100 
car GM single or dual franchise. Factory 
approval assured. Fifteen years’ ex- 
perience. Box 2857, c/o Automotive 
News, Detroit 26. 





DEALERSHIP WANTED 





ii 





Ford or General Motors 
Dealership 


| am at present an automobile dealer w th 
a 250 car allotment and | am desirous >f 
selling this one and buying a deal with at 
least a 400 car allotment. | am only interest: d 
in a going concern and will consider orly 
Ford or General Motors. | will have availabe 
approximately $200,000 to invest in your 
proposition. An immediate, personal reply 
will be sent you upon receipt of any and «!/ 
replies. Being a dealer now, | have been 
assured of the factory okay and will of course 
keep all replies strictly confidential. 

Box 2815, c/o Automotive News, Detroit 76 











WANTED 
FORD or GM AGENCY 


| Medium size deal in southern California. | 
Factory approval assured as | am dealer a‘ 
Present. 

Absolutely confidential. 
appreciated. 

Box 2830, c/o Automotive News, Detroit 2% 


Your reply will be 








WANTED AUTO AGENCIES 


|We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 
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REAL ESTATE AVAILABLE 





‘*KIMBERLEA’’—ONE OF Virginia’s out- 
standing country places. The attractive 
home is in perfect condition and the 
land is very productive. The sale is to 
be made in the near future. Write 
once for a brochure giving price and 
other details. Kiah T. Ford & Co., 
Lynchburg, Va. 








DEALER SERVICES 





INVENTORY SERVICE. Parts and acces- 
sories, Top type personnel, 
procedures, up-to-date records. 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


Inv 





Parts and Accessories Depts. 
Full-time experts. No pickup 
confidential and unbiased. Certified reports. 
Also ‘special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


part-time help; 








INVENTORY SERVICE 
Parts Accessories 

Lar. and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential, Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. 
ESsex 5-8300 
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INVENTORY SERVICE 
CARS FOR SALE 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 


Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Tuxedo 1-5840 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 





AUTO AUCTION 


TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 
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CARS FOR SALE 


CARS FOR SALE 
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USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 
Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


ii. D. MAGGIO, INC. 
Dodge-Plymouth Dealer 


N. Cicero Avenue, Chicago, 
Phone BErkshire 7-3122 


WE 

SELL WHOLESALE 
WE 

SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


1637 Illinois 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


1950 
Plymouths — Fords — Chevrolets ATTENTION DEALERS!!! 
1 to 500 200 Fine Cars and Trucks Whole- 


sale, reconditioned and ready for 
sale—Tow Bar Service—Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 
"Home of Michigan's Finest Automobiles" 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





NEW PLYMOUTHS, 
DODGES, DeSOTOS, CHRYSLERS 
Dealers Only 


One or more if you need them. 





CARS WANTED 
ia aaeiaticinsiatiiaaieiaciaaacaiiiaseti 
EIGHT PASSENGER CADILLACS, Chrys- 

lers and DeSotos, Only exceptionally 


sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 


FAIR MARKET PRICES 
for 


YOUR LATE MODEL CARS 
Premiums for Caddies and Hardtops 


R. S. HENRY 


New Brighton, Pa. 


Invoice plus $50 handling F.O.B. our place. 


Write Box 2859, 
c/o Automotive News, Detroit 26. 





BUYING or SELLING 
Your Greatest Dollar Value’s at 
CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Indiana's Oldest Auction 


Phone 6230 





PARTS FOR SALE 





One of America's Best BUICK 
Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday WH Poe. LE 


Phone E-1254 Phone E-5269 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee All Checks 
Dealers Only 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., IN 
j “Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


c. 








These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
29S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager | 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 


Phone: Sherwood 8-1500 Flanders 0800 St. Louis 9, Mo. 











Distributorships Available Now 


Under Exclusive Franchise Arrangements 


* * * 


For fast moving line of Ambulances, 
Funeral Cars and Service Cars. 


Nationally recognized as the finest body available 
of the Pontiac chassis. 


This is an excellent opportunity for former 
auto dealers or topnotch salesmen. 
x *w« * 


Call, Write or Visit Our Factory for Full Details 


GUY BARNETTE & CO., INC. 


239 South Dudley Street Memphis, Tenn. 
PHONE 36-5437 
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MISCELLANEOUS 


_PARTS FOR SALI Ee 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


Quantity Shippers—All GM Parts 
Shipped Same Day 


WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 
Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 

1000 S. Wabash Avenue | 
CHICAGO 5, ILL. 
WAbash 2-1030 





EVERY ITEM NEW AND 
STANDARD MAKE 


Includes Ford truck components. Larger items 
are front and rear axles; wheels; hubs-drums 
and brake assemblies; steering gears; drive 
shafts; radiators and springs. Practically any 
part for chassis. 


Various other parts, as hydrovac kits; mag- 
netos, ignition components; direction signals 
and numerous other parts and accessories. 
Prices attractive. Complete list on request. 
Contact surplus parts department. 


HAHN MOTORS, INC. 


Hamburg, Pa. Phone 506) 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





GENUINE 
STUDEBAKER | 
PARTS | 


* Large Complete Stock 
* Ship Anywhere—Same Day 


NORTHSIDE MOTORS | 

4232-42 Natural Bridge 
St. Louis 7, Mo. 

LU. 4860 





BUSES FUOK SALE 
SCHOOL BUSES—Immediate delivery. New 
York and New England specifications. 
Three International R-163, 54 passenger. 
Four Dodge JS 212, 54 passenger. Four 
Ford B600, 48 passenger. New England 
specifications. One Ford B700, 60 pas- 
senger. One Studebaker, 48 passenger. 
Twenty units of different sizes arriving 
within ten days. Transit Sales and Serv- 
ice, Inc., 23 South St., Danbury, Conn. 

Frank T. Mee, Jr., Tel. 3-4437. 


SCHOOL BUSES — IMMEDIATE DE- 
LIVERY. Pa., N. J., Del. specifications. 
Three Int. R-183, 60 passenger. Two 
Dodge RS-229, 60 passenger. Two Ford 
B700, 60 passenger. Two GMC 450-30, 60 
passenger. Two Int. R-1853, 66 passen- 
ger. Two Ford B750, 60 passenger. New 








and used units of all sizes on hand. 
National Bus Sales Co., Inc., 101 N. 
33rd St., Philadelphia 4, Pa. Phone BA 
2-7605. 





MISCELLANEOUS : 

ENGINE REBUILDING — Crankshaft 

grinding and metalizing. John P. Hughes 
Motor Co., Inc., 

Lynchburg, Virginia. 


800 Commerce &t., 


& DISTRIBUTORS! 

National Concern 

Will Pay All Cash 
for Your 


AUTOMOBILE 
Leasing Contracts 


All replies held in 
strict confidence 
Box 2790 


c/o Automotive News, 
Detroit 26. 


| 
| 
| 
| 
| 
| 
ATTN. DEALERS 
| 
| 
| 
| 
| 
| 
| 












MISCELLANEOUS 


DRIVER TRAINING DUAL controls, Most 
{ Cars—$25. AADTA_ Engineering, R 2, 
| Keyser, W. Va. 


Our New Modei 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 Ali Dept's. 
“Leaders In The Industry” 
Since 1939 














Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY... $5145 


Less 
Saas 


Meets 1.C.C. Strength Pas 
° ~ * 
COMPLETE with 

Guide Cables and $6] 45 
BRAKE HOOK-UP ......... 2 

Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


ENGINEERED 


DUAL CONTROLS 
DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS « Prov., 8.1. 
119 Snow St. GAspee 1|-4848 


FOR SALE 


1 AND 2 YEAR OLD CHEVROLETS 


ALL COLORS - - - - ALL MODELS 
DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 
ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 



















You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
If Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. Brooklyn 22, N. Y. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 









AUTO AUCTION 


CLEVELAND, OHIO 


Every Monday at Noon 
13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Mancyer and Auctioneer 











New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [7] 
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THE BUILT-IN SALES HOOK 


pays off in truck dealer protite 


Every International Truck has a built-in sales 
hook. 


What is it? It’s the quality that has made Inter- 
nationals the heavy-duty sales leader for 21 
straight years. The quality that has made Interna- 
tionals first choice for the tough jobs. 


International quality is paying off in increased 
sales of all International models. International of- 
fers America’s most complete truck line, from 44- 
ton pickups to the largest off-highway models. 
With the International franchise, you can count 
every truck buyer a prospect. 


And now International has added a big extra to 
this built-in sales hook. With new low prices, 
Internationals compare favorably in price with 
any other truck. 


It will pay you to get the complete story on the 
profitable International Truck Dealer Franchise. 
Phone your nearest International District Office. 
Or write to International Harvester Company, 180 
North Michigan Avenue, Chicago 1. 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better Americe 


MS ed el to 


Standard of the Highway 








ce ey 


